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How do you rate on your sales technique? 


Answer true or false to the following statements: TRUE FALSE 


It’s unnecessary to take sam ple s when you call on a customer eve rybody knows [| [] 
what my product looks like. 


No need to demonstrate my product I can explain the sales feature s just as well [ ] LJ 
as I can show them. 


No need to leave a sample for customers to try if they don’t ever call me, it’s just [] [] 


a waste of material. 


If you answered true to all or any of these three statements, no wonder you haven’t been getting 
the sales you should. It’s paramount when calling on customers to show them what you’re selling, 
so they can see it and handle it. The best sales story in the world is no substitute for the product 
itself. By all means leave a sample for customers to try — and don’t wait for them to call you 


you call first. 
How do you rate on product information about Webster Multikopy Durametric Carbon Paper? 


Answer true or false to these statements: TRUE FALSE 


Webster’s MultiKopy is a nationally advertised brand name. [| [| 


MultiKopy means more copies from each typing, more copies from every sheet. 
! ] d L { I j Y 
Premium quality and exclusive features make Webster MultiKopy Durametric an 


economy in the long run. C1 a 
Webster MultiKopy Durametric is made in 14 diffe rent varieties. There is a weight 


and finish for every individual requirement. [] [] 


If you answered true to all four statements you really know your product. If not, maybe you can 
improve your sales by knowing more about Webster MultiKopy. It stands to reason that you 
can’t be convincing to a customer, if you aren’t sure of the facts. 

Webster MultiKopy Durametric 


has the edge over competition 
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F. S. Webster Co., 13 Amherst St., Cambridge 42, Mass. 
Webster warehouses in New York + Chicago «+ Philadelphia «+ Pittsburgh + San Francisco + Cambridge 
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Random Notes 

National Pencil Week, sponsored by IN THIS ISSUE 
the Lead Pencil Manufacturers Associa- 
tion back in February, was given wide- 


spread merchandising recognition by Window Display . . . Eye Appeal Means Buy Appeal. Jim Rice, 
office supply dealers and many other display director for Horder's, Inc. builds a window from the 
kinds of retailers. The trade press gave planning stage to completion 20 
it a good play and many local newspapers 
found places on the band wagon. Pre- Display Accents Office Styling at Bourne Co. Office furniture 
liminary reports indicate that it was a displays par keep pace i ths Gace (2% 
successful venture. 

During Pencil Week, Ralph McGill, 
editor of the Atlanta Constitution, de- Display Joins Advertising to Win Brand Names Honors. At Zac 
voted one of his syndicated front-page Smith's in Birmingham, Ala., a planned program pays off 30 


editorials entirely to a ‘Salute to the 


Humble Pencil.” Among other things, he Attune Your Display to Demonstration. Machine displays can 


said, ‘““The reporter is the heart of the work 40 tee tans of Gna 32 
newspaper and a heavy soft-lead pencil 


is his tool for putting down ideas, the 


words, the phrases out of which he must Style, Color Dominate NOFA Exhibits. A news and picture re- 
weave the fabric of his story . . . News- port on the NOFA convention in Philadelphia . 44 
pape rmen and women cannot claim any 

monopoly he kinship wen ay = 1,000 See Wholesaler Exhibits. The 42nd annual convention of 
MACE Ke eee Ses See the Wholesale Stationers Association meets in New York _ 122 


children, students, scholars, and most of 
mankind. But newspaper people do pos- 


sess a special affection for the pencil NSOEA Regionals Open at Greenbrier. The Fifth District kicks 
which has been so much a part of their off the regional circuit in West Virginia 126 
craft 
° 
In its March bulletin, under the head- DEPARTMENTS 


ing, ‘Twentieth Century Common Sense,”’ 
the American Institute for Economic Re- 


search asks the questions, “What must Accessories of the Month 38 New Products . 64 
we do to survive?” The scholarly presen- Advertising Clinic —- tg News 100 
= ae ' ‘ : Appointments .- ; ews Notes 
tation reviews pestnent economN facts len tee Maieieialode 189 route agli 184 
of the past and the present, summarizes Deaths 190 Fourth District 160 
our country’s long-term objectives, and Editorials . . 18 Fifth District . ..166 
points the way toward achievement of peerg ee ~~ 1 ee ; a 
> ) > ‘ < > Cc , ues oo ‘ even istric os 

those ng sg A vital 7 pore crags Ss 14 Eighth District 174 
unpopular factor of the road to surviva industry Awards 198 Ninth District “178 
is that an economy can grow (and pro- Industry Meetings 102 Golden State Travelers ..182 
vide employment for increasing numbers Industry News 110 Knickerbocker Notes 158 
of people ) only when the increased pro- In Other Lands . 96 OA's Press Time Bulletins . 56 
duction of goods and services by the Letters 7 12 Office Planning 33 

5 . ) Lost Sales Quiz . 142 Ea 193 
growing businesses exceeds the dec rease Men on the Move 148 Sales Stimulators _. _ 90 
in production by the declining and fail- New Catalogs . 95 State of the Industry . 16 


ing businesses. In a competitive economy 
the most important function of profits is 
to provide both the incentive and the oss Editor and Publisher: John A. Gilbert 


— for business growth. Consequent- Q): Editorial Director: Art Director: 

y, taxes on business profits, except prof- ¢ Walter S. Lennartson ; 

its attributable to tlaahe and ae spe- “oreo” wasted ce 
cial privilege, should be reduced rapidly Managing Editor: Service Bureau Manager: 
and eliminated as soon as possible. That ate Clarence O. Schlaver Richard G. Johnson 
kind of tax reduction is hard to sell to a, 

politicians and ordinary citizens even 7 ‘ Associate Editor: Market Analyst: 

though it is one of the most important er Robert Minor Peter B. B. Andrews 


aspects of the route to survival. : s : 
f ' Assistant Editor and Librarian: Herta Breiter 


, 

ables Change of Address—Please send new address, including city postal zone, if any, (together with 

wrapper carrying old address) to Subscription Dept., Office Appliances, 600 W. Jackson Blvd., 

ee P | Chicago 6, Ill. Receipt of changes by the 10th of the month will assure correct addressing of 
Editorial Director next issue. 
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in This Issue 


... don't miss 


Better display is a major theme 
of this issue. The subject ji 
treated from several angles in- 
volving windows, correlation of 
display with advertising for 


winning Brand Name promo 
tion at Zac Smith Stationery 
Co., Birmingham, Ala., and dis- 
play as an aid to demonstration 
of office machines. Leading off 
this parade of information is a 
step-by-step explanation of how a display window is born 
3+ Horder's, Inc., Chicago, under the skillful direction of 
Jim Rice, display director. Mr. Rice is author of an in- 
formative article, supplemented by pictures which show 
the creation of a window from conference to actual set- 
up. Better merchandising of a stationer's goods through 

is the theme of this outstanding presentation. 
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Ben Franklin, a living symbol of 
the city of Philadelphia, was on 
hand to cut the ribbon signify- 
ing the opening of the | 2th an- 
nual NOFA exhibition at Con- 
vention Hall. He is pictured 
a. here with Leonard Mossman 
; retiring president. The NOFA 
manufacturer-exhibitors made 
an all-out effort to impress 
dealers with an array of mod- 








ern design in sparkling new colors. Business sessions were 
given over to discussions of new avenues of sales for 
dealers, problems arising from the growth of inventory 
due to the numerous colors now offered on many stock 
items, ana the ever-present ‘recession.’ The outlook, 
however, was considered bright by the majority of those 
retailers in attendance. Pages 44-52. 


Next Nionth... 


June is the month when most dealers purchase their mer 
chandise and make plans for next fall's back-to-school 
merchandising. OFFICE APPLIANCES draws on the ex- 
periences of successful dealers in presenting a section 
which will deal with this segment of their operation. 
Other features will deal with office supplies, office ma- 


ne ana ottice Turniture 


Ji . u ule. 
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OA’s Press-Time Bulletins 





SMITH-CORONA INC. and Marchant Calcula- 





tors, Inc. boards of directors have 
agreed in principle, it was announced, 
upon a merger of the two companies. 
Preparation of a formal merger agree- 
ment has been authorized by both the 
boards for submission to them and 
shareholders of both companies. In the 
plan put forth, shareholders of Mar- 
chant would receive 13 Smith-Corona 
shares in exchange for each Marchant 
share. Top management of both firms 
stated the proposed merger will “cre- 
ate a major new marketing factor in the 
office equipment industry." 


MELVIN E. SCHNALL has been named president 





M. E. Schnall 


of Cole Steel Inter- 
national, a subsidi- 
ary of Cole Steel 
Equipment Co., Inc. 
The announcement 
came from S. T. 
Scheinman, president 
of the parent com- 
pany. Mr. Schnall 
will also continue in 
his post as vice- 
president of Cole Steel Equipment, Mr. 
Scheinman revealed. 


JENS RISOM DESIGN, INC. has announced the 





appointment of Chilton P. Brown as 
merchandising manager for the firm. 
Mr. Brown has been with the company 
Since 1954, and previous to that he 
was contract and office furniture 
buyer for Marshall Field & Co. in Chi- 
cago. In his new capacity he will be 
responsible for marketing research, 
sales analysis, customer relations, 
and co-ordination of all advertising, 
promotion and publicity under the di- 
rection of Albert D. Kappel, vice- 
president in charge of sales. 


LLOYD A. HALES, 38, Pacific area manager 


Of the Stock Forms Co., division of 
Moore Business Forms, Inc., died sud- 
denly on the West Coast. He joined 
Moore in 1946, serving in the account- 
ing department of the head office and 
then with the audit staff. He was named 
comptroller of the International di- 
vision in San Francisco in 195l. He 
joined Stock Forms as area manager in 
1956. 


M & W STATIONERY CO. has opened its doors 





in a new location at 712 Broadway, 
Plainview, Tex. Formal opening was 
held March 31, April 1, 2. 
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Late and Important News for Our Readers 


JOHN S. COLEMAN, 60, president of the Bur- 
roughs Corp. and winner of OA's *0f- 
fice Equipment Man of the Year" award 
at 1957 NSOEA convention, died of a 
heart ailment in Detroit, Mich., April 
13. 


JOSEPH DIXON CRUCIBLE CO. has reported a 
net profit, after taxes, of $612,117 
in 1957, equal to $2.06 a share. The 
1956 net profit from operations was 
$459,604, or $1.84 a share. A final 
net profit for 1956 included a non-re- 
curring profit of $60,963, which 
brought the total to $520,567. 





A. C. LAMPKIN, representative for Imperial 
Desk Co., died on March 28 in his home 
in Atlanta, Ga. He had been ill for 
some time. Mr. Lampkin, a past presi- 
dent of the Southern Travelers Club, 
had represented Imperial in the South- 
east since 1934. 


URDES? CORP. has announced the appoint- 
ment of J. W. Stal- 
lings as district 
manager of the newly 
created Southern Pa- 
cific district of the 
firm. From his head- 
quarters in Los An- 
geles, he will super- 
vise sales at all 
branches in Southern 
J. W. Stallings alifornia. Alfred 
Jensen is manager of the business ma- 
chine company's Pacific district with 
headquarters in San Francisco. 


OXFORD FILING SUPPLY CO., INC. has an- 
nounced the spring schedule for its 
dealer salesman training school. 
Classes will begin Tuesday, May 6, at 
the firm's training center at 93 Worth 
St., New York City. 











ROY L. MELIND, 58, director and secretary 
of the Louis Melind Co., died suddenly 
in his home in Evanston, Ill. on April 
9. He is survived by his widow, May; a 
son, Thomas A.; his father, Louis, and 
two grandchildren. 





CLAUDE W. ALLEN, 71, assistant manager of 
dealer sales of the General Fireproof- 
ing Co. died of a heart ailment recent- 
ly. He had completed 50 years with GF 
on March 1, 1957. He held memberships 
in the Mid West Travelers Club, the 
Northwest Travelers Club, and the 
Great Lakes Travelers Club. He is sur- 
vived by his widow, Lela; a son, Rich- 
ard L.; and a daughter, Mrs. Marcena 
Mae Truelson. 
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Want Ads 





Deadline 10th of month preceding issue date. The rate for classified 
advertisements is twenty-two cents a word, minimum charge $4.00 
payable with order. Add six words if box address is used. 
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SALES REPRESENTATIVES AVAILABLE 





MANUFACTURER’S REPRESENTATIVE SELLING STATIONERS, and Office Equip 
ment Dealers, can use one or two major furniture or supply lines for the Southeast 
Write Office Appliances, Box E-185, Chicag 





IF WISCONSIN, MINNESOTA AND IOWA NEED REPRESENTATION, write us 
We promote furniture only, the way you like it promoted. Write Office Appliances, 
Box E-186, Chicago é 





WE CONCENTRATE IN MICHIGAN, OHIO and INDIANA consequently our 
manufacturers get results. Can handie one or two additional high grade lines in 
fice equipment field. Write Office Appliances, Box E-187, Chicago 6 





SALESMAN WHO FORMERLY COVERED ROCKY MOUNTAIN STATES as manu 
facturers’ representative plans to return to that type of operation in same terri 
tory. Interested primarily in office furniture and accessories. Previous lines were 
metal. Will be interested in either metal or wood. Good references. Write Office 
Appliances, Box E-188, Chicago 6 





RAPIDLY EXPANDING, national office machine company, established five 
years ago, has several openings resulting from new product developments. 
Applicant should be a college graduate, under 35, with five years experi- 
ence in the office machine field. Relocation may be required. 


Compensation: salary, commission, and expense allowance. 


Submit complete details, including employers and positions held, to Office 
Appliances, Box S-219, Chicago 6 














LINE WANTED for Ohio — Michigan Indiana — Kentucky. Excellent coverage 
in both Stationery and Office Furniture fields. Have one top line and can do justice 
to one or two additional good lines. Write Office Appliances, Box E-189, Chicago 
6 





CALIFORNIA AND ARIZONA MANUFACTURERS REPRESENTATIVE with many 
years experience desires to sel! one major office equipment line. Write Office 


Appliances, Box E-190, Chicago 6 





OFFICE SYSTEM SALES ENGINEERS DESIRE QUALITY LINES of wood and steel 
furniture, filing equipment, accessories and stationery supplies for representation 

Texas and Oklahoma to dealers. Particularly interested in lines stressing 
efficiency and labor-savings. Write Office Appliances, Box E-191, Chicago 6. 





MANUFACTURERS REPRESENTATIVE covering Northern California desires specialty 
ne. Write Office Appliances, Box E-192, Chicago ¢ 





MANUFACTURERS’ REPRESENTATIVE LONG BACKGROUND IN MACHINES looking 
for additional lines, supply or furniture for Illir and Wisconsin. Write Office 
Appliances, Box E-195, Chicago 6 





REPRESENTATIVE CONCENTRATING IN JUST OREGON & WASHINGTON, seeks 
good additional line —- Thorough coverage Write Office Appliances, Box E-196, 
Chicago 6. 





SYSTEMS MANAGER WANTED 





EXPERIENCED FILING SYSTEMS MAN WANTED at Management level for develop- 
ment of product and direction of sales. Long established manufacturer of filing 
systems and office equipment. Write Office Appliances, Box S-214, Chicago 6, 
giving full particulars. 





WANTED: Experienced stationery and office equipment man to manage stationery 
department of progressive commercial printer. Located in healthful New Mexico. 
Give experience and expected starting pay. Write Office Appliances, Box S-220, 
Chicago 6 


WANT ADS, Continued on page 8 








WANT ADS, Continued from page 7 





POSITION WANTED 





TO MANUFACTURERS OF DUPLICATING EQ T AN PLIE R 
development engineer who has specialized ent of hines a 
is available for new connection. Has he f ba esssentia Tt 
conversant with duplication proce .- - Raita ion b 
of improving and expanding his prod V 
thorough studies of projected equipment W ffice Apr Box ll 
Chicago 6. 





DISTRIBUTORS WANTED 





STATE DISTRIBUTOR WANTED t a 
Northwestern United States. Extensive é fF pply it talogs f t 

with your imprint. Top level manufactur W t set up row 
with already established busine: Writ ff ‘ 3 », Chicago ¢€ 





DISTRIBUTORSHIP WANTED 





DISTRIBUTORSHIP WANTED Experie ff Mett Engineer eek 


Office Equipment, Systems Forms and pr f 
Production Control, Inventory Control, Payr« d abor Distribut Purcha 
— Receiving and Order-Shipping-Billing Ft. Worth headquarter Writ 


Office Appliances, Box S-216, Chicag 





DISTRIBUTORSHIP AVAILABLE 





ROYAL TYPEWRITER DISTRIBUTORSHIP AVAILABLE There a possibility 


a good distributorship being available t f f W hortly. T 
man must be aggressive and have a back f typewrit iding mach 
sales and service. The territory offers unlin bilitie f terested, wr 
me direct, giving your qualifications and cr referer A replies w t 
handied confidentially. Chas. D. Sparwasse trict e / . Roy Type 


writer Company, 765 North Broadway 





OFFICE MACHINE MECHANICS WANTED 





UNDERWOOD AGENT has opening fo Typew r Rex W Jerw 
Electric knowledge, located in the Carolir rT nt alary nn 
Write Office Appliances, Box S-213, Chicag 





EXPERIENCED TYPEWRITER & ADDING MACHINE MECHANIC WANTED ft 


Olympia and Odhner dealer. Excellent opportunity for right mar ypew 
Company, 218 Third Street, NW, Albuquerque, New Mex 





OFFICE MACHINE MECHANICS AVAILABLE 





MECHANIC, 16 years experience. Al! mn typewriter r and electric 
Adding and duplicating machines. California west. Write Appliance 
Box S-208, Chicago 6. 





AGE 48, FACTORY TRAINED 28 years E£ : Typewriters 


Adding Machines. Qualified to Manage mplet e Dept . 
producer, non-drinker, non-smoker, bond f permanent thwest atior 
but not mandatory. Reply direct her. | Box 1663 nix 
Arizona. 





OFFICE MACHINE SERVICEMAN. Facton ’ N Products. Prefer 


Underwood Agency. References furn 
Chicago 6. 





SERVICE MANAGER. Thorough knowledg 


and duplicators. RP and RE schools. Write l 





RETAIL BUSINESS FOR SALE 





ESTABLISHED 9 YEARS Los Angele ty ff M Addr ng Ma 
chines, Mailing Equipment, and Book Mact > of Inventory 
Write Office Appliances, Box S-204 





OFFICE SUPPLIES — Colorad $ y. Excellent pote 
Owner unable to handle efficiently. V f f $ te 
Appliances, Box S-206, Chicago 





OFFICE SUPPLIES & STATIONERY 
businesses in So. Calif. . Jerry J 
Calif. 





LISTS 





FREE MAILING LISTS OF 6,730 

dealers. Also 8,910 typewriter and 

catalogue of lists of retailers, who 

and others. We charge only for addressir f A l 
Long Island City 4, N. Y. 











FOR SALE AND WANTED TO BUY 
































OR SALE f service department equipment. W furnish tist and 
upon request 5% of equipment no more than 8 month i. Busines 
nes, | 19 SW Front Street, Milford, Delaware 
BUY AN and models B a g Ma 
Wr achine Co., 232 W. f C Oh 
IOTT-FISHER j ndstrand Machine Electromat Typewriter Adders 
ijlator and ffice machines bought and eeter-Warst 849 N 
Milwa W 
3H PRICE . FOR ED BOOKKEEPING MACHINES, all mak Burrough 
ensimat N.C.R 30 3100, Rems E. Fisher, Underwood, Brandt Coir 
nine Advise f nodel and seria! numbers for ur quotat A Pe 
42nd St., New York 36, N 
KAR i. es used visible filing e t. Tho f recondi 
} k always m Nar € e p € to 
r t | Get our ¢ a 548 
y e y N.Y 
CTATING MACHINE AND SUPPLIES, largest yer and seller of all make 
r | ylinders available. Write if y r node! for 
Write for , mplete catalog. America tating Machine Ir 65 
York 16, N. Y 
T CR NE Calculating c a fice 
1. W. J. Crowley ( 106-908 W ‘ 
PAI FOR ELLIOTT ADDRESSERS Varityper: Multilitt Multigraph 
i tto, Mimeograph zive the best cash price, deta 
er 





ARGE AMOUNT E VISIBLE CABINETS, KARDEX, ACME and RAND. Variety 
f sizes and sty A-1 condition, very reasonable. Everstee! Equipment Com 
New York 12. 















































WANTED — SUNDSTRAND and BURROUGHS Bookkeepers, also Remington, Nation- 

al machines. Indicate details model, serial. Gibian £ nes Machine 128 

Lafayette Street, New York 13 

WILL BUY AN EL - ALL MAKES CALCULATORS, adding 

keeping machines and other office machinery. Give « specificat 

numbers - mode mber if possible. We'll quote e r 

)ffice Appliance Ir Dept. EE, 326 Broadway, New 

WANTED T BUY te model Elliott-Fisher bookkeeping and b } machines 

Must be over 3 serial number. J & T MACHINE 605 W 

Wz 3 a c 

WII BUY OR E Addressograph ypeedaumat, E tt, addressing machines 

o sup ’ : Also Pitney-Bowes, tyin machine folder sealer etter-openers 
40 W. 15t treet, New York 11, N. Y 

WANTEL Burr I or N.C.R. Bookkeeping and & g Machine Calculators 

Compt A g Machines, etc. ar tyle. Quote mplete description and 

best price. AMERICAN BUSINESS MACHINES N 573 Broadway, New York 

12, N 

WANTEL Mime ph, all makes and Mode pirit Duplicator perating con- 

dition preferred Also Gestetner’s Rex, Et We need all we an buy. Mishek 

‘ 

FOR SALE: £ tt Stencil cutting Typewriter mith mode A set to 

jo to work. One for $95.00 other for $85.00 y 2 left. Mishek Co., Waseca 
ESSOGRAPH PLATES (Alloys) Model VV-5300 T.S. $15.00 Per Case (4.500 

Plates) Weighs 1 bs. SAVER'S, 1130 W. 7 t Angeles 17, Calif 

CASH FOR ADDRESSOGRAPHS, Elliott, Speedaumat, Multigraph, Multilith, Spirit 

Duplicators, Mimeographs, Varitypers. Quote best price, details AVER, 1130 W 

17, Calif. 

18-Dr. Re rd Address, Cab. $40 ea; Rec. Trays 35c ea; W & P 

s $7.50 M; AV Pitney-Bowes, Like New. P-A 0. Mach. Co., 920 W. Olympic 
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TABLE NO. 6286 
Top—60” x 30” 
Legs On Corners 


“THE ME TABLE STVLE SELE ; 


Taper Leg or Panel Leg Styles 


Here is another valuable addition to the ASE Furniture line. 
You can offer your customers two different styles of office tables 
... Taper Leg or Panel type. Either style can be attached to any 
ASE table top. Think of the individuality you can offer . . . the 
selection your customers have from which to choose! 

ASE Leg Tables have center drawers. . . all of the familiar 
ASE quality advantages. Sturdy, rigid construction . . . Lino- 
leum, Textolite or Formica Honeycomb tops. . . overhanging 
or flush top styles . . . flat or round Styledge Molding .. . 
Bonderite treated to assure lasting beauty. 


STANDARD FINISHES — ASE Dawn Gray, Stylite Tan, Mist Green, 
Green and executive finishes. 
Top Materials — Selection of Formica, Textolite and Linoleum. 






Tables are 29" high — furnished with leveling feet. 














Table No Top Dimensions Style 
ee ote Bk ae ne Legs on corners 
ee Be Beda ccsseeccucun Legs on corners 
| See ape Se i Legs on corners 
Peas int enameceee 6 atveens sb ue 3” overhang each side 

. . 4” overhang each end; 
PPT eer GE Wile cesasewcscsas 3” overhang eoch side 
» 2 8” overhang each end; 
GO nice. canceavinene Pe Ce vecbesscancad 9” everhene coth dde 








A profitable ASE franchise may be available in your community. 


ALL-STEEL EQUIPMENT 


Write today! 


INC., 











TABLE NO. 6285 
| Top—55” x 30” 
Legs On Corners 








TABLE NO. 6288 
68” x 36” 

4” Overhang Each End 
3” Overhang Each Side 





TABLE NO. 6287 
Top—76" x 36” 

8" Overhang Each End 
3” Overhang Each Side 





Aurora, Illinois 
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LEGAL OFFICES... 


offer unlimited possibilities for the 
sale of Smead products. 


If you are not getting a respectable 
share of this business then a study 
of the adaptations shown to the right 
may help you to a profitable survey 
of your local market. 


1 Smead's Pocket Control System 
Bandless Assessment Filing Envelope 
Smead's Rite-Angle Folders 

Vinyl Personal Portfolio 

Smead's Desk File 

Expanding Card Index File 
Leather Like Material Vertical File 
Smead's Case Binder 


Spi-Roll Folder Labels 


son oO Ww ff Ww A 


Vertical File Guides (Document File) 
Tabbed Open End Filing Pocket 
Flat Wallets 


Smead's Tell-I-Vision System (Legal 
Size) 


Miscellaneous Folders 

Smead's Two-Pli-Top System Folders 
Individual File Pocket 

Smead's Folder Labels (Pad Style) 
Cell-U-Weld Follow-Up Folder 
Smead’s Card Index Guides 

Card Index Cards 

Smead's Proposal Covers 


Smead's Expanding Wallet 


Smead's Tell-I-Vision System (Letter 
Size) 


Credit Report File Binders 
Smead's Out Guide 
Label Holder Wallets 


Open End Legal Envelopes 
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MANUFACTURING CO., HASTINGS, MINN. « Logan, Ohio « Chicago, Illinois 





DON’T MISS” 


HALF OF THE 


FORMS 
PROFITS 


Get it all with 


Ennis 


Foremost producers 


ns 
. ; a 


are 


FETT + rs, 
ne Ee Py 


of quality forms for 


este 


business in the nation 


~~ ee 


New and better business forms for today’s 
\Wigmice are growing rapidly in demand and 
daily use. You’re missing good profits if 
you're missing these sales, Go after them 
with ENNIS! Ennis has the most modern and 
complete facilities for producing every 
needed form . . from the newest to the 
everyday .. gives them to you at competitive 
prices for any job. And remember . . Ennis 
products are sold through dealers . . we’re 
your supplier, not your competitor! 


= 


Ennis Forms are attractively, durably = 
packaged .. labeled clearly .. the 
best in the industry! 

—— 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


‘E 


Eastern Factory 
Chatham, Va. 


Western Factory 
Paso Robles, Calif. 


Branch Offices and Warehouses at 
Houston @ Dallas © Waco @ Birmingham ® Monroe, La. ® Los 
Angeles @ Denver @ St. Lovis © Sanford, Fla. 









Registers 
and 
Register Forms 
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Snap-A-Part Forms Continuous Forms 
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Letters 


Readers are invited to express themselves briefly 
on any subject related to the office equipment 
and supply industry. Address: Letters Editor, 
OFFICE APPLIANCES, 600 W. Jackson Bivd., 
Chicago 6, Ill. 


A Brief for Discount Houses 


Dear Editor: 

I have just received the April 1958 issue and 
I am disturbed by the article, “The Discount 
Problem,” by George A. Plant. He states that 
discount houses are that in name only and that 
office machines are used solely as loss leaders with 
no desire on the part of the discount house to 
make sales. 


Mr. Plant is giving advice similar to that given 
Columbus—when all the “smart boys’’ assured 
Columbus that the world was square. 


I have done counseling for commercial station- 
ers, clients operating in discount houses and dis- 
count houses proper. I realize that there are suc- 
cessful and unsuccessful discount houses, I don’t 
think anyone has to worry about the unsuccessful 
ones—but we had better look carefully at the 
strength of the successful ones. 


Discount houses today are providing, in the 
non-food fields, the same type of high-volume, 
low-cost operation that supermarkets introduced 
into the food field. The discount houses with 
which I am familiar do not use office machines 
or any other items as special loss leaders—but they 
do sell them at considerably below the suggested 
prices. 


So that stationers will understand just why a 
discount house can have a materially lower over- 
head (probably less than half) than a convention- 
al stationer, let me list a few of the major factors: 


1. Discount houses are open the hours people 
want to shop—evenings, Saturdays and Sundays. 
Most stationery stores, particularly those in met- 
ropolitan centers, are open conventional hours. 
Many strictly commercial stores are closed part or 
all of Saturday to boot. This gives the discount 
houses high traffic density, which always means 
more volume written by fewer people. 


2. Discount houses (in California many of 
them are 100% union stores) do not pay com- 
missions on sales. Most stationery houses pay com- 
missions, at least for the outside men. Therefore, 
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increased sales cannot serve to reduce selling 
salaries. 

3. Discount houses select non-traffic areas and 
develop their own traffic. 

4. Discount houses, at least in the West, uni- 
versally have good parking facilities, Can sta- 
tionery stores say the same? 

5. Discount houses are cash and carry, with 
ail sales records being completed at the cash 
register at the time of the sale. Can stationers 
say the same? I would not want to comment here 
on some of the invoicing procedures I have seen 
used in stationery stores on 50c and $1.00 sales. 

6. Discount houses eliminate many trims from 
their service. About the only one that a stationery 
store might have is window trimming expense— 
but in comparison with department stores they 
have eliminated free credit, free delivery, free 
gift wrapping, accommodation desks, meeting 
rooms, personal shoppers, mail and _ telephone 
order service, and many more. 

7. Discount houses operate with a proportion- 
ately smaller advertising budget—largely direct 
mail in the west—than do department stores. 
Of course, stationery stores probably do too little 
advertising although they build up sizeable bills 
for Christmas gifts to customers, so-called “Mis- 
cellaneous Selling Expenses,’ and the like. In- 
cidentally, discount houses that use direct mail 
for item advertising must back their items for 
long periods of time—again refuting the argu- 
ment that they don’t want to sell the items they 
advertise. 

Your readers should recognize that there is a 
place for discount houses—and the apparent cur- 
rent slow death of Fair Trade will not displace 
the discount house. They are providing low-cost, 
high-volume, limited service retailing and as long 
as people want that, discount houses will operate. 

I am fearful that Mr. Plant's advice about dis- 
count houses is wrong—just as the supermarket 
did not disappear on the theory that “they must 
realize their margin of profit from some source” 
and therefore that they had to sell at the same 
price as the corner grocery store offering credit 
and deliver. 

ROBERT KAHN 
Business Counselor, Lafayette, Calif. 

Mr. Kahn is an articulate proponent of the 
business methods used by discount houses. Mr. 
Plant is equally emphatic in his opposition. Ad- 
ditional views are invited. 
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™DON’T MISS 


HALF OF THE 


FORMS » 
BUSINESS 


Get it all with 





Ennis ~ 
Plants and.Warehouses ) ) 
Offering Service to Dealers. ~~ 
.. From Coast to Coast! ‘ 


Ennis supplies you promptly with any . 
business forms today’s modern office réquires 
.. from the latest Snap-A-Part one-time 
carbon forms . . register and continuous 
typewriter and billing forms . . te the full 
range of everyday forms. And; we’re always 
your supplier, not your competitor .. Ennis 
products.are sold through dealers. You get the 
best for you 





mers at competitive prices.. 
Sand the repeats. 







Write today for catalog 
and complete information 


TAG & SALESBOOK CO. 


Home Office and Factory 
Ennis, Texas 


Western Factory Eastern Factory 
Paso Robles, Calif. Chatham, Va, 


Branch Offices and Warehouses at 
Houston ® Dallas © Waco ® Birmingham © Monroe, La. © Los 
Angeles @ Denver © St. Lovis © Sanford, Fia. © 











Here and There 








Five Ryan Sisters Form 
Own Board of Directors .. . 


Never underestimate the ability of a 
five-member board of directors made 
up of women. Especially when they’‘re 
sisters. Their insight and energy have 
made a success story of Ryan & Wil- 
liams, Inc., stationers and office sup- 
pliers of Buffalo, N.Y. Making busi- 
ness offices modern and livable is the 
goal of the five pictured here. From 
left: Miss Loretta W. Ryan, vice- 
president; Mrs. Peter J. Murrett; Miss 
Isabelle Ryan, president and treas- 
urer; Mrs. Daniel F. Ganey, Jr., and 
Mrs. Charles S. Desmond. (Buffalo 
Evening News Photo) 





John E. Scollin, 90, 
Marks 74 Years at 
Bookbinding Trade! 


On his 90th birthday recently, John 
Scollin of Swampscott, Mass., was 
hailed as Boston’s oldest bookbinder. 
Employed by Thomas Groom & Co., 
Inc., stationery firm, Mr. Scollin has 
for 74 years turned out his works of 
art in bookbinding. 

Like the grand trouper he is, Mr. 
Scollin observed his 90th birthday at 
work, part of his 40-hour week at 
an occupation which keeps him on 
his feet all the time. 

His employer reports Mr. Scollin 
commutes daily to Boston, rain or 
shine, and works a full five days. 

Born in East Saugus in 1868, the 
Swampscott man went to work at the 
age of 14 as an errand boy. In 1884 
he learned his bookbinding trade at 
the Knight & Collins firm in Boston 
Following employment with another 
firm he was self employed from 1895 
to 1897 before joining other firms 
and eventually working for Thomas 
Groom & Co. when that concern ac- 
quired J. L. Fairbanks & Co. in 1938. 





( 
John E. Scollin . . 


. at his workbench. 
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Safe Full of Dimes 
Aids Worthy Cause... 








TOEPFER SAFE . LOCK CO 


Edwin F. Toepfer (right) of the Toep- 
fer Safe & Lock Co., Milwaukee, 
Wis., aided the March of Dimes and 
built store traffic at the same time by 
filling a safe with dimes and offer- 
ing anyone 10 dimes for 50 cents. 
Only proviso was that the dimes had 
to be contributed to the March of 
Dimes by being inserted in the 
slotted sign above the safe. A Mosler 
Safe Co. dealer, Mr. Toepfer said his 
idea dramatized the use of a safe 
and brought newcomers into his store 


John S. Latta Heads 
Traffic Association 
In Waterloo, lowa 


John S. Latta of Cedar Falls, Iowa, 
has been elected chairman of the 
Waterloo-Cedar Falls Traffic Associa- 
t10n. 

The new chairman is president of 
Latta’s, which owns and operates two 
stores in Cedar Falls and one in 
Waterloo, which sell office and school 


supplies, equipment and college text- 
books. It also operates Latta’s Business 
Systems, Inc., with sales offices in 
Waterloo and Cedar Falls. 


Wilson Memindex Hails 
50 Years of Service 
By Freda E. Schreiber 


In May 25, Freda S. Schreiber, 
president of Wilson Memindex Co., 
Rochester, N.Y., observes her 50th 
anniversary of 
continuous _ serv- 
ice to the com- 
pany. 

In recognition 
of this half cen- 
tury of devotion 
to Wilson 
Memindex a re- 
ception is to be 
given in the pres- 
ident’s honor at 
the Manger Hotel in Rochester. 

Miss Schreiber started as bookkeep- 
er and stenographer, progressing suc- 
cessively to the positions of office 
manager and treasurer before becom- 
ing president and general manager for 
the past 30 years. 
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Freda Schreiber 


Weiner Uses Sailfish 
In Typewriter Window 


A sailfish which he landed during 
a Florida vacation following the 
NOMDA mid-winter meeting has 
been used to good advantage in win- 
dow display by Jack Weiner, pro- 
prietor of Belmont Typewriter Serv 
ice, Chicago. Jack placed the large 
mounted fish near a typewriter dis- 
play with this sign: 

“You Sure Can Sail Along on the 
Olympia Portable Typewriter.” 
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SHOW STANLEY 


STANLEY MANUFACTURING COMPANY * 2310 NORTH MAIN ° FORT WORTH, TEXAS 


+B-4060, one of many STANLEY 
eliek: reflecting successful styling a 


as superior craftsmanship 
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State of the Industry 





Ruling Clarified on 
Reporting of Expenses 


The Internal Revenue Service on March 12 announced 
a proposed regulation which would require a listing of 
the total amount of business expenses by the taxpayer only 
if he DOES NOT account to his employer for such 
expenses. 

Under the ay age the employee who DOES account 
to his employer for his business expenses will not be re- 
quired to report such expenses on his tax return, either 
itemized or in total amount. The taxpayer, however, must 
state on his return that business expense funds received 
by him did not exceed the ordinary and necessary business 
expenses paid by the employer, or if they did that the 
excess has been included in income. This requirement 
will substitute for the present ‘Line 62” requirement on 
the tax return. 

The employee who DOES NOT have to account to his 
employer must, in addition to reporting a total of his 
business expenses, also include a statement showing his oc- 
cupation, the number of days away from home on business, 
and the amount of his expenses (including those charged 
to the employer) broken down into broad categories. 


Pen Industry Exports 
Go 17.3% Above '56 


Figures recently released by the Bureau of the Census 
of the U.S. Department of Commerce show that exports 
of the fountain pen and mechanical pen industry during 
the calendar year of 1957 increased by 17.3% over exports 
for 1956. The value of all industry exports last year was 
$24,339,000 as compared with $20,744,000 worth of 
mechanical handwriting equipment exported during the 
preceding year. 

Exports of fountain pens gained approximately 20%. 
Ball pen exports increased 16%. Mechanical pencil parts 
exported increased by 36%. Ball pen cartridge exports 
jumped by 40%. Pen part exports showed a 21% in- 
crease. Fountain pen and desk pen sets showed an export 
gain while decreases were registered in exports of writing 
ink, carbon steel pen points, mechanical pencils and me- 
chanical pencil refill leads. 


Expect Automation 
Sales to Hold Up 


The latest analysis from Standard & Poor's Industry 
Surveys makes this forecast: 

“Over the year term, sales of office equipment com- 
panies engaged in the manufacture of relatively simple 
machines will be hurt by the present dip in business activi- 
ty. On the other hand, companies with important repre- 
sentation in equipment which applies electronic and elec- 
tromechanical automation to clerical procedures should 
score revenue gains. Equities of these firms sell at prices 
which appraise earnings and dividends liberally.” 

The report continues: 

“In general, products which offer the greatest benefits 
in terms of cost reduction will be in the strongest demand. 
Purchases of standard office appliances will be off in re- 
sponse to the dip in business and industrial activity.” 
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Magnetic Tape Used in 
Satellite Recording 


The satellite launched by the Vanguard rocket uses 
magnetic tape from Minnesota Mining & Manufacturing 
Co. to record its travels. Likewise, signals of the Russian 
sputniks are traced by the ‘Scotch’ brand tape. 

Made at 3M’s new Hutchinson, Minn., magnetic tape 
plant, the material is 14-inch wide by 2,500 feet long and 
can record seven data channels at tape speed of 30 inches 
per second. 

Techniques used to produce this special tape for satellite 
tracking is expected to accrue to the benefit of tape users 
in business, home, church and educational fields. 


Behind Space Supremacy 
Stands the Computer 


We quote from Dr. Simon Ramo, chief scientist for the 
Air Force ballistic missile program (in Missiles & Rockets) : 

“Scientific developments in electronic computers and 
other synthetic intelligence devices may be more important 
in our race for survival than space supremacy. Space con- 
quest, intercontinental ballistic missiles—neither of these 
new technological advances would be possible without a 
multitude of instruments that extend man’s senses; that 
observe and remember, compute faster and more efficiently 
than the human brain under similar circumstances.” 


Plastic Tubes Required 
For Post Office Refills 


When the Post Office Department on April 21 received 
bids for a half million ball pen refill cartridges the figures 
were for transparent or translucent plastic tubes, ruling 
out the metal refills. 

This is for the purpose of making easier one of the 
morning chores of post office employees who must inspect 
the pens to see if they contain an adequate amount of ink. 

For this information we are indebted to Frank L. King, 
executive vice-president of the Fountain Pen & Mechanical 
Pencil Manufacturers’ Association. 


Foreign Business Machines 
Shown at U.S. Trade Fair 


Novel business machines from foreign countries will be 
exhibited at the 1958 U.S. World Trade Fair May 7-17 
at the New York Coliseum. 

From Italy the Olivetti Co. is sending desk calculators 
and computers. Editrice Giochi of Milan, Italy, is display- 
ing plastic office utilities. From Japan comes a checkwriter. 
Kno of Czechoslovakia is exhibiting a wide range of 
business machines. Office cabinets and desks from West 
Germany are listed. 

The entire nine-acre, four-floor area of the Coliseum 
promises to be covered with more than 3,000 exhibits from 
over 6O nations. 

There are eight large classifications for the Fair's scope 
with office equipment listed as a complete category. 
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IT HAPPENED IN NORTHERN NEW JERSEY 







ONE SALE- 
94 REVO-FILES 


$53,509.50 


NEW MOSLER REVO-FILE 


Obsoletes All Other Card Files, 
Brings Big Profits to Dealers 


Only Mosler’s rotary active card file can: cut reference time to 
1% seconds; save 500% in space; reduce all finding locations 
to just one; save $200 in change-over costs. That’s why so 
many firms are switching to Revo-File and bringing big profits 
to dealers. Write today for dealer information. 


NEW MOSLER REVO-FILE 


the modern rotary card file...another fine product of The Mosler Safe Co. 
320 Fifth Avenue, New York 1, N. Y. 
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OA Editorials 


ROM two cities, Cleveland and Milwaukee, we gain 
F the text for this editorial which concerns today’s sell- 
2 ing in a highly competitive buyers’ market. 
What to Do in These What has been done successfully in Cleveland is 

“Hard Sell” Days? pointed up - . recent article in be, Rarecang: Her. 

quoting Dave Baylor of the firm of Lang, Fisher & Sta- 
shower under the heading, “Is This Solution Too Sim- 
ple?” First, Mr. Baylor pointed out, ‘The automobile 
dealers (in Cleveland) got together on a full scale saturation advertising 
campaign, using all media, based on the theme, ‘You Auto Buy Now.’ They 
completed their campaign last week, and a spokesman announced today 
that sales were more than 400% ahead of previous weeks. It was simply 
a case of asking people to buy, which seems not to be done much any more.” 

In addition, the Cleveland man tells of a luncheon at which 226 people 
were asked by questionnaire: ‘Has anybody since Jan. 1 (by phone or in 
person) asked you to buy any of the following—An automobile, home 
appliances, office appliances, a house, a fur coat, a new suit of clothes, new 
furniture, membership in a club, insurance of any kind, a color TV set, a 
hi-fi set, a vacation tour ?”’ 

The answers were enlightening. 27% of the respondents answered 
“no” to all questions. The remainder answered “‘yes” in varying proportions 
ranging from 1% on the color TV set to 43% on “insurance of any kind.” 
But 16% (still among the higher averages) were asked to purchase office 
appliances. From these developments Mr. Baylor quite properly concludes, 
“Is there anything wrong with our current business recession that asking 
for orders wouldn’t cure?” 

From Cleveland we go to Milwaukee and allow Bill Jarchow, secretary 
of The H. H. West Co., stationers for more than 100 years, to point up 
some apropos thinking in regard to today’s selling. In a letter to his sales- 
men, Mr. Jarchow says: 

“Whenever business tightens up and orders are hard to get, there is a 
general threat of price cutting ... . In its operation it (price cutting) is not 
only a cancerous cell that can threaten a single business but by its unchecked 
spread can endanger an entire industry. 

“Price cutting is a product of sterile merchandising. It is the sacrifice 
of substance without the reward of profit .. . In a runaway competition, the 
difference in prices charged can represent the difference between profit and 
loss and by the same token survival or extinction. In this situation, the in- 
dividual firm or dealer must look for help in such an instance to its represen- 
tatives or salesmen. They must impress upon their customers that we are 
here to give service and help them in their problems of office needs and sell 
only A-1 merchandise, and that we are selling a service and not a price. 

“The easy-going order-taking sellers’ spree is over for a while at least 
and we are face to face with a real old-fashioned competitive buyers’ market, 
the kind of market in which real salesmen are made...” 

Anybody disagree? We think the gentlemen from Cleveland and Mil- 
waukee have stated their case well. 





New comfort for executives 


os. at lA tM) value prices! 
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@ You win two ways when you sell this 
imposing, enormously comfortable 
COSCO ‘Director’ executive chair. You 
pocket full profit on a volume seller at 
only $59.95. You deliver a standout value 
that invites comparison and repeat or- 
ders. All ways, always, it. pays to stock 
and feature COSCO. The /ine thatoffers 
you more to offer! Powerfully backed by 
the largest full-color ad program in 
COSCO history! 





HAMILTON MANUFACTURING CORPORATION 
COLUMBUS, INDIANA 


oc a Model 28-TA 


Retails for only $59% 
($63.95 in Zone 2)* 
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28-STA, $67.95 25-S, $42.95 27-LA, $39.95 23-LD, $19.95 COSCO also offers comparable values | 
¢ YAR) be ($46.95) * ($43.95)* ($21.95)* hairs, settees, sofas. tabi 





*(Zone 2: Texas and 11 western states P es show are f Duf 








A NEW DISPLAY is born in conference 
between Willis R. Wolf, Horder sales 
manager — retail stores division, and Jim 
Rice (right), display director. Follow the 
arrows for sequence of events. 


Window 


Help the customer know: 
® What the item is 


What it does 
What is its price 


ODERN and successful display constitutes far 
more than the mere placing of merchandise in 
a shop window and more than a stylishly in- 
spired and skillfully executed arrangement of fixtures 
and display material. Display is, in effect, a handicraft 


as well as an artistic occupation designed to further the 
good name and prestige of the business it serves and 


to promote its sales. 
Display has advanced with giant strides since the 
beginning ofthis century. As far back as half a century 
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by JIM RICE 
display director 
Horder’s, Inc., 
Chicago, Ill. 





DISPLAY Director Rice crystallizes 
the idea for a new window into 
sketch on his drawing board. 


Display 


ago Oscar Wilde mentioned display windows in one 
breath with the splendor of a sunset in his ‘“DePro- 
fundis”’: 

“I know also that much is waiting for me outside 
that is very delightful, from what St. Francis of Assissi 
calls my brother the wind, and my sister the rain, lovely 
things both of them, down to the shop windows and 


sunsets of great cities.”’ 


Windows Give Store Character 


Show windows indeed deserve recognition from all 
who go through life with open eyes. They give a store 
character and, what is more, they lend character to an 
entire street, district, and community. 

The duties of a show window are highly responsible 
and highly deserving ones. It has to put up a brilliant 
front with which to charm the passerby. No matter how 
difficult the times may be in general, it must never be- 
tray the slightest trace of pessimism. 

Can you visualize the appearance of a street in which 
all merchants have taken the attitude that show windows 
are superfluous? Suppose the first camouflages his with 
a tarpaulin, the second paints the plate glass over to 
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MERCHANDISE to be used in Swingline 
high compression staple gun display is 
drawn from Horder warehouse stock by 
Rosemary Scoleri. 


-- eye appedi 





t 





Vey 


JIM DOHERTY (left) and Ted Johnson 
construct components of the new window display. 


means buy appeadli 


render it opaque, while the third just leaves his window 


utterly and completely empty. A depressing street that 
Using his window as his medium, the sound mer- 
chant impresses on the customer his desire to please him, 


to win his good will and to keep it for the future. 

The good merchant knows that he can not afford 
to relax the standards of display for his store. It is his 
cheapest and most effective means of advertising, by far. 


Following are five steps of a sale through display: 
1. Attract the attention of the passerby. 

Arous¢ 
 €2 


his interest. 
desire. (Spectator considers usefulness and 


lesirability and weighs against cost.) 


i. Win confidence. (Potential customer gains faith in 
store and in the product.) 
Cause decision to buy. (Customer, his barriers 


broken down, makes purchase. ) 


Creating a display is not a mechanical operation to 


A successful, sales- 
preparatory 


performed at a moment’s notice 


takes thought and 


sromoting 


display 
work 
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If anyone claims he can create the most fitting com- 
position the moment he enters the window, he acts 
just about like the builder who, after having brought 
a lot of materials to a building site, starts to ponder 
what type of house he is going to build. I hardly think 
any reader would trust this planless builder to construct 
a home for him. 


Planning Is Necessary 

Should anyone think that carefully planned displays 
are delayed-action displays and that planning is only 
a lot of wasted time, he will gradually find himself 
further and further behind his wiser colleagues. Prepara- 
tory work facilitates the job, never impedes it. 

What does preparatory work comprise? 

Step No. 1. Forming of an idea. 


Step No. 2. Crystallizing the idea into a composi- 
tion. 

Step No. 3. Drawing up plans. 

Step No. 4. Selecting merchandise for display. 

Step No. 5. Preparing merchandise for display. 

Step No. 6. Constructing decorations Cont'd 








. continued 


WINDOW DISPLAY . 





ROY CORBINO prints display 
window signs which convey basic 
information that there are four 
ways to order from Horder. 





Step No. 7. Preparing props, etc. 

Step No. 8. Preparing show cards, price tickets. 

Step No. 9. Removing the preceding window. 

Step No. 10. Cleaning the entire window. 

Steps 1. and 2. naturally are the main steps since 
they lay the proper foundation for subsequent stages 
of preparatory work, and for the execution of the 
display. Since window space is also too valuable to be 
jeopardized, the importance of these steps can not 
be over-emphasized. 


Determine a Theme 

A thought with a purpose is first conceived, vague 
as yet in details but still the key to all further activi- 
ties. As it gradually becomes more and more concrete 
a rough sketch is jotted down, it being the starting 
point for discussion, modification, perfection, and 
combination with other ideas. The theme of the com- 
bination will be determined by the following factors: 
—Type of merchandise; select but one of its charac- 
teristic features which you consider its foremost asset 
and build the theme around it. 
—Class of customers. 
—Sales promoting angle. 
—Time of year. 
—Available space. 
—Available technical facilities 
—Available materials. 
—Type of display in keeping with the store. 

Once your step No. 3 has been completed, prepara- 
tory steps Nos. 4, 5, 6, and 7 become mechanical to 
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TED JOHNSON sets up center panel in 
' \. model window on stage in Horder 

' display department. This section 
Y answers question, “‘How much?”. 


a greater or lesser degree. In selecting and preparing 
merchandise for display, always use new, fresh mer- 
chandise. Make certain it has no finger marks or 
pin holes. Grime will attract no one. 

The purpose of a sales message on poster and show 
card is to give concentrated information on the mer- 
chandise on display. The purpose of a price card is to 
clearly indicate its cost. Together, they form an in- 
dispensable part of modern display. 

Styles of showcards change almost from season 
to season, but these general rules will apply univer- 
sally: 

Be modern. 

Be clear. 

Do not overcrowd. 

Find an appealing theme. 


Three Important Factors 

It must always be remembered during the writing 
of sign copy that the three important factors to the 
customer are: 

1. What the item is. 

2. What does it do. 

3. How much does it cost? 

In steps Nos. 9 & 10—Removing the preceding win- 
dow and cleaning the entire window. 

1. Start Clean: Wash the windows sparkling clean 
on both sides of the glass, check the back and side 
walls for stains and finger marks, sweep the floor, 
scrub and polish every fixture. 
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FIRST AT 
THIS PRICE! 


ne 
gyi n gl 


hugh comprenor 


STAPLE GUN 





JIM DOHERTY 
places a side 
panel in 
position. Now 
the customer is 
told what the 
stapler will do. 


a) 





ANY TURE 
FOR UPHOLSTI 





EXACTLY as it 
will appear in store 
window, the new 
display is set up 
on miniature stage. 


Check Lighting: Be sure that every light will 
work, bulbs are new and clean, that wiring is sound; 
polish all reflectors. 

Upon completion of a window, step outside onto 
the sidewalk and ask yourself—“Do my windows 
have sales appeal ?” 
Sales Appeal . . . the attractive appearance of a dis- 
play window that leads a customer into your store 
with intent to purchse. 

That appeal is achieved by the careful use of color, 
balance and interest, of cleanliness, bright new mer- 
chandise and informative signs 
Check and Recheck: Look at your windows from the 
outside, check them for eye-appeal, for completeness. 
Be sure that the window meets with your approval— 


ise Swingline. 

























and then check each one again, every morning, every 
evening. Remember ‘Eye Appeal—Means Buy Ap- 
peal.” 


Change of Display—As soon as the public's interest 
in your display is found to drop, or displayed mer- 
chandise gets low in stock, or new items need to be 
shown, an immediate change should be called for. 


Check Results—Keep a record of your displays to- 
gether with data showing the relation between your 
display and the merchandise turnover. Such a record 
will supply you with valuable information when 
planning new displays and help avoid repeating 
errors or failures. 

To sum this up, these are the differences between 





} 
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WINDOW DISPLAY 
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completed window fells ‘what it is, what it does, 
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the 
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corner 
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of 
three 
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busiest corner in the world.’ 
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of 
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illustrative 


article 


Display 


show window 


what does 


1S 


informed 


located 
Clark 
short blocks 


and 


mentions 


basis 


was 


at 


commonly 
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that 


made 
the 


trom 


referred to as 


three 
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Washington Sts., 
State and 


what is 


(3) 
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Looking at the photograph of the final 
Director 


alls attention to a portion of | 
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is article 


important 


how 
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product is the New Swingline High 
Compression Staple Gun.” Arrows point 
er mounted 


ing down show an actual stap 
with identification lines pointing out four 
top features: (a) safety lock; (b) easy 
loading; (c) load indicator; (d) exclu 
sive staple extracto 

(2) What does it do? TI two side 
wings of the window point out eight 
general uses, four listed on each panel 
The right side of the window shows 
product application by displaying a large 
window screen frame partially finished 
and highlighted by caption reading ‘Use 
Swingline . in the Springtime to 
Repair Your Screens.” An attached arrow 
reads, “Do It Yourself.’ In the opposite 
end of the window is a leather upholstered 
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and what it costs’ 





+ ie a at 
-s 








se Swingline. - 
"IN THE SPRINGTIME 
10 REPAIR YOUR SCREENS 








ss which rests a portion of 


1S! iraped material. The sign says, ‘Use 
: Swinglin Anytime, for Upholstering.” 
o (3) How much? Lower portion of the 
8 x 44-ir center features a sign telling 
) tnat it only $4.95 


lo create further attention to the dis 


play a lving turntable shows a pyra 
isplay of staplers. 
In f iys after the window was 
install Roger Stearman, store manager 
eport t t 49 staplers had been sold, 


hed al f idual sales. A’ successful pro- 


Use motion assured for the 10 days of 
tl hich was put on a rotating 
| 


Dasis ft t ot 


rer seven Horder retail 


site stor g f each a two-week stand 


continued owe 


HORDER'S window attracts passersby. 


display as we understand it today and as we under- 


stood it in the past: 
IN THE PAST 


Unorganized 
Charlatanism 


Show window part of 


storage space 
Improvised 
Disorderly 
Poor display 


TODAY 


Planned 

Up-to-date business 
methods 

Spacious display of 
selected merchandise 

Methodical 

Systematic 






























Dull and careless Artistic value 

Bad taste Bright and careful 
Negative effect Attractive 

No selling factor Positive effect 

Sales promoting 

Every retailer who has not yet recognized the func- 
tion of modern display ought to start thinking and 
revise his attitude. Make this test: Stand outside your 
store, count the number of people stopping in front 
of your window, listen to what they are saying about 
your display, absorb the lesson and draw your own 
conclusions. 

Always remember: “Eye Appeal Means Buy Ap- 
peal—Merchandise well displayed is half sold.” 
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About the author... ‘ 


Jim Rice, display director 
of Horder’s, Inc., Chicago, 
author of the accompanying 
article, has been in display 
work and store planning for J 
24 years. His wide experi- 
ence covers not only win- 
dow and interior display, 
but also store remodeling and store openings. 3 
In addition to display, he also handles store main- § 
tenance for Horder’s, Inc. Mr. Rice now has under 
study a project which in the future may make 
available to Associated Stationers Supply Co. 
packaged window and interior displays. Such displays 
will have previously proven successful-in Horder 
stores. 
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MAIN FLOOR display window 





is approximately 20 feet wide and 14 feet deep. Here, com- 


plete executive office units are displayed continuously with displays changed every two weeks. 


display accents office 
styling at Bourne Co. 
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Rochester, N.Y. dealer madel« ta 


keep pace wit modern rempo 


OOD display is an integral part of selling the 
complete office at the John R. Bourne Co., 
Rochester, N.Y., office furniture and equipment 
dealer. 
Such display must keep pace with today’s styling in 
office furnishings, says Philip Yawman, owner. 
With this thought uppermost, the recent remodel- 


ing of showrooms has created display warmth and 
leet 


beauty through use of s walnut grid partitions, 


il ceiling and indirect 


wall-to-wall carpeting, aco 


lighting. 


The firm’s showrooms have been remodeled to 


provide 12 separate areas for individual displays of 
office furniture. Each area contains a desk and desk 
chair, reception chairs and desk accessories as well as 


pull drapes and carpeting. The new setup allows 
visitors to see complete office furnishings by unit. 


Another display area features the latest filing sys- 
tems. A complete line of desk and office accessories 
is shown in a recessed wall unit. 

Basic to the whole idea of display at the John R. 
Bourne Co. is the new show window which actually 
is a stage with a series of four batteries of lights 
which permit the firm to back light, center light or 
front light the window or use any combination of 
these batteries for lighting. 

The result is extremely striking, especially effective 
because of the store’s location at the intersection of 
two main thoroughfares. 


This main floor display window is approximately 
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FLOOR PLAN of 10 modern offices comprises reception 
area (A), filing system display area (E), office staff area 
and an accessory display area located between 


executive desk areas (C) and (F). Areas (G) and (H) 
are executive office settings and (I!) is the president's 
te office. Display areas (B), (C) and (D) are sep- 

by panels of walnut strips mounted on swivels. 


PURPOSE of the separate 
displays in the John R. 
Bourne showrooms is to 
create an_ in-the-office 
feeling. Complete office 
settings with desks, desk 
chairs, reception chairs 
and accessories are 
therefore featured. 
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AN EXECUTIVE office setting. Modular steel desk unit by 
Globe-Wernicke, chairs by Harter and lamp by Mario. 


20 feet wide and 14 feet deep. Complete executive 
office units are displayed continuously in setups 
which are changed every two weeks, according to 
William E. Ludwig, Bourne’s general manager. 

For the opening display were featured a Globe- 
Wernicke desk, chairs by Harter, sofa and tables by 
Malibu and lamps by Futurama. 

Better lighting is an integral part of the entire re- 
modeling program. Countersunk ceiling lights are 
featured in the showrooms and movable “trolley” 
lights are located over individual display areas. A 
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DISPLAY .. . continued 





better lighting for display is integral 


part of new showrooms in Rochester, N.Y. 


variety of lighting effects may be obtained by differ- 
ent combinations. 

Second floor showrooms cover an area approxi- 
mately 56 feet long and 34 feet wide. Here are lo- 
cated the 12 furniture display areas, the filing system 
area and one accessory display section, located in a 
recessed area at one end of the room. 

Each individual office setting includes drapes 
which blend with the over-all decor. 

Three of the display areas, indicated by B, C and 
D on the accompanying layout chart are separated by 


THREE-SIDED modular executive desk unit by Myrtle, 


chairs by Taylor and Boling, bench by Thomas, 
lamps by Mario and accessories by 
McDonald are displayed in this section. 


panels of walnut strips mounted on swivels. They can 
be turned to achieve various effects. 

Says Owner Yawman, “I would say that the most 
valuable result of our modernization program is not 
the layout or individual display, but the quality that 
the customer can see and feel as he walks into our 
showroom with its wall-to-wall carpeting and acousti- 
cally-treated ceiling. You don’t have to tell the cus- 
tomer that he is looking at quality merchandise.” 

Begun in the late 1800's by John R. Bourne as a 
rubber and steel business stamp manufacturer, the 
business expanded into the stationery category in 
1916. Philip H. Yawman acquired it in 1945 and 
his ideas on display have culminated in the recent 
remodeling to get the maximum results from the 


front window and the office furniture showrooms. 
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PRESIDENT'S private office setting has desk by 
Do/More, table by Nucraft, chairs by Taylor and 
Thomas and bar by Springer. 


























IN THIS individual office setting the modular 
two-sided executive desk with partial cane front is 
complimented by draperies which blend 

with the over-all decor. 


ties =r, 

THIS MODULAR secretarial unit embraces desk by 
Myrtle, reception chairs by Thomas, lamp by 
Laurel and accessories by Smith Metal Arts. 
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IN-STORE DISPLAY system aids Zac Smith Stationery Co. customers 


DISPLAY Joins Advertising To Win 


OA Staff Report 








Birmingham, Ala. 


INNING of the top award for Brand Name 
promotion in the office equipment and sta- 
tionery stores category wasn't accidental for the Zac 
Smith Stationery Co. of Birmingham, Ala 
When Doug Russen, executive vice-president and 
general manager, stepped forward to receive the cov 


eted plaque signifying this distinction at the Waldorf 


Astoria in New York City, it marked national recog- 
nition of a planned program of display, advertising, 
and other facets of merchandising 

This is the 75th year for the office supplies firm 
which in that three quarters of a century has been man- 
aged by the same Zac Smith family 

The husband and wife team direct an organization 
which has seven officers who own stock in the com- 
pany. If they have a credo for success it is “display, 
advertise and promote brand name merchandise’ in 
an organization which has this scope 

—Three stores with 42,000 square feet of floor space. 


reported to be above $1 million divided between 
stationery, 50%; furniture, 35%; printing, 10% and 
engraving, 5%. 

This sales volume was not built with mirrors, but 
rather the Russens attribute it to the co-ordinated pro- 
gram spearheaded by an advertising budget of 3.6% of 
total sales. The program embraces: 

An ad of 30 column inches average size every 
Sunday in the Birmingham News. This ad is on one 
subject only. 

An ad of 70 column inches average size every 
Thursday in a suburban newspaper, stressing primarily 
the new suburban store. 

A 15-minute radio news broadcast every other day 
at 8 A.M. The advertising script is written around the 
current newspaper advertising. 

A full-page ad each month in a southern industrial 
magazine aimed at 3,500 purchasing agents. 

A full-page ad each month in Doctor Magazine. 
This is slanted at doctors, nurses and interns. 

A full-page ad each month in Junior League 


—Employment of 75 people, of which 26 are full- magazine to remind the women about social stationery 
time salespeople. and similar items. 
—Operation of printing plant, an engraving plant, Direct mailing to nearly 4,000 accounts each 


paper converters and furniture refinishing plant. 
—Use of five trucks, one scooter, one bicycle and 
four passenger cars. 
Sales of the Zac Smith Stationery Co. in 1957 are 


30 


month. This includes pieces prepared in the Zac Smith 
Co.'s own printing plant as well as manufacturers’ 
literature. 

One minute television each month. 
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TYPICAL WIN- 
DOW display at 
the Birmingham 
firm. Window 

theme is co- 

ordinated with 
advertising. 


















Co-ordinated Program Takes Top National Award 
for Zac Smith Stationery Co., Birmingham, Ala. 


Brand Names Honors 


Backing up the advertising program and using the 
same theme are the displays in the two store windows of 
the downtown establishment. One of these windows is 
redecorated every other week. 

These windows received five national advertising 
awards in 1957—two from W. A. Sheaffer Pen Co., 
one from Orrick APPLIANCES for “Business Gifts for 
Businessmen promotion; and two Brand Names pro- 


OU Too CAN WAVE 
A BEAUTIFUL OF Fice 


LIKE THIS IN YoUR 


motion national prizes. 

Membership and participation in the national dis- 
play contests have boosted store sales, according to 
Russen. Reprints of photographs of his window dis- 


plays have appeared in numerous trade journals and 
house organs. ‘Buy brand name merchandise, advertise 
brand name merchandise, display brand name mer- 
chandise.” Such is the Russen philosophy. It is re- 


















Phone 
$3-382) 






peated in radio scripts such as the one which began: aa =, 
‘ . P ° ‘ Smith's 
First in Alabama. . . third in the nation . . . noted seule 
’ P . ’ . ~ Fer beet GirTs 
for the finest Brand Names, Zac Smith's Stationery Co. 1 Pomet ee 


now offers the convenience of a third, glittering loca- 
tion in Homewood.” 
That’s the s« ript which can now read: 


‘First in Alabama .. . first in the nation for Brand 
Names 

It’s a recognition which was earned by display and 
advertising—every type of promotion in a program de- 
signed to make Zac Smith Stationery Co. a “buy-word” 


of the Southland. 
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Having 
all your 
machines 
accessible ... 


- 
2e*s 
- 








... Offers an 
opportunity fo sell 
each individually 


N impressive display of nationally advertised type- 


writers and business machines goes a long way 

to inspire customer confidence in Columbia Business 
Supplies Inc., in Vineland, N.J 

But this is only an initial step in preparing for the 


sale, according to Don C. Vastano, a partner in the 


firm. The most important factor is having the type- 
writers ready for a demonstration, giving the dealer 
a chance to ‘‘sell’’ the machine that is best suited to 


the customer’s needs. 
The company has developed a sales policy that takes 


its cue from the display. When the customer first comes 


into the store, he sees the many name-brand machines 


on the shelves. His first reaction is one of familiarity, 
at least with nationally advertised products 

These machines are placed in impressive rows on 
tilted tiers of shelving. The customer may browse for a 
while, looking at the different machines, but when the 
salesman approaches him, the situation changes. 

The salesman first tries to learn what type of machine 
the customer is interested in using. He tries next to 
center the customer’s attention on a single machine or 
as few machines as possible so that the selection is nar- 
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Columbia Business Supplies, Inc. 


Attune your display 
to DEMONSTRATION 


rowed down. This eliminates the confusion of attempt- 
ing to point out salient attributes of each machine. 
There is an immediate concentration on a single ma- 
chine or as few as possible so that the customer can 
learn about the type of machine that will best do the 
job for him. 

Once again the flexibility of the display comes into 
prominence. Instead of keeping the machines in perma- 
nent positions, Mr. Vastano pointed out that they are 
readily moved. He brings a machine to the customer 
and starts his sales presentation. 

“The worst thing a dealer can do is move a customer 
from one machine to the next, exploiting the features 
of each in turn,” comments Mr. Vastano. “By the time 
the dealer gets through, the customer is confused about 
the features of each, the price range and most suitable 
machine for his purpose.” 

Using this approach, Columbia Business Supplies is 
offering a wide selection of machines to cater to the 
customers every need. Impressive numbers of nation- 
ally-advertised brands build confidence in the products 
offered, and flexibility of display makes it possible to 
concentrate on making the sale rather than confusing 


the customer. 
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Vice President's Office 





A co-ordinated desk group of Alma’s 1800 
Series using desk, bookcase, file and corner 
unit (note dog legs on desk). Executive pos- 
ture chair by Boling. Grospoint seat and 
back in turquoise with Naugahyde trim. 
Armchairs by Boling, Naugahyde in ‘tur- 
quoise. Desk pad is trimmed in matching 
turquoise and slim line wastebasket is 
atching walnut, both by Artistic Desk Pad 
& Novelty Co. Carpet by Sanford in olive 
green 
Wall to wall drapes by Ben-Ray Fabrics in 


iqua 





Queens Desk Co., Jamaica, L.I., 
New York, does a complete 
installation for the Mason 


Burrows Co. 


@ Office planning is many things to many people, 
but to Harry Zaret of the Queens Desk Co. in 
suburban Jamaica, Long Island, it is the one 
opportunity he has for competing with the “big 
city boys” without taking a financial beating. 

By substituting service and satisfaction for 
price, he makes up for the relative smallness of 
his office furniture firm when it is compared with 
large companies in New York City. 

He uses his office planning service as a spring- 
board for installation jobs. He is constantly alert 
to the possibility of getting large orders and 
thinks, plans and works ahead to insure the 
order. 

In the case of the Mason Burrows Co., a 
leading liquor distributor who was planning a 
move to a new building in Maspeth, Long Island, 
Mr. Zaret was busily involved in preparations for 
furnishing the new quarters a full six months 
before the move. 

His initial approach was followed by presenta- 








OFFICE PLANNING... continued 
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The President's Office tion of rough layouts, samples, color swatches 
and other details time and time again during the 


months preceding the final installation. 
Alma Desk Co. 1800 Series in walnut i & 


with Formica tops desk. telephone He met many times with the firm’s manage- 
table (not shown) bookcase and ment, offering plans and suggestions pertinent 
coffee table. Executive posture chair to making the most of the space which would be 
» Boling Chair Co. Seat of grospoint oe . . . 
by Boling ¥ a available. This included the inauguration of 
in mustard (to match settee not é 
i ieee te medtend ealnsed several new features such as an employees’ din- 
grospoint), back and arms in Nauga ing room, sales meeting rooms, and a tastefully 


de ange » colored soling arm 5 . 
hyde, tangerine col Boling arn furnished ladies rest room. 
chairs, all Naugahyde in tangerine 


Cellarette in walnut by Springer In By showing his willingness to tackle these 


dustries. All wool carpets by Sanford areas, Mr. Zaret was awarded the installation 
in gold. Wall to wz drap : 

Hall in gold. Wal wall drapes by contract to equip the general, sales, and executive 

Ben-Ray fabrics in matching gold t ; > 

Gustees made desk set in matchine offices as well as a meeting room, reception area, 

mustard color by Artistic Desk Pad conference room, the employees’ dining room and 


& Novelty Co rest rooms. 


In his opinion, a suburban dealer who applies 


the time and effort can take a prospect away 
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from his big city brothers. If he adds just a 
little more effort, he can land the job and make 
fail prone, 

Again, by putting out the extra effort, the re- 
wards can multiply. In this case, Queens Desk 
Co., because of the quality of the job presented 
on these pages, was awarded the contract to 
furnish a Mason Burrows’ branch office in Amity- 
ille, L.I. This branch was furnished with the 
same planning and care that went into the parent 


| 1 
} siete 
} 


Mr. Zaret added that he can trace at least one 
other installation to the Mason Burrows job. A 


visitor to the new building was impressed 

gh to recommend Queens Desk to a law 
firm in the city. This led to the furnishing of 
several complete offices for the new client. So 


one job has led to another and another, and the 
pleasantly profitable parade continues 


General Offices 







Desks are Myrtle’s Champion series and 
are equipped with Formica tops 
Posture chairs by Murphy-Miller. This 
office is set up to allow for utmost 
flexibility. Area can be enlarged or cut 
down in size, or the present space can 
be arranged so that additional desks and 
chairs may be utilized 

























SUPPLIERS 


Alma Desk Co 
Myrtle Desk Co 
Royal Metal Mfg. Co 
Boling Chair Co 
Hamilton Mfg. Co 
Borroughs Mfg. Co 
Marnay Sales Div., 
Rockaway Metal 
Products Corp 
Stout Chair Co 
Artistic Desk Pad & 
Novelty Co 
Sanford Carpet Co 
Murphy-Miller, In 
Springer Industries 
Ben Ray Fabrics 





OFFICE PLANNING .. 


Salesmen’s chairs in beachwood 
finish by Stout Chair, have tablet 
arms for making notes. Telephone 
units have acoustical panels to 
afford sound-proofing when several 


Sales Meeting Room 


men are calling at the same time. 
Partitions are by Marnay in frost 
tan. The Cosco chairs are frost 
tan by Hamilton Mfg. Co. Cloth- 
ing racks along the wall are also 
furnished in frost tan and are by 
Borroughs Mfg. Co. Walls and 
flooring complement the tan and 
beachwood tones of the furniture 


Tables and chairs by Royal Metal 
Mfg. Co. Colors to blend with the 
kitchen utilities. Units fold up so 
room can serve as recreation room 


Employees’ Dining Room 


as well. 
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1. This ‘““Female 
Head” wall sculpture 
is by American artist 
Winifred Lansing 

In terra cotta, the 
piece is 19 inches 
high and 14 inches 
wide at maximun 
AD-50 can be secured 
trom Gift Craft 
Leather Co. Retail 


price 1s $50 





2. Reproductions 
of pre-Columbian 


Chibcha Indian 3. This “Ming Horse”’ serigraph on white silk 
artifacts have been (also available on charcoal brown silk) 
finished in is 30 by 48 inches in dimension. Color of print 
polished bronze here is black and silver. Gold and silver are 
on oil-finished used on brown printed silk. From Van Amstel 
walnut base by Co., framed unit is $57 at retail 
Ceramic Work 
TTT i tte shop. Plaques aré¢ 
Li ie 19 inches high 
es = and 12 inches 


wide. From 
Richards Morgan 
thau. Price ts 


$37.50 





LAQUES, wall hanging and serigraphs are three 

types of decorative accents that dealers can use to 
advantage in brightening the walls of an executive office 
or rec eption area. 


Because of the unique possibilities oftered by these 


accessories of the month items, the range runs from the classical to the ultra- 


modern in design, offering many choices for both tradi- 
tional or modern office decor. 

Deco rative Plaques, finished in rich and glowing tones of walnut, 
birch, mahogany and teak, are now featuring bright 
ceramic figures which capture the ‘‘spike”’ or highlight 
color in the area decorated. 

accents Tapestry-like serigraphs on raw silk, framed in wood, 
add a touch of sophistication to any decor, modern 
or traditional. An old art form brought up to date, 
serigraphy is now enjoying growing popularity for 


bri hten both home and office use. 
Wall hangings, ranging from the classical sculp- 


tured piece in terra cotta shown on these pages to the 
distinctly modern “Kaleidoscroll’’, are designed as con- 


office WW Gi 4 is versation pieces as well as decorative accents 
Each of the items selected for this month's grouping 


by OFFIcE APPLIANCES are representative of what ac- 





cessory manufacturers have to offer the dealer today. 
Pictures are not shown in this group because they 
will receive individual treatment in a forthcoming issue 
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accent for any vertica 


irea, this Kaleidoscroll by Peter 


Pepper Prod 
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ucts offers an ideal 


vard-to-decorate”’ wall 


is an original art form 


in House & Garden 


1 board. No. BH 247 


ils at $27.50 


h more infor- 


DOHL lhe accessories 


please MSE 
nguir card facing 
ur reque vA) 
|! be forwarded to 


MANN fac lnwrers. 





6. “Strutting Pi- 
geons” a mounted 


wall plaque in wood 


veneers offers an 
resting accent for 
a large wall area 
laque is 16 inches 
igh and 44 inches 


long, mounted and 


med. From House 
of RanSu,. No. 153 


a retail price tag 


of $44 


| 
i 








5. Unique 16 by 22-inch 
three-dimensional wall 
panels by artist Robert 
Bushong combines the 
qualities of etching and 
painting. This is a black 
line drawing on 
Plexiglass against a 
color background, all on 
walnut. Available from 
Richards Morganthau 
from Tom Tru Studios 
No. T201A at $30 retail 
















7. “The Owl” is 
an abstract plaque 
of solid walnut 
and brass in high 
relief on a white 
background. Size 
is 9 by 30 inches. 
Model BH 148 
from Peter Pepper 
Products. Price is 


$20 
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8. “Thunderbird” spreads its wings to an 
expansive 60 inches across the wall. In 
blonde Korina or African mahogany, 
finished in walnut, black or white. 

Burnished brass is satin-finished. No. A-33 
from Masketeers, Inc. Retail price is $30. 
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Engineering 
Supplies Need 
Enthusiastic 


Special training program helps 


build sales at Mannschreck’s 


by DON C. TAYLOR 


ANNSCHRECK’S, a long « stablished _ office 
M equipment firm of St. Joseph, Mo., finds that 
engineering supplies, sold with enthusiasm, can 
push sales volume up appreciably 
Started in 1915, the store has always handled station- 
ery and books, but Charles Mannschreck, president, now 
says, ‘Engineering supplies can become a profitable part 
of office equipment and supplies. Surprisingly, perhaps, 
not a great deal of technical knowledge is needed to 
bring about a generous sales addition 
“Each new employee we obtain,’ Mr. Mannschreck 
continues, ‘‘receives specific training in selling these 
supplies. We have found that in a short time any intelli- 
gent salesperson, either man or woman, can absorb 
enough know-how to deal with the obvious demands.’ 
When Charles Mannschreck became president two 
years ago, this firm started pressing the sales of engi- 
neering equipment to a larger extent 
“Results,” he says, “depend a good deal on th 
interest you acquire in such supplies 
“With active interest, these articles can be sold pro- 


portionately.”’ 


It's Fascinating 
Selling the supplies can be as fascinating as a hobby, 
believes the sales staff, some members of which have 
been with the firm more than 20 years 
As a result of the a titude it’s a poor morning at 
Mannschreck’s when a number of architects or engi- 
neers haven't come in to examine, purchase specifi 
items, or sometimes only browse. This has been en- 
couraged by the store 
The store sends out dire 
ing at every favorable opportunity. Often such a mailing 


mail pieces and blueprint- 


results from chance visits of engineers, architects, or 
business executives to the store. An effort is made to 
tie in all such visits and the mailing pieces as closely 
as possible. Mailing pieces sent by the manufacturer 
are used voluminously. Mr. Mannschreck thinks they are 
excellent expositions. 

Periodically, personal calls by store personnel are 
made on buyers. The store tries to keep relationships 
cemented in this way 


Circulars are watched for—especially those that are 


on new developments, such as those on drawing equip- 
ment. 

In training new clerks the store is careful to acquaint 
them with articles in stock that can be sold to these 
people. 

Engineering supplies can bring sales harvests, for the 
material is not cheap! Yet the expense to a customer can 
be easily justified. There’s perhaps no single product in 
stock anywhere, the management believes, that can be 
used with such positive money saving value to the cus- 
tomer or so vividly brought to his attention. 

It's something tangible at Mannschreck’s. The cus- 
tomer can see it. 

A primitive, cost-raising way of laying out any sort 
of building lot, for example, involves use of cords and 
stakes. A man who is sold a satisfactory level and 
transit can make such immense savings over this method 
that savings become visible to him without question. 

Mannschreck’s does extensive business in engineering 
supplies with builders, structural steel companies, exca- 
vation engineers, and feed mills, who do quite a lot of 


building and addition. 


Lead to Other Sales 

Mannschreck’s finds that not only do the engineering 
supplies make a sizable sales addition, but also tend 
to springboard sales of office furniture and other office 
equipment 

The firm has found it an advantage to establish close 
acquaintance with college faculties. A good college 
will encourage use of first-class equipment, of good slide 
rules and other precision supplies. The engineers, after 
graduation, remember these lessons, and keep on buying 
quality instruments, not forgetting Mannschreck’s. 

Before coming with the office equipment firm, 
Charles Mannschreck was with a manufacturer who did 
quite a bit of construction work, so he gained knowl- 
edge there of practical engineering and its usefulness. 
Yet, employees here sell the supplies without formal 
scholastic engineering training. 

Engineering supplies are given adequate space at the 
back part of the store. There, a lettered sign advises, 
“Drafting Materials’. Another display marker is a 
rack of plyboards nearby. 

Another tall display board holds T squares, French 
curves, triangles, drawing paper, maps and railroad 
curves sold in numbers to highway personnel. Also 
shown are map measures, drawing instruments, tapes, 
metallic tapes, highway drag chains, slide rules, plumb 


bobs and hand levels. 


Windows Help Promotion 

The supplies are promoted through window displays. 
During one week one window was entirely given over 
to them. A large drawing board was placed at the 
back. Just back of it was placed another on an easel a 
few feet high. The front part of this display saw various 
smaller supplies placed on stairstep display, painted a 
neutral color. 

Space of considerable size is sometimes used in the 
newspapers to advertise the products. A five-inch col- 
umn ad is fairly typical. 

Display, promotion and management interest, such 


are the successful ingredients of engineering supplies 


selling at the St. Joseph firm. 
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This excitingly new 
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LINE OF EXECUTIVE FURNITURE 


promises you a profitable, new sales experience. 


Don’t take our word for it. We’re only repeating the comments ex- 
pressed by office furniture dealers who attended the premiere showing 
of the Peerless 20th Century Line during the recent NOFA exhibit- 
convention. 

It’s a new design concept in enduring metal. Available in a wide 
choice of functional colors; including a complete range of models de- 
signed to serve today’s merchandising needs. The stylized vinyl edging 
is a standard feature on all models of the 20th Century Line. All pull 
shelves are finished in Textolite, which matches the color choice of the 
work top surface. 

Like more facts? Write for the literature offer below. Better still, ask 
for a Peerless representative to present you with all the facts. He’s at 
your service. 






Write today for your copy of 

L Brochure No. 137. In the return 
p E F a E Ss S mail you'll get all the facts. 
STEEL EQUIPMENT CO. 


6600 Hasbrook Ave., Philadelphia 11, Pa 


NEW YORK CHICAGO HOUSTON LOS ANGELES 


Our 25th Year 


a metal desk, file or table for every office need 


BRR PR RRAM 
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AT QUALITY PARK 


"Out-of-this-world” machine, nicknamed “Sputnik” by 
Quality Park engineers, makes single top and double 
top Manila File Jackets... savings passed on to dealers. 


HERE’S THE STORY... Manila File 
Jackets No. 3033 ST (single top) and 3033 
DT (double top) have long been a vital part 
of the Quality Park line. Certain hand opera- 
tions have now been eliminated by Quality 
Park’s exclusive new machine, nicknamed 
“Sputnik” by Quality Park engineers. Ma- 
chine manufacture means absolute uniformity 
of quality, greater durability with metered 
seam bonding, increased production speed 
for prompt delivery, and lower production 
costs in large quantity runs. 


WHAT THIS MEANS TO YOU... 
Savings made possible by machine produc- 
tion on quantity runs are passed on to you 
and your salesmen. You can now go after 
big volume users of Manila File Jackets with 
competitive prices. You can now regain busi- 
ness from the direct seller. You can now 
make bigger profits and your salesmen can 
make added commissions. Benefits of years 
of Quality Park research to make an item 
better and faster at less cost are passed on 
to you for BIGGER PROFITS AND 
ADDED COMMISSIONS. New competi- 
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tive prices will put your salesmen ‘“‘in”’ with 


customers and “‘out’’ with orders. 


WHAT THIS MEANS TO YOUR CUS- 
TOMERS ... You can now SELL better 
filing for bulky contents—nothing can equal 
an expanding unit that expands and con- 
tracts as needed by contents . . . you can 
SELL efficiency —file jackets save filing space, 
are more compact for bulky papers, full 
gussets prevent contents spilling, center 
thumb cut facilitates filing and finding, 
smooth surface ideal for writing and label- 
ing. You can SELL economy—new quantity 
prices are competitive; durability and wear- 
ability of 150 pound quality tag stock mean 
more economy through longer wear, double 
top on 3033 DT provides additional strength 
at point of greatest stress and wear. 


WHAT IS THE NEXT STEP? Check 
your prospective quantity buyers of File 
Jackets—write Quality Park for prices and 
special volume discounts. (On small orders, 
regular prices still apply.) Also ask for busi- 
ness builder samples of the new machine 
produced File Jackets 3033 ST and 3033 DT. 
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BIGGER SALES—BIGGER PROFITS EXCLUSIVE MACHINE PROCESS 
e, SELL File Jackets at competitive prices MEANS INCREASED QUANTITY 
il to big volume users. DISCOUNTS FOR DEALERS... 


SELL File Jackets to file folder users 


er = A new machine, result of Quality Park 
for bulk filing—file jackets are better research and development and the only 
g, for filing bulky contents. es ae . 
: . oo one of its kind, now makes Single Top 
l- SELL ECONOMY through durability — and Double Top Manila File Jackets with 
ty 150 pound quality tag stock lasts absolute quality uniformity and greater 
oa longer. durability with metered seam bonding. 
| SELL EFFICIENCY—Jackets save filing Production savings on quantity runs are 
an space for bulky contents, deep thumb passed on to dealers in special volume 
le cut makes file easily accessible. discounts. 
th pe ae oe ae een ae an a er ee tare eee —_—_—_—— 
MANILA FILE JACKETS oe 
Stock Now a0236T ond 3033DT now in __L_ FOR SPECIAL VOLUME DISCOUNTS AND BUSINESS = BUILDER | 
; bi ae at oe : | SAMPLES, JUST SIGN THIS COUPON AND RETURN J 
machine production—other sizes avail- | ’ | 
ck able soon. Regular prices still apply on | Buyer's Name ay 
ile small quantities— special volume dis- Firm Name aan 
nd counts available. Use coupon for com- | Address 
plete information and _ business-builder | 5 
rs City & State tae 
™ samples. Bcc comm seman emmy im enn i ic iis al Am ie J 
Sl- 


ne Sold through Dealers Only 
Le QUALITY PARK ENVELOPE CO. 


General Office and Factory, 2520 Como Ave., St. Paul 8, Minnesota 
Chicago Office and Warehouse, 564 W. Monroe St., Chicago 6, Illinois 
West Coast Office and Warehouse, 837 Traction Ave., Los Angeles 13, Calif. 
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Three Cheers . . . for retiring NOFA president, John Mossman, 
right, were led by the newly elected president, Melvin Levin, 
Business Equipment Corp., Boston, Mass 





Members elect Mel Levin 
as new president, May 1, 2, 
3, 4 are dates for 1959 


convention in Miami Beach 


Style, Color Dominate 


A Staff Report 





@ Highly styled furniture with a flare for color greeted 
dealers who strolled down the “Boulevard of Style’ at 
Philadelphia's convention hall. The event marked the 
12th annual NOFA convention and exhibit 

The exhibits gave the definite impression that furni 
ture manufacturers were going all out to help the dealer 
in establishing that obsolescence in office furniture is a 
proven fact. 

Perhaps the most discussed changes were those noted 
in steel furniture lines. Color and “ultra modern” styl- 
ing was the keynote at every exhibit. At the same time, 
the wood industry offerings were pitched to a new high 
point in glamour and function for the modern executive 
office. Many dealers also offered the comment that the 
blending of wood and metal was so much in evidence 
they were confused as to whether what they saw repre- 
sented a wood desk with metal trim or a metal desk 
with wood trim. 

During the business sessions, th 
tional Office Furniture Association heard, and discussed 
among themselves, the many-faceted story of the “re 
cession’” or temporary business let-down which has 
dominated national attention for the past few months. 

They were told by guest speaker A. M. Sullivan, edi 
tor of Dun’s Review and Modern Industry, that ‘‘this is 
no time for coroners or inquests. The anatomy of busi 
ness is strong, healthy, and may be a bit tired or lazy 
The critical obstacle in problem is at the 
point of sale. The man who gets off the 


members of the Na 


eT handis¢ 


a4 


shelves, out of the warehouse, and into the hands of the 
customers holds the key to success or failure. 

At the annual banquet on Saturday night, they heard 
Philip Talbott, president of the Chamber of Commerce 
of the United States, reveal that in his estimation the 
general trend for business is now on the upgrade. 

He charged that only gloom and faulty thinking can 
hold back the nation’s natural drive for business success. 
He told of a recent flying tour of the nation which 
showed him the recuperative power of this country was 
substantial 

He asked the assembled dealers and manufacturers to 
become aware of the economic needs of the nation and 
take active part in bringing about legislation that would 
reduce personal income taxes, not to stem any recession 
but to free “risk” or venture capital which is the life- 
blood of new business. 

In their workshop session, the retailers present were 
both impressed by and critical of the merchandising 
trends developed by the manufacturer 


Question Modular Emphasis 

They asked if it were not possible that undue em- 
phasis was being placed on the “packaged office’ and 
on modular furniture. By this, they said they referred to 
the fact that their “bread and butter’ business was still 
tied up with commercial furniture sales. They asked if 
manufacturers were still thinking along this same line, 
working to help them with these important sales. 

The increased styling and the growing demand for 
color has created another problem for the dealer, espe- 
cially the small dealer in the small city. He has to offer 
style and color to his customer, but he has no facilities 
for warehousing the merchandise necessary to offer 4 
complete stock. 

Some who were present claimed they were also hav- 
ing trouble getting delivery on some of this merchandise 
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H. M. Laurence, The Laurence Co., Phila- 


Opening Day 


lelphia, chairman of the attendance committee, and Morris 
Kretchmar, Office Equippers Co., Philadelphia, hospitality 
hairman, re the OFFICE APPLIANCES NOFA Supplement 


ished for tt e who attended 


NOFA Exhibit 


d asked if the manufacturers were thinking about 


lleviating this problem 
One suggestion offered was that dealers concentrate 
a single line or limited lines of commercial furniture 
» command more attention from the manufacturer sup- 
lying the juipment. 
While tl was accepted as a good program, it was 
pointed out that a good number of dealers present were 


ooking for second and even third lines at the show to 
main line. This is the result of price be- 
ning a factor as money gets tighter. Whether the re- 
ory or fact, the dealers feel they must use 
ry ave! open to keep up sales 


Pose Several Questions 


The me ers present summed up their thinking in a 
oup of questions presented to a combined meeting of 


anufacturers, 


representatives and dealers. William 
Brothers, Phoenix, Ariz., leader of the 


lealer pane presented these questions 
How « manufacturers be prevented from selling 
lirect to customers within a dealer's area? What are 


ianufacturers doing to combat the recession? Are man- 
presentatives doing all they can to help the 


manufacturers making their products easy 


facturers 


dealers? Ar 


sell? Are manufacturers carrying sufficient inventory 

1 are they warehousing merchandise? Are manufac- 
ters taking steps to insure quality control and better 
nspecti merchandise before it leaves the factory? 
Are manuf rers doing their best job in offering sales 
ds to dealers? Are manufacturers living up to the 
ticles in the Robinson-Patman Act? Is the market re- 
rch development program of manufacturers ade- 

te? Is undue emphasis on modular and package 


The dealers asked for no immediate answers, but 


(Continued on Page 50) 
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Cited . for service to the office furniture industry and the 
association was W. H. Bretzlaff, Jr., Detroit Office Equipment 
Mart, and a newly elected NOFA vice-president. He received 
the OFFICE APPLIANCES plaque from Publisher John Gilbert 





Best Display 
to be that of Jens Risom Design, Inc., 
Memorial Award was presented by Burnham Matthews, right, 
president of the New York Offureps, to Albert Kappel, Jens 
Risom 


on the Convention Hall floor was adjudged 
so the George B. Wray 
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NOFA continued... 


OA's roving camera 
saw the ‘hard sell’ 


in action at Philadelphia 





fe bari 
Here It Is . Vic Scheinman, left, vice-president of 
Cole Steel Equipment, points out a new product to Mr. 
and Mrs. Maurice J. Saperstein, Danville Office Supply 
Co., Danville, Va. 








Talk It Over. . 


. John Schork, center, of Peer 
less Steel Equipment Co., offers his sales talk 
to George Barber, left, of Marshall Smith, Inc 


Cleveland, Ohio, and James C. Dyer, right, of 
R. H. Kyle Furniture Co., Charleston, W.Va 
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Time Out 


for a picture. Mr. and Mrs. Hugh Green- 
berg, Detroit Office Equipment, Detroit, Mich., with R 


E. Smith, representing Boling Chair Co. and Myrtle Desk 


Co. 





Here’s Our Line George R. Horstick and Paul K 


LeBaron, both of Institutional Equipment Co. in Harris 
burg, Pa., get the full story from John E. Nielsen of 
Westin-Nielsen Co 


East Meets West . when Mo 
Dorman, M. Dorman Co., San 
Francisco, Calif. stopped in to 
visit with Irving Levy of Art 
Steel Cx Inc f New York 
City 
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Pay Off John Gray, right, executive secretary of NOFA, 
jrew the icky ticket which sends winner Mel 

Brothers in Chicago to the 1959 NOFA convention in 

Beact urtsey M. G. Wheeler, left, M. G. Wheeler Co 


+ 


A Flower . offered by Jerri Medley tc 


Daniel Waldner, D. Waldner C Inc., 
Ming N.Y. A. Murray of Victor Safe & 
Equipment Co. looks on 





Pleasant Moment at the Eisen Brothers new display 
Harvey N right, general manager, chats with Herman Klein, 
Miller Desk & Safe Co., Los Angeles, Don Rosen, mfrs’. 

1 Charl erson, Finger Office Equipment Co., Houston 
OA-—5/58 


Here's the Story 
Derlip, both of F. L. VanDerlip Co., Hartford, Conn., hear Robert 
Blaich expound on the virtues of the Herrman Miller line. 











Accessories . . . are a must today, says 
Peter Pepper of Peter Pepper Products, 
left, to dealer Nathan Loth of C. Loth, 
Inc., Cincinnati, Ohio 





Francis L. VanDerlip, left, and L. E. Van- 


OK Tasiiacren 


pbavtadiinadihesnd ee 


ANA RECORDS VITA’ RECORDS 


cohen petelagy Bo alll 


Distinguished Visitor 


William R. Diehl, Jr., Diehl 
Office Equipment Co., Columbus, Ohio, and president 
of the NSOEA, stopped in to congratulate Ray W. 
Graber of Protectall division of Mosler Safe Co. for his 
display of equipment which stresses the increase in 
stationery sales 
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MANUFACTURERS: Chicago Lock 
builds Security You can Sell 


Fit the equipment you manufacture with Chi- 
cago Locks and you've got a point worth talking 
about. 

They're small, they’re strong, they're preci- 
sion-made for maximum security. 

You can sell that security. 

Whatever office appliance you make... . 


desks, cabinets, lockers, strong boxes . . . in 
wood or metal . . . you'll find a rugged, smartly 


designed Chicago Lock or locking mechanism 
that answers your need. 








CHICAGO LOCK CO. 


2016 N. Racine Avenue « Chicago 14, Illinois 


\\' | 
|| 
aes 


Write for your FREE copy of our cataleg 








displaying the entire Chicago Lock line. 
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The Master Mind of Cash Control 


COMPLETE 
PROTECTION 
FOR SHOPKEEPER 

AND SHOPPER 














Sensational ! 
Simply Fantastic! 





“For friendly 
shopping” 









Cash Master 
“The Dream 
of every 
Retailer” 


Revolutionary new 


streamlined Cash Register, with Mail the coupon—Mail it today—Mail it now! 


automatic, itemized receipts, numbered 






and dated, stamped with the Firm’s name; 

















. . I 
accumulating automatic customer | REGNA CASH REGISTERS INC., 
ite 175 Fifth Avenue, New York 10, N. Y. 
counter, as well as built-in Gentlemen: 
. ° I Please rush more information on the new Regna Cash 
adding machine. | Master and outline advantages of becoming a Regna Dealer. 
I 
In Canada: Regna Cash Register: 
+4 Canada Lid, 704 Notre Dame St. W. aera - Get ae 
Montreal, Que., and Busi Equi t 
Machines, 489-R King ‘sw Tecotta, Ont. i Address i rene a 
OUTSIDE CONTINENTAL U.S.: City _Zone State 


Jorgen S. Lien, Box 507, Bergen, Norway 
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NOFA... continued from page 15 


posed the questions for all manufacturers to consider 

In their respective sessions, the manufacturers and 
representatives took time for a critical look at them 
selves, asking if they were doing the best job possible 
for their dealers. They stated that it is their goal to offer 
service as well as products to the dealer 

Those who came to the convention early and stayed 
late experienced the stimulating approach of Dr. J. W. 
Thompson, College of Business and Public Service at 
Michigan State University. Speaking at an all-day ses- 
sion on Thursday, Dr. Thompson developed the idea of 
the ‘creative’ salesman who finds joy in his work and 
can meet customers on a level of encounter that makes 
him, the salesman, sensitive to his customer's needs. 


Stress ‘Depth Selling’ 


He pushed aside rigid formulas for selling and con- 
centrated on “depth selling’’ which means developing a 
creative ability to reach the customer at his own level, 
establish empathy with him in his problems and con- 
vince him of the need for the product 

At the first business session, new officers were nomi- 
nated and elected unanimously. Serving as president for 
the next term is Melvin Levin, president of Business 
Equipment Corp., Boston, Mass. He succeeds John I 
Mossman, head of Desks, Inc., New York City. who 
served two terms. 

Vice-presidents elected for the 1958-59 term included 
W. H. Bretzlaff, Jr., Detroit Office Equipment Mart., 
Detroit, Mich.; J. L. Mann, Sturgis Posture Chair Co.; 
David G. Myles, manufacturers representative, Houston, 
Tex.; and Vernon Vallet, Southern California Stationers, 
Los Angeles, Calif. 

Members of the new board of directors include 
Frank Booz, manufacturers’ representative, Los Angeles; 
V. L. Caldwell, John Wanamaker Co., Philadelphia, Pa.; 
L. F. Fisher, Wagner-Henzy-Fisher Co., Cleveland, 
Ohio; Armour Hillstrom, Corry-Jamestown Mfg. Co 
Harry Hofherr, Kendrick Furniture Co., Chicago; R. P. 
Lewis, R. P. Lewis Co., Flint Michigan 

Dale J. McKnight, Lackawanna Leather Co., John E. 
Mossman, retiring president; Hy Natovich, Natovich 
Co., Chicago; Bernard H. Nemlich, Regan Furniture 
Co., New York City; Charles Pettibone, B. L. Marble 
Chair Co.; George Stuart, George Stuart, Inc., Orlando, 
Fla.; Derby Thompson, Sr., Acres-Blackmar Co., Bur- 
lington, Iowa; and M. G. Wheeler, M. G. Wheeler Co 

Daniel Waldner, D. Waldner & Co., Mineola, N.Y. 
was re-elected secretary, and Edward A. Tyre, All Makes 
Office Furniture Service Co., Chicago, was re-named as 
treasurer. 


Convention Dates Set 
Dates for the 1959 convention and exhibit at Miami 
Beach, Fla. were announced as May 1, 2, 3 and 4. John 
Gray, executive secretary, asked members if they would 
prefer a stationary show site, such as in New York City, 
but the dealers and manufacturers both indicated a 
preference for a traveling show 
Beside visiting the 150 plus exhibits spread out in 
Convention Hall, NOFA members also enjoyed the 
songs and comedy presented by Miss Denice Darcel at 
the annual banquet. Some members also attended a bene 


(Continued on Page 52) 
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Hard at Work . . at the NOFA Sales 


Tanenbaum, Marvin Berman, and Lou Stern, all 
Stationers in Philadelphia. The meeting was an all day affair. 


“Be Creative’ 


says Dr J W. CREATIVITY 


gan State U., in his 


making a sale 


Institute were Jack 


\ 
Thompson of Michi- Pinrerest Bod oesine | DOB Action | 
sales institute pro- oe 
gram on the psychol- “1 ‘ 
gical appruach = to 
0g f re) \. 
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of National 
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Coffee Break . . . to exchange ideas at the sales institute. a 


Here Herman Dubin, left, Dubin C 


Philadelphia, checks the 


opinions of Irvin Swaab, William R. Adams and Robert Ker- 


chner, all of Commercial Office 


Furniture 


C , 


Philadelphia. rr 
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| WIGE as easy to sell Royal Portables 


because twice as many 
students want them! 


6% 1D Royal Portables are out- 
selling them all...and the reason 


is Royal’s popularity with the teen 
age grou] the greatest market for 
portable typewriters. 


In a recent survey among high 
school students in 37 states, it was 


i if 
tOUTG 


rWICE as many students 


vante Roval Portable as wanted 
any other make 
More important, twice as many 
eceived Royals for graduation gifts 
OA—5/58 


as the nearest competitor... more 
than the next 3 leading brands com- 
bined! 

Why? Because the Royal is most- 
wanted for typing ease—with such 
features as Magic™ Margin, Touch 
Control® and new Twin-Pak, the 
quick-change, no-smudge ribbon. 

Royal’s Merchandising Program 
is designed to help you go after this 
growing market and bring in more 
sales and profits than ever before. In 
addition, Royal’s continuous Net- 
work Television program is con- 
stantly priming your best prospects. 


Ask your Royal Representative for 


details and stock up for more profits. 
Remember: your Link with Leader- 
ship is Royal ...the world’s number 
one portable! 


Be sure to watch Royal’s new T V 
show NO WARNING on NBC-TV 
Network Sunday nights 7:30 N.Y.T. 
Royal Portable will be featured. 


QYA) 


America’s most- 
wanted portables 


Products of Royal-McBee Corporation, 


} 





world's largest manufacturer of typewriters 
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NOFA ... continued 


Some of the People Who Made News... 


1. Representing California as well as SCOFA are Frank 
Ybarra, National Office Furniture Co., Los Angeles, and 
Herman Klein, Miller Desk & Safe Co., Los Angeles. Both 
are past presidents of SCOFA 


2. Moderetor . . . of the office furniture clinic was George 
Stuart, George Stuart, Inc., Orlando, Fla 


3. Participants . on the panel at the dealer workshop in 
cluded Herman Klein, Miller Desk & Safe, Los Angeles; 
W. H. Bretzlaff, Jr., Detroit Office Equipment Mart., De- 
troit; Art Poliquin, Horder’s Inc., Chicago; Charles Lepley 
Cutters’ Exchange, Nashville, Tenn.; William Cole, Walsh 
Brothers, Phoenix, Ariz.; and Wilbur H. Cooper, Heinrich- 
Siebold Stationery Co., Rochester, N.Y 


4. Office-in-the-Home . was the topic discussed by Don 
Hanover, manufacturers’ representative, at the furniture 
clinic. 

5. Luncheon Speaker . was A. M. Sullivan, editor of Dun’s 
Review and Modern Industry 

6. Active Presidents .. . E. F. Brown, Jr., Desks Inc., Denver, 


and president of the Denver NOFA chapter talks with color 
stylist, Ralph Noble, center, and Earl Sheffer, Associated 
Desk Co., Los Angeles, and president of SCOFA. Both the 
Denver chapter and Southern California received trophies 


for general activities and increase in membership during 
the past year. 
7. Mr. Average . . Edwin Eriksen, Eriksen’s, Inc., Toldeo 


Ohio, was adjudged to be the man who best fit the title 
“Mr. Average Office Furniture Dealer.’’ Here he receives 
congratulations from John Gray, executive director 
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(Continued from Page 50) 
fit exhibit, sponsored jointly by NOFA and the Emer- 
gency Aid Committee of Philadelphia, which featured 
a concert by Victor Borge on Friday night 

One of the banquet highlights was the presenting of 
annual awards. John Gilbert, editor and publisher of 
OFFICE APPLIANCES, presented the OFFICE APPLIANCES 
plaque for the individual doing the most for the office 
furniture industry and the Association during the year 
to W. H. Bretzlaff, Jr. of Detroit Office Equipment 
Mart, Detroit, Mich. 


Award Goes to SCOFA 

The Geyer’s Dealer Topics’ trophy for the chapter 
doing the most for NOFA during the year went to 
Southern California Office Furniture Association, many 
times a winner in this field. The Office magazine trophy 
for membership increase went to the Denver chapter of 
NOFA 

Final day activities included an office furniture clinic, 
led by George Stuart, George Stuart Inc., Orlando, Fla., 
where traffic problems, the office-in-the-home business, 
and leasing of office furniture were discussed by the 
members 

The sessions ended with a luncheon at which Ralph 
Noble, color stylist from Denver, Colo., presented his 
talk “Color Is Your Business’ which appears in the 
April issue of OFFICE APPLIANCES. 
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Joe Holland Was“Creative ” 


\ When He Stuck a Nickel and a Penny Together 
. With Elephant Glue 
re 


—other salesmen used initiative 
when they adopted his idea 


MAYBE YOUR SALES ORGANIZATION USES IDEAS LIKE THIS AND CAN EXCHANGE WITH US 


| ee 


Within a week after we introduced Elephant Glue, one of our salesmen, Joe Holland, 


started sending in orders in unbelievable quantity. It looked like a sale on almost every call. 


What was Joe doing? Simple! Sticking a nickel and penny together, he tossed it on the 
buyer's desk and said: ‘There's six cents for you if you can get it apart.'’ Every buyer 
he visited picked up the glued coins and fiddled with them...while Joe talked about Elephant - 


Glue. (One buyer got so annoyed he ducked out to the shipping room for a hammer to see 


SO) 
ner- 
red 


fF ic C 
year 


1ent 


if he couldn't separate the coins.) 


Joe would probably balk at calling it “creative 
selling’’...but he did create interest in what 


Elephant Glue could do, and he did create sales. 


We turned Joe's idea over to our other sales- 
men. Some of them picked it up and ran with it 
to make sales. The others weren't so ready to 
accept a good idea, even in the face of unquali- 


fied success. (As you know, it’s next to impos- 


ployee is sure to own at least one spare ball pen 
not in use. This new refill converts any of them 
into a perfect pen that reproduces clearly on all 
office-copying machines. 


If you want to put this idea on the firing line, 
toss one of the attractive envelopes containing 
Sanford’s Indelible Ink Refill on the desk of 


every buyer of office needs. It’s a 49¢ list sale 


SFA sible to get 100% cooperation.) multiplied by the number of employees, plus 
pset Developing selling ideas is creative work, no stockroom reserves. 

se matter what Joe Holland would call it; using Incidentally, if you want to laundry-mark 
phy them on the firing line is initiative. your shirts, this ink will go through the washing 
‘rf ol Whether you are sales manager of your own machine over and over and still be legible. 
inic, territory or of your own company, you are | know many of you have good, strong selling 
Fla., bound to like creative selling. ideas. We'll try to give you the ones that come 
re Here's an idea that may be new to your to our attention. Won't you send us some of 

larger customers—Sanford’s new Indelible Ink yours? 
alph Ball Pen Refill. CHARLES W. LOFGREN, President 


1 his 


the 


/58 


You can sell one for each desk in your cus- 


tomer's office by pointing out that every em- 
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Sanford Ink Company 
Bellwood, Illinois. 
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> Orp P. has everything 
and we mean everything in fine business cases! 





Are you sure you're making as much as you can 
on Leather Goods? If not, latch on to Dopp, and 
you'll be first in styling, first in quality whatever 
the price category, and you'll be making HIGHER 
PROFITS than ever before! Dopp sells more busi- 
ness cases than any other line, offers you variety, 
quality, styling, a terrific national advertising 
program, and the fullest mark-up in the industry. 
Write for complete catalog and price lists. 





DOPP Leather Goods are Nation- 
ally Advertised and Pre-Sold for 
You in These Prestige Magazines: 


@® HOLIDAY @ ESQUIRE 
@ NEW YORKER @ TIME 
@ SPORTS ILLUSTRATED 


CHARLES DOPPELT & CO., INC. 
2024 S$. Wabash Avenue * Chicago 16, Illinois V 
New York—389 Fifth Ave. P} 


Los Angeles—712 S. Olive St. 
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T 
*Write Inc. 
puts at wm 

. writing ! 


Maybe YOU will be the ONE Office Supply Retailer in the entire area served 
by your store to hold the most valuable Dealer Protection Plan that has ever 

been offered by a long established manufacturer of fine carbon paper and 
typewriter ribbons. With a WRITE, INC. Protection Plan for it’s brand new 

STATESMAN lines of carbon paper and ribbons, everything you could wish 
for—in Profit, in Protection, and in unprecedented Cooperation—could be 

yours. The liberal terms of this new-style manufacturer-to-retailer agreement 
were drafted with the help of one of the most astute office supply retailers 

in the country. He knew what he needed in order to put his carbon paper 
and ribbon business on a sound, growing basis. He told us. And we “bought” it. 

The result is a close working arrangement spelled out in plain language, one 
that you, yourself, might have written. It’s “7 STEPS” to big volume sales will 

interest you. Now it won’t cost you a bit of bother or expense to find out 
how much this new-style Plan has been worked out to your advantage... 


Appliation for Statesman 
exclusive retailer plan 


WRITE, INC., 420 Lexington Ave., New York 17, N.Y. 


| am interested in having my store appointed an 
exclusive Statesman outlet. Please send me full 
particulars regarding your new retailer Pian. 


Name Title 


Company 


rush this COUPON -++++++-+++% 


WRITE, INC. 420 Lexincton ave NEW YORK 17, N.Y. 
PHONE: LExington 2-6171 FACTORY: BRIDGEPORT 2, CONN. 


Address 


City Zone State 


w 
w 
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by WALTER S. LENNARTSON 


editorial director 


New office concept introduced 


Italic Styling by General Fireproofing 
uses anodized aluminum, steel 
and laminates; GF Studios in premiere 





ITALIC STYLING A 66-inch Italic-styled 
desk for secretary or receptionist designed 
to harmonize with companion executive of- 

fice. Chairs are Goodform in new design 
and decorative accessories and fabrics 
are from the GF Studios. 





Youngstown, Ohio 
@ A new concept in executive office furnishings and 
equipment—featuring anodized aluminum units, steel 
and laminates—was introduced to dealers and_ the 
trade press editors March 25 by The General Fire- 
proofing Co. in Youngstown, Ohio. 

Coupled with the premiere of Italic Styling was the 
introduction of GF Studios, a new company division set 
up to handle sales of this new office concept through- 
out the nation. 

As part of its Italic Styling service, GF Studios will 
supervise complete office redecoration including carpet- 
ing, drapes, office appointments, and accessories, all 
blended to fit a specific color and arrangement theme. 

These accessories (carpeting, draperies, lamps, fix- 
tures, wallpaper and fabrics) will be recommended 
and supplied as a one-stop service, under the direction 
of Maxine Schoonover—co-ordinator of interior 
furnishings—enabling GF dealers and branches to 
tastefully supply all materials for the interior of an 
office. 

New Service Given Dealers 

The announcement of the GF Studios means that 
this service will be the hub of GF’s dealer and branch 
organization for building interiors by integrated plan- 
ning. Homer Shrewsbury, designer, has created in the 
Studio a warm and realistic atmosphere for comfortable 
offices of good taste. Richard E. Shook, Studio di- 
rector, and his staff of interior stylists and office de- 
signers are available for consultation and assistance. A 
seminar for decorators and office layout specialists will 
be held annually under the direction of the Studio staff. 

Dealers present for the unveiling ceremony were 
told, “GF thus brings to its distributing organization 
another strong merchandising tool. By using all the 
facilities now available, you can concentrate on every 
GF product with renewed interest and vigor.” 


Offices Shown at Studios 

To facilitate the display of the new Italic Styling 
concept, GF Studios completely renovated an area in the 
present company headquarters, converting the space into 
a series of offices portraying the various colors and ar- 
rangement combinations possible. 

Commenting on the introduction of Italic Styling, E. 
A. Purnell, president of The General Fireproofing Co., 
explained that the goal was more than the development 
of a new line of modern office furniture—‘It was the 
creation of a new concept of executive environment. By 
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THE 80-INCH Italic desk is ebony anodized 

with white laminate top, shown in circle setting 
with GF's Goodform chairs. The GF Studios pro- 
vided accessories and fabrics. 


than that of the 

With slight modifications, variations 
this environment can extended to en 
surround him and are a part of his daily 


GF Itali Styled office was presented as one 
eh the use of anodized aluminum units per- 
ng effects in office design and appearance. 
omponents making up an office are being 
in thousands of possible combinations 
shapes and office arrangements. 


new development is called ‘“‘Italic 
“was created because of 
between the slanted front leg of this new 
well known slant of italic 
italics are used for emphasis in written or 
unications, so the design of Italic Styled 
ikes it stand out distit 


steel and high - laminate plastics have 




























GF OFFICIALS confer in one of the Italic-styled + 
offices. From left are E. A. Purnell, president; 

D. W. McClure, vice-president; J. L. Morgan, 
advertising and sales education manager, and J. A. 
Saunders, manager of furniture sales. 
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STANDARD GREY, GREEN — 
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MATCHES INSTALLATIONS 





STEFLMASTER 


FILING EQUIPMENT 


The best “GRADE A” features in low cost filing 
New 2Z0)O senus 


FULL SUSPENSION 














ENGINEERING FEATURES 


it’s wider e heavier suspension 
it’s heavier @ new working drawer 
it’s faster e side lock compressor 
it‘s better e aluminum hardware 
e functional e speed safety lock 


NN9 STYLES 
FOR EVERY FILING NEED 
AT EXTRAORDINARY LOW PRICES. 
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pletely functional long service 
desks that give You every engi- 
neering refinement Eight styles 
te serve oll requirements 


11 POWERFUL REASONS WHY s) CORaap — 

QUALITY OFFICE EQUIPMENT GIVES YOU BCEVEEE 3 00 SERIES | 
BETTER SERVICE AT WORLD’S LOWEST COST. The best Grade A features 
@ Precision fabricated in America’s most modern factory | ad low cost modern style — com. 


@ Made by craftsmen with 35 years’ experience 


@ Manufacturing procedures rigid specifications quality 
controlled. Every unit precision & expertly made 


c fey OF green 
Frost Ton or Frost Green 





@ Made of best grade heavyweight furniture steel 









@ Fuller and deeper drawer filing capacity for better work | America: S GREATEST DESK K DoLLaR va 

@ Ingenious exclusive improved full suspension mechanism LUE ¥ 
10 ball bearing, solid and floating rollers to each drawer ———— amenica’s MOST BEAUTIFUL 

@ Anti-rebound safety drawer latch for snap-lock action TS TREAMLINED "i mOBILER FILER | 

@ Ruggedly built for lifetime service, usage & satisfaction ROLLERWAY _ - 

@ Double finish. Standard grey or green. Decor colors Frost Tan, ae 


—* 






Frost Green, to match modern installations 

@ Widest range in the world of standard, split, or combination units, 
ond special filing equipment, built to rigid specifications. 5, 4, 3, 
or 2 drawer files. A file for every filing need 
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@ Greatest dollar value in quality filing equipment in the world 
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Fifteen (15) styles for olf office 
Procedures. A business tool ther 
Boys for itself in savings in fast 
time. Available in all colors 
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NEW OFFICE CONCEPT .. . continued 





AN 102-INCH console of anodized aluminum 

in bronze gold and natural finish is an integral part 
of the 90-inch Italic desk with top in teakwood 

and recessed ‘Resin Gold"’ leather insert. 
Goodform chairs and GF Studios’ accessories and 
fabrics complete setting. 


all formed a team that we know will open up new 
horizons.” 

The two-color anodic process, in addition to single 
color anodizing, is hailed by GF as opening up a 
greater range of variation in office styling. 

Those who were privileged to see the unveiling of 
the new furniture saw how soft textures of autumn 
walnut and antique bronze melt into the warm pleasant 
hues of fabrics and leather, making possible the tailor- 
ing of an executive office to reflect the precise character 
of a company and the personality of the individual him- 
self. 

Design-wise, for example, it was pointed out how 
Italic Styling offers a wide variety of tops and top 
coverings. Six materials have been chosen. They are 


“teakwood”’, “tawny walnut” “autumn walnut’, 
“platinum mahogany’, “white”, and “charcoal”. Each 


one has its own individual character and will blend or 
accent with other materials in any over-all decor. Each 
of these tops consists of a seven-ply hard fir core en- 
cased in Philippine mahogany. To complement these 
materials tops are designed with flush inserts as well as 
center recesses for a new use of leathers in colors of 
“saddle tan’, “resin gold” and “ivory antique.’ 
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The range of color combinations in two-tone color 
anodizing is practically unlimited, the GF designers 
claim. 

Various patterns of aluminum such as rolled rib, 
striated grain, horizontal slot, vertical slot, perforated, 
woven, rods as well as tubing, are used in many unique 
ways. High pressure laminate tops and top grain 
leather inserts combined with aluminum result in the 
correlated and harmonious effect of the new design. 

A wide selection of patterns for back inserts in the 
desks affords a unique way for accenting. Horizontal 
slots, or apertures, contribute materially to the light 
and airy motif of the furniture. Vertical slots create 
an impression of obscurity, yet, upon close examina- 
tion, this is somewhat of an illusion since the many 
minute slots do provide a feeling of airiness. 

These four materials—horizontal slot, vertical slot, 
woven and perforated—are available in any of the 
solid color finishes. 

The Italic Styling concept has also influenced a 
completely new design for GF’s Goodform aluminum 
chairs. Styling has dictated the use of new materials and 
new ways to fabricate them—spring aluminum for 
chair backs to provide greater comfort—dissimilar 
metals in chair bases to provide aesthetically a light 
appearance—and forged aluminum for greater strength 
in thinner sectrons. 

Thus, chairs, too, are an integral part of a co- 
ordinated line which GF is introducing to the office 
furnishings industry. 
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FASHION-AIRE DESK 


Molded pedestal bottoms. Tapered islands. Pop-out, sound proof 
dictation slides. Available with molded or square edge top. 29° 
standard models with matching executive line companion pieces. 
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2800 FILING CABINET 
A § 28” deep. Reinforced with 
6 vertical uprights. Spring 
loaded side locking fol- 
10 roller cra- 
dle suspension slide. In 2, 
3, 4, or 5 drawer heights. 
Field installed locks. 


E LI 
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ALL THREE 


lower block 








ECONOM-AIRE DESK 


Tapered 
styling and 


islands. 
the best 


With or without 


a 
construction in 








center drawer. Clean 
the low priced field. 





2900 FILING CABINET 


28” deep. Strongly rein- 
forced. Spring loaded side 
locking follower block. 10 
roller cradle suspension 
slide. Field installed locks 
Cast aluminum hardware. 
Thumb latch on drawers. 


400 FILING CABINET 


28” deep. 10 roller cradle 
full suspension slide. Side 
locking drop type follow- 
er block, spring loaded. 2 
or 4 drawer heights. Field 


installed locks. Full pan 
bottom. Economical price 


1500 FILING CABINET 


Nationally recognized 
leader in the non-suspen- 
sion field. Silent whisper- 
ing operation on nylon 
rollers. 25” deep. Field 
installed locks available. 
2 or 4 drawer models. 
Letter and legal size. 


—-{efe) 


A competitive line, built to sell in competitive times, Wesco 
is styled with an elegance to suit the most discriminating 
taste; quality engineered to give long service, and priced in a 
range that is within reach of the most economy minded buyer. 
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New York Display and Representative: 


Arthur Gordon Co. Associated 
206 Lexington Ave., New York 16, N.Y. 


um 


ind 


for Write for full information on Wesco'’s matched line of desks Chicago grey : 
f : . : Polk Bros. Central Appliance 
‘lar and filing cabinets. You will see why they are recognized anit Candineen €o 


2850 North Central Ave., Chicago, Ill. 


WESTERN MANUFACTURING 


COMPANY 


i AURORA - ILLINOIS 
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J-30 — the handy Stapler for 
permanent fastening. 





J-56-R — the dual-purpose Stapler 
with the BUILT-IN STAPLE REMOVER. 


Stationers across the country are dis- 
covering that the Neva-Clog Free 
Trial Offer is a powerful new selling 
tool—a nice gesture to a present cus- 
tomer, an entering wedge to new 
customers. This offer is opening doors 
to hard-to-get-at accounts and hold- 
ing them open for profitable follow-up 
sales of both staplers and staples. 
What’s more, the Offer is providing 
valuable awards to salesmen. 

The reason ? Customers—primed by 
consumer advertising and word-of- 
mouth reports —are requesting the 
10-day Free Trial of Neva-Clog, the 
plier-type stapler, through their com- 
mercial stationers. When they try an 
N-C, they buy an N-C! It wins “hands 
down” when put through its paces in 
the “‘office testing grounds” — where 


i FREE TRIAL OFFER! 





J-60 —the ideal Stapler for both 
temporary (pin-like) and permanent 
fastening. 








and keeps them open for you! 


performance counts! 

Result? New accounts for salesmen 
...new profits for dealers... re-orders 
in both staplers and staples...and 
handsome genuine 100% Pima broad- 
cloth shirts by Truval as bonus awards. 

If you haven’t yet started using the 
Neva-Clog Free Trial Offer, now’s the 
time to begin. It’s simple, takes about 
30 seconds to make the offer and, when 
your customer accepts—as he usually 
will—we do all the rest. It’s a friendly 
gesture to make to your customers— 
one that pays off for you—one in which 
everyone wins, no one loses, 

Write us today about this “wedge” 
method of building sales and earning 
rewards that will please every sales- 
man. We’ll send complete details by 
return mail. 





NEVA-CLOG PRODUCTS, INC. 


BRIDGEPORT 1, CONNECTICUT 


0. H. DAVISON & Co., Pacific Coast Rep., 609 Mission St., San Francisco, Calif. 
JIM W. Cooper, JR., Southern Rep., P. O. Box 2152, Atlanta, Ga. 





CANADIAN STAPLES LTD., Montreal, Toronto, Winnipeg, Vancouver 
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New Products 














EXECUTIVE OFFICE SOFA 





Stationers Mfg. Co. 
1414-20 W. Tucker St. 
Fort Worth, Tex. 
The new “Luxury Lounger’ is a Functional 
sofa designed for the executive who re 
quires rest intervals in his daily routine 
Sloped arms eliminate the need for pillows 
Has Sag-well web bottom with double cons 
hand-tied springs with foam rubber over 
springs. Upholstered in top grain leather 
Naugahyde, or fabric materials. All exposed 
legs are made of genuine walnut. This Ni 
119 sofa measures 78 inches in length and 
31% inches in depth 

—Inquiry Card No. 16— 


PORTABLE ROOM DIVIDER 








h MODEL Pf \ 
| 


Barricks Mfg. Co. 
134 W. 54th St. 
Chicago 9, Ill. 
Portable ‘’Room Dividers designed 
especially for use in schools, churches 
hospitals, hotels, offices, and industry 
function where quick maneuverability is 
the essential requirement in the parti 
tioning of room areas. A variety of sur- 
faces are available: duron, peg board 
chalk board, and bulletin board. A com 
bination of cork bulletin board and 
chalk board may be had. The Premier 
DeLuxe Series No. 100 has panel! set in 
aluminum channels which allow for ex 
pansion or contraction wherever humid 
ity changes might tend to cause wart 
ing. Over-all size is 8 by 6 feet 
—Inquiry Card No. 19— 


STEEL CARD CABINET 





Julius Bandes & Co., Inc. 
171 Hillside Ave. 
Williston Park, L. I., N. Y. 
An entirely new line of steel 
card cabinets has been intro- 
duced by this company to meet 
market needs for matching fur- 
niture designs. Improved design 
includes beveled top edges, a 
full piano hinge, a deeper seat 
with no riding over bottom. 
Hinge is internally welded to 
prevent “‘rattle.“’ Available in 
spruce green and sandalwood 
as well as in office gray, a new 
shade. The 3 by 5 inch boxes 
come in four depths: 3, 6, 8%, 
and 13 inches, respectively, 
ranging in price from $1.35 to 
$3.85 

—Inquiry Card No. 17— 


ROTARY FILE 





Jayem Sales Corp. 
31 Coffey St. 
Brooklyn 31, N. Y. 
The new ‘’Cardway” rotary file 
comes in 12 models ranging 
from $9.95 to $39.95. Each 
unit is highly styled and con- 
tains several patented features. 
The Tilt-Dex-Two-Way file can 
be used either horizontally or 
tilted bookwise. 

—Inquiry Card No. 20— 


For More Information Use Inquiry Card Facing Page 76 
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BRIEF CASE 





SORE 


The Leather Specialty Co. 
1401 Central Parkway 
Cincinnati 14, Ohio 

The Brief-Rite is equipped with a¥§ 
patented removable clip board which§ 
permits the making of notations un- 
der diverse conditions. Cover folds® 
back for writing convenience. Made§ 
of aniline-finished cowhide with twoJ 
large expanding pockets. A pocket® 
can be fastened securely to hold loose § 
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papers i 
—Inquiry Card No. 18— | 
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PAYROLL SYSTEM 








C. E. Sheppard Co. 
44-07 21st St. 
Long Island City, N. Y. 
A one-writing peg board payroll sys 
tem, said to be the fastest yet de 
vised, and called the ‘Satellite’ is 
built around a center line writing 
feature which enables completion, i 
one operation, of check or cash 
statement, payroll journal and e 
ployee’s earnings record, including 
cumulative earnings. It is the lates 
addition to the Multi-Rite peg board 
systems for accounting procedures 
The 12 by 19 inch journal permits ¢ 
payroll of up to 32 employees on o 
sheet. The peg board has a mahog 
any-grain Formica 14 by 23 ind 
writing surface, and it features 
sliding line finder which aligns t ; 
earnings record with the journal i “2 
precise registration for posting. * 
—Inquiry Card No. 21— 
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Nineteen million eye-opening sales messages in 18 leading news and 
business magazines help you sell Globe-Wernicke office equipment. G/ 
7 advertising reaches buying management through these stimulating full-color 
\, 
a 





and black and white ads: ads in magazines like Newsweek, Fortune, Business 


Week, U.S. News & World Report — creating continuous year ‘round interest 








_ 


Co 


a | 


in the famous Globe-Wernicke line of office furniture and equipment. 


Enjoy local impact by tying in with these national ads through Globe- 





Wernicke’s power-packed Sales Aid Program, making available to you news- 
paper mats, complete consumer literature with dealer imprinting service, 
point of sale displays, comprehensive product catalogs, and radio-TV material. 

It will pay you well...and cost you nothing ...to investigate all the 


hich advantages of a Globe-Wernicke franchise dealership. Write today for full 
folds information which can lead to an entirely revitalized business for you. 
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remember . . . . 
Success depends on 
the strength of your fine 

















EXECUTIVE POSTURE CHAIR 





B. L. Marble Chair Co. 
Bedford, Ohio 
This contemporary executive posture 
chair, called the Contouramic, has 
the same four-way seat and back 
adjustments that all Marble execu- 
tive chairs of this type have. It is 
constructed of American walnut, 
equipped with thick foam rubber 
seat and back cushions. Over 100 
different colors are available in top 
grain leather, Naugahyde, and fabric 
upholstery. 

—Inquiry Card No. 22— 


ADDING MACHINE 





Smith-Corona, Inc. 
701 E. Washington St. 
Syracuse 1, N. Y. 
A new portable adding machine, de- 
signed for home use primarily, weighs 
18% pounds and sells for $89.50 
Called the 6MD, the machine retains 
all the special features of the deluxe 
machine, a fact which makes it suit- 
able for small business and profes- 
sional offices. It will index five col- 
umns of figures on paper tape and 
has a totaling capacity of six col- 
umns. Comes in Sheraton Green ond 
Biltmore Blue 

—Inquiry Card No. 25— 











DRAPERY MATERIAL 





Tropicraft 

568 Howard St. 

San Francisco 5, Calif. 

“Tiburon’’ walnut woven draperies 

were created to meet the demands of 

office decorators to accent quality 

furniture. Made of %-inch walnut 

slats hand-woven with gold and 

chenille. Each wood desired can be 

matched, along with the yarn, to 

specific needs of the decorating job. 
—Inquiry Card No. 23— 


OFFICE PAPER 





Charles Bruning Co., Inc. 
1800 W. Central Road 
Mount Prospect, Ill. 


This new paper is said to combine 


high reproduction translucency with 
exceptional visual capacity This 
“White Star’’ brand allows written, 


typed, and printed information to be 
read easily and rapidly. Especially 
useful with diazo type reproduction 
machine, for its translucency elimi- 
nates need for carbon backing of the 
original. Free sample available by 
asking for No. 287M. 
—Inquiry Card No. 26— 


NEW PRODUCTS continued 


CLIPBOARDS IN COLOR 





Stempel Mfg. Co. 
2830 Roberta St. 
Dallas 3, Tex. 
Stempco Colo clipboards are a new venture 
in color, now being distributed nationally 
through the company’s retail office equip- 
ment dealers. Available in four sizes— 
memo, note, letter, and legal—the boards 
are completely assembled with Stempco 
steel clips which have received a specially 
engineered colored surface treatment. The 
boards are finished in a variety of colors to 
harmonize with the several different colors 
of the clips. Board is of fiber hardboard, 
and all corners and edges are smoothly 
rounded and finished to prevent marring or 
scratching of office furniture 

—Inquiry Card No. 24— 


STORAGE CABINET 





Interstate Metal Products Co., Inc. 
Office Equipment Div. 

666 Lake Shore Dr. 

Chicago, Ill. 


A line of Maso 


cabinets, designed to 
give additional counter and_ storage 
space while blending with modern furni- 
ture, is represented by this unit. It is 
electrically welded with a tough baked- 
on enamel finish and is equipped with 
steel or glass sliding doors which lift off 
to allow alteration of adjustable shelves. 
Available in 29 or 42-inch heights with 
either 12 or 18-inch depths. One shelf 
accompanies the 29-inch model; two 
shelves, the 42-inch unit 
—lInquiry Card No. 27— 


For More Information Use Inquiry Card Facing Page 76 
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| ...and make 
more profit 


Do you really know the Acco line? Do you know it well? Have 


you looked at an Acco Catalog recently ? 


We ask the questions because there are 40 items listed in the 
Index of the Acco Catalog—and many times this number in 


sizes, styles, applications, etc. It pays to know them all! 


Why? Because you can make more sales, get more customers, 
earn bigger profits, if you are equipped to sell the line. Instead 
of just #12 or #22 Acco Fasteners, most of your customers can 
also use #723 and other sizes. Instead of just Accopress Binders 
of one or two styles you can also recommend Accobind Folders 


and filing by color. 





The largest selling items in the general line are illustrated on 
this page. To do an adequate volume you must have a repre- 
sentative assortment of these numbers. But if you really want 
to capitalize on your Acco dealership you will be prepared also 


to supply the “specials.” See—for instance—the back of this page. 


» A 

ced 

"oft ACCO PRODUCTS 
with A Division of NATSER Corporation 

helf 


tw Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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Leaders of the Line 
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ACCO Fastenmee 


ACCO FASTENERS—The foundation of the ACCO System, 
invented by Acco and made in more than 5O styles and 
sizes with centers from 234"' to 82" and capacities from 
1” to 6”. 


e 

ACCOBIND FOLDERS—Hard, smooth, genuine pressboord 
for utmost service. Equipped with Acco Slideway—invalu- 
able at transfer time because it makes possible withdrawal 
of bound papers from the folder and its continved use 


simply by inserting a new Acco Fastener and Index Sheet. 
5 colors in many styles and sizes. 


| 


ACCOPRESS BINDERS — Most versatile and inexpensive 
loose leaf binding for everyday filing or permanent stor- 
age. Made of genuine pressboard. Side or end fastening 
in all styles and sizes. Choice of 5 colors. Capacities 
up to 6”. 




















ACCO PIN-PRONG BINDERS—Answering the need for o 
durable, low-cost binder to handle marginally pre-punched 
sheets used in business machines. Genuine pressboord 
with Fasteners having narrow Ve" prongs on 6” or BY" 
centers. 3’ or 6" capacity. Sizes and styles for most needs 





Here’s a tip for 


BIG VO 


GO AFTER THE BUSINESS 
IN ACCO PRINTED COVERS 


If you’re after better volume here’s your opportunity —talk up 















STATIONERY 
OFFICE SUPPLIES 








RICHARDS 


PAPER COMPANY 
ATLANTA. GA 


your ability to supply printed covers for catalogs, price lists, 





reports, bulletins, manuals, presentations — 











Tl 
CATALOG NO. 155 D 
Si 
A 
ft 
The original of the above is printed in red 4 
' on a green Accopress Binder cover. ra 
oc 
ACCOPRESS BINDERS r 
Tc 
pli 
PRINTED TO ORDER su 
wk 
an 
fir 
s Oop 
Bic 
i fer 
shc 
ave 
Mc 
You know the attractiveness, durability and economy of Acco- an 
° - ° . a 
press loose-leaf Binders. Why not capitalize on them for volume ay 
? é ’ “ 
sales? Some of the largest corporations are Accopress Printed . aw 
Cover users. Thousands of others are simply waiting to be told. 
- — - The original was printed in dark blue ona IM 
ae a blue Accopress Binder cover. 
This is just another “plus” picked from your Acco Products cata- 
log. Get to know the catalog, get to know the many real values it 
‘ ‘ : =" 7 
contains for you and your customers, and you'll never want for i. m TEFLON WY 
more business. Acco can be your star performer! | 
z 
. 
r 
° 
z 
z 
> . 
4 Milo 
e 500 
z Mon 
Refresh Your Memory The 
Tem 
of the Acco Catalog—and dup 
atin 
mad 
Make More Profit! tenn tes 
The original is in red and black on a grey a 
Accopress Binder cover. 3 ; 
inche 








ACCO PRODUCTS — 
A Division of NATSER Corporation " 
Ogdensburg, New York 


In Canada: Acco Canadian Co., Ltd., Toronto 
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RECEPTION ROOM UNIT 





The Howell Co. 
Div., Acme Steel Co. 
St. Charles, Ill. 


Announcing 


mplete line of contract 


furniture for reception and office use, 
well offers a wide selection of lounge 
furniture whict C rdinates with the 


nal tables, desks, dining and con 


ence table ind chairs also available 
ible tox me in several wood-grain 
sti r two-tone inlay combinations 
ich as a yndia walnut border with a 
te marble onyx center. Chair frame 
1 table legs are made of tubular steel 
nished in a choice of the newly devel 
ped electroplated Bronztone finish or 
Blactone. Legs are capped with brass 
rrules witl f-leveling feet. Armchair 
hown has reversible cushion which i 
vailable in foam rubber or coil springs 
tching step table has tubular legs 
walnut l-grain plastic top 


—laquiry Card No. 28— 


IMPROVED DUPLICATOR 





Milo Harding Co. 
500 Monterey Pass Road 
Monterey Park, Calif. 
Th test Y vement in the 
et met Paste-Ink Stencil 
hange in the oscil- 
which are now 
cellular rub 


} levy ‘ 


Tt J f these ink-distribut- 
even inking up 

5 inct n width and 13% 
r This screen-inking 
met is the lowest 


Tempo-Geha line 


wy 


—lInquiry Card No. 31— 





PORTABLE TYPEWRITER 





Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York 17, N. Y. 
The new ‘1958’ Cole portable type- 
writer was designed for office or 
home performance, company states 
Weighing 8/2 Ibs., the machine fea- 
tures a special tooled construction 
which offers whisper-touch” key- 
board. Other features are straight 
right-hand margin, visual end-of-page 
indicator, finger molded keys, card 
and label holder, paper supporter, 
and quickly set margin stops. Avail- 
able in pica, Imperial, and elite type 
in mist green, desert sand, Cole gray, 
Alpine white, and Pompei red. Trav- 
eling case of light plastic or luggage 
leather comes with machine at a 
mall extra charge 

—lInquiry Card No. 29— 


COMBINATION FILE 








Gomanco Co. 

1712 Arcade Place 

Chicago 12, Ill. 

This new all steel combination file 
and storage cabinet was designed for 
home and office use. It is complete 
with folders and two locks. It is 12% 
by 10 by 30 inches. A shelf facilitates 
torage. This model is called the File 
Mate 


—lInquiry Card No. 32— 


NEW PRODUCTS (ovtinucd 


FILING CABINET 





Marnay Sales Div. 
Rockaway Metal Products Corp. 
1270 Broadway 
New York I, N. Y. 
This slim-lined steel filing cabinet was 
designed to save 40% more floor space 
and to hold more filing material than 
the conventional type cabinet. The Sim- 
plifile has three shelves, hand-adjustable 
steel dividers, and is available with or 
without retractable doors. It measures 
36 by 41% by 14 inches and has a fil 
ing capacity of 106 inches 

—Inquiry Card No. 30— 


WASHABLE CRAYONS 


380 Madison Ave. 
New York 17, N. Y. 


Designed for the very small child who 
does not confine his artistic efforts 
to paper, the marks made by this 
washable crayon can be removed 
from washable surfaces by using a 
damp cloth. Product is non-toxic 
Available in boxes of 12 (No. 30 
and 24 (No. 60) sticks. The retail 
prices are 10c and 19c, respectively 
No. 30 is packed 30 dozen to the 
carton, shipping weight 58 Ibs. No 
60 is packed 12 dozen to a carton 
which weighs 46 Ibs 
—Inquiry Card No. 33— 
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NEW PRODUCTS (0inued 


MOVABLE WALL SYSTEM een omnes PHOTOCOPY MACHINE 
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E. F. Hauvserman Co. LLL American Photocopy Equipment Co. 
2100 Keith Bldg. CROSS-SECTION OF LETTERING | 1920 W. Peterson Ave. y/ 
Cleveland 15, Ohio __TEMPLET SHOWS HOW OfEP Chicago, Ill. 
GROOVE IS USED FOR OUTUNING !} 
A new movable wall system combining low SHALLOW GROOVE FOR FILL-IN | A new ne-step copier called the h 
initial cost and design refinements, which banner rene een eneeeneeee Apeco Uni-matic Auto-Stat, will re- snow 
include full-flush panels with ingle line The Varigraph Co. produce an original document in one I get 
. joints, fire-proof and sound-resistant steel Madison, Wis. third of the normal operating time 
and glass construction, and mplete re The Varigarph lettering instruments, heretofore required, company claims 
usability of all component Panels or it is claimed, will produce lettering Said to make sharp black on white ~~ 
available in widths ranging from 12 to 60 faster, with a saving up to 50 in copie f anything from a_ printed, 
inches; stock sizes for ceiling heights ar: cost, with this new templet especially typed, written photographed, or 
from 7% feet to 9 ft. 56 inche designed for use with Varigraph in- drawn riginal A faster motor 
—Inquiry Card No. 34— truments Known a } fill-in’’ coupled with a more __ intensified gm 
templet, it outlines formed letters, fluorescent light source and an im- i 
' and fills them in as well. Double proved chemical concentrate’ con-! 
; jyroove provides for both ieep and tribute t peedier peration Hor- & 
hallow work with fine pen or stylus izontal color control dial permits } 
3s well as wide pen and stylus. Let- rapid selection of finer settings for 
i ters are formed by moving a stylus copying from any color paper or ink 
PRINTING MACHINE along the letter n the work surface Feed-in slot is 11 inches; machine 
Letters ranging in size from 6 to 72 measures 7 by 13% by 21 inches 
ints may be produced from a single and weighs 34 Ibs 
templet, and lettering may be con- —Inquiry Card No. 36— 
lensed r extended t fit desired 
area. Many letter style ivailable tf 
—Inquiry Card No. 35— ead 
oTV 
POCKET-SIZE READER 
MOLDED CHAIRS 
Monroe Calculating Machine Co., Inc. 
60 Main St. 
San Francisco, Calif. 
The Monroe Data/Log Ser MC 
203, one of a series of electrically 
actuated printing machin¢ put out 
, gt ae . ‘ 
rg eens aameck gags ed PSS a Microreader Mfg. & Sales Corp. 
' Retaining the basic Monroe module a 
: these machines are completely / ‘ 
| equipped with their wr eporate Specifically designed for high-power,# 
power supply and control unit. P , low-cost microreading the Micro- 4 
sible entry of up to 14 digit wiyr we : skaner can be used in microfilm PRISM 
taneously and with a re paper Silver Craft-Casard Sales micropoint reading at a distance. The 
width of 18 inches on an out nati High Point, N. C. instrument is placed on the object togOr ten 
cally indexed carriage, the MC 203 Dynamic’’ chairs are m Thaden be read, and both are brought to Meauty 
units provide higher rate f data Molding Corp. and 1 exclusively by eye with perfect focus at all times 
entry, greater reliability, and reduced Silver Craft-Casard Sales. Material used manufacturer claims. It is 6% inches 
wear since fewer number of opera a new polyester which yields con- long, two inches high, and 1 2 inch — 
tions per data point are required it toured bodie anda a w Ide noice of deep Magnificati not 20X lenses 
is said. Can do 150 printing opera tyles and color Polyurethene foam are Bausch & Lomt 
tions per minute padding is easily removed for cleaning —Inquiry Card No. 39— 
—lInquiry Card No. 37— r decor changes 






—Inquiry Card No. 38— 
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| They laughed 
when I sat down 
it the drawing board... 


“GLEENO HAS |P 
XxymM +B2 













‘n€ showed ‘em! I went right tothe top! Today, you see, I'm an ace art director. Every single rough I do, I do with Eagle 
ne I get a little respect around here! Also an ace sketch man. TURQUOISE® drawing pencils. 





as ; 
GRACO Gau aoe 


it for storyboards. (Did I mentionI Anyway, I do those (beautifully, 1 might Man, they’re versatile! But then, ofcourse, 
© TV storyboards? say) in Eagle CHARCO” pencils. so is the whole Eagle line. 


anna Wah 


yom el | 


AA 


ny And Turquoise CLEANTEX® erasers. Man, I'll tell you one thing: If I were an 
ect tolor terrific color jobs... like this They rub out mistakes completely (not ace art dealer, I'd be sure to carry the 
complete Eagle line! 


Oe eauty of my own. that J ever make any!). 














PS. JUST GOT my HANDS 
: » -“APASTEL STICKS 
Wi 
PEN ye MATCHING PASTEL 

0° MAN, THEY RE Trp, pyc. tf / 
~5 /5% 1ip “— f ’ 








Order the complete EAGLE” line 
—your customers will! 3 


Eagle is pre-sold to 49,000 other ace artists—with FULL-COLOR 
DOUBLE SPREADS in American Artist and Art Direction! 
























STEEL DESK 





Cole Steel Equipment Co., Inc. 
415 Madison Ave. 
New York 17, N. Y. 


Cole Steel has announced its new Madi 
line of modern steel desk ne f which 
is the ‘’Secretarial’’ shown hers Equipped 
with Cole’s sound-insulated typewriter plat 
form, this desk is available with the pede 
tal on either side. When not in use, the 
typewriter may be locked away. Topped by 
aluminum-trimmed linoleum matching 
contrasting shades. Available in Cole gray 
desert sand, mist green, and live green 
Center drawer lock automatically seals all 
drawers 


—lInquiry Card No. 40— 


EXECUTIVE CHAIR 










Cramer Posture Chair Co. 


625 Adams St. 

Kansas City, Kan. 

Model A-474-DO, The Supervisor 
one of the Ensemble gr C 
ordinated office chairs now available 
in over 100 different color and fabr 
combinations to match [ 
ment each other. This executive arm 
chair is upholstered in heavy waffle 
weave Trilock combined with Nauga 
hyde. Base is cast aluminum; back i 
Ortho-Tilt; choice of thr fferent 
arm rests 


Inquiry Card No. 43— 





ADDING MACHINE 





Victor Adding Machine Co. 
3900 N. Rockwell St. 
Chicago 18, Ill. 


The company’s new ‘’Special’’ models 
are companion machines to the De- 
Luxe Victor Automatic Printing cal- 
culator and the DeLuxe Mult-O-Matic 
calculator. The ‘‘Special’’ Automatic 
Printing calculator divides, multiplies, 
adds, and subtracts automatically 
through one simple control and ten 
numeral keys. The price is $535. The 
Special’’ edition of the Mult-O- 
Matic calculator offers the same one- 
control functions but omits the con- 
tant and total transfer features 
which the first-mentioned machine 
provides. Price of the ‘‘Special’’ Mult- 
O-Matic is $435 
—Inquiry Card No. 41— 


EXPENSE BOOK 


Melton Publishing Co. 
P. O. Box 6661 
Dallas 19, Tex. 


This is a classified expense book that 
provides a positive method for keep- 
ing daily records for income tax pur- 
poses. Business and personal expenses 
are entered on separate schedules. 
Provides also for a continuous record 
f sales and commissions and may be 
audited at a glance. Detachable sum- 
mary pages in duplicate. Size is 3 by 
5 inches; available a weekly or 
monthly type book, priced at 10c and 
25c, respectively 


—Inquiry Card No. 44— 
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SUBMINIATURE TAPE 








RECORDER 

; 
GBC America Corp. 
243 Broadway 
New York 7, N. Y. 
The GBC Phonetic PT/12 is a sub- 
miniature tape recorder-dictating ma- 3 
chine for home, business, and profes- . 
sional use. It is currently manufac- 
tured in Italy and exclusively dis- ‘ 
tributed in the United States and ; 
possessions by the above firm. Na- ra 
tionwide chain of distributors and 
dealers is now. being’ organized. as 
Weighing just 10 pounds, this ma- kik! 
chine occupies less desk space thangs 
does a portable typewriter. List pricelke™ 
of $169.50 includes matching micro- a 


phone, reel of magnetic tape, re- 
wind reel, and a form-fitting carry- 
ing case of reinforced pigskin leather- 
ette. Machine lends itself to various 
kinds of recording including pick-up 
of two-way telephone conversation by 
means of added attachment readily 
installed 


—Inquiry Card No. 42— 





BALL PEN DESK SET 












Bert M. Morris Co. 
8651 W. Third St. 
Los Angeles 48, Calif. 
Company's contribution to the spad 
age is this Satel-rite ball pen desk 
which features ‘cushioned writing. 
Priced at $2.95, retail. Advertisi 
and merchandising plans include ée 
velope stuffers and point-of-sale di 
play materials 

—Inquiry Card No. 45— 






















Dignity, Efficiency, Elegance — This Neoclassic presentation of Wood Office Furniture by Alme : “ Ms 
is the ultimate in creating an atmosphere of the successful business. Subtle contours and the t 
of beautifully finished Cherry and Walnut Woods makes an office ‘of distinction. | 
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nowhere ... repeat... NOWNETE ao you 





find a finer CArDON than 


e8cendo 








Ever dream of handling a product sold. Not once — but for a long time heart. And the sharpness transmits 
that did even more than those clever to come. itself through sheet after sheet. You 
advertising fellows claimed for it? There’s never been a carbon that get up to I5 clear copies even on é 
One that would dance its way off your types so crisp and clean on every portable. 
shelf, nestle up close to the custome! machine. Hit an ordinary carbon 3 Just ask for a chance to demon 
and croon, “Buy me”? times in one spot and the color van- strate. It can’t let you down. Sure 
Well sir, such a product is ishes. Try it with CRESCENDO. The it costs a little more. But you make 
CRESCENDO, the ultimate in carbon color holds and holds and holds! a little more. And your customers aft 
paper. Its strikingly colorful package Most hard finish carbons produce a paid off in smarter copies and greater 
is designed to capture the heart of dull gray letter on electric machines. mileage. Why wait? This is the ené 
any typist. And from the moment she Not CRESCENDO. The color comes of the rainbow. Write us today for 





puts a sheet in her machine, she’s through black as a tax collector's Free samples. 






Seen CARBON CAPERS ? 
If you'd like to receive « optes 


of this informative House Organ regularly, 
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PEERLESS Lag i, COMPANY 
L\ 


General Office and Factory : Peerless Place 


Newark 12. New —— 
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This is the most exciting portable in America: the Olivetti Lettera 22. 
It is elegant, light, compact, complete. It provides all the important 
features of office typewriters (including keyboard-set automatic tab), 
plus unique Lettera typeface (optional), half-line and half-letter 
spacing, and a handsome travel-case. 

It is a Life-advertised brand. Four full-color ads in a three-month 
period (mid-March to mid-June) are giving Olivetti dealers powerful 
support. 

It is ideal for the home, school, travel, and business gift markets. 
Right now it’s a big graduation-gift item, backed by Olivetti’s special 
Graduation Promotion Kit. 

It is a trouble-free product from an experienced manufacturer. 
Olivetti, in business 50 years, has made three million typewriters, 
including a million portables. 

It offers dealers full-profit opportunities on every sale. For informa- 
tion, write Portable Division, Olivetti Corporation of America, 


375 Park Avenue, New York 22, N.Y 


olivetti 









HTT 
ltalic Styling © 





A NEW CONCEPT OF EXECUTIVE ENVIRONMENT 


Through Italic Styling, executive offices can be tailored to the 

precise character of a company —and the personality and taste 
of the individual. This is possible because of the limitless variation 
of this magnificent furniture, the focal point of Italic Styling, 


and equally flexible decorative elements and accessories. 


This outstanding, new furniture line opens a vast new 
market — highly profitable sales to executives 

— another example of our continuing efforts to keep 
the GF franchise the most valuable in the industry. 
GF Studios, Dept. X-13, Youngstown 1, Ohio. 


Division of The General Fireproofing Company. 


6} iulic Sfyling BY GF STUDIOS 
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QUICK SERVICE 


Seeeeeeeeeenaaee 


Accessories of the Month 


All accessories illustrated and described in 
this issue in the section carry key numbers 1 
to 15 duplicated on the card at the right. If 
you are interested in an item or several items, 
simply circle the corresponding key numbers 
on the card and mail at once. Your inquiry 
will be forwarded to the supplier immediately. 


New Products 


To obtain more information about any of the 
new products in this issue which carry the 
key numbers 16 to 90, simply circle the cor- 
responding key numbers on the card at the 
right and mail at once. Your inquiry will be 
forwarded without delay. 


Sales Stimulators 


To obtain more information about any of the 
manufacturers’ sales aids described in this 
issue, circle the key numbers on the card at 
right which correspond to the numbers as- 
signed to the Sales Stimulators. Mail the card 
promptly. 


New Catalogs 


To obtain copies of recent catalogs or price 
lists described in this issue, circle the key 
numbers on the card at right which corre- 
spond to the numbers assigned to the New 
Catalogs. These requests will be promptly 
forwarded to the manufacturers. 


The handy subscription card at 
the right is enclosed here for 
your convenience. Use it to 
enter or renew your own sub- 
scription, or tear it out and 
give to a friend, salesman or 
employe active in the retail 
office stationery, machine, or 
furniture business. 

Either way you will be helping 
OA to be of greater service to 
the industry. 


INQUIRY CARDS 


OFFICE APPLIANCES 


Please ask the manufacturers, indicated by the key 
numbers | have circled, to send further information 
without delay. 


ACCESSORIES OF THE MONTH 
' 23 4 5 6 7 8 9 1 HF 12 13 14 5 


NEW PRODUCTS 

16 17 18 19 20 21 22 23 24 25 26 27 28 
31 32 33 34 35 36 37 38 39 40 41 42 43 
46 47 48 49 50 5i 52 53 54 55 56 57 58 
61 62 63 64 65 66 67 68 69 70 7! 72 73 
76 77 78 79 80 BI 82 83 84 85 86 87 88 


SALES STIMULATORS 

101 102 103 104 105 106 107 108 109 110 
Hit 112) 1134 SET BEM 120 
NEW CATALOGS 


12) #122 «#1230 «124 «©6125 «©1260«€6127)0«128 «(129130 
13! #132 133) «134 «©135)§ «613606 «61370 «138 = 1139S «140 


SESE 
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May 1958 issue of OFFICE 
Card void after July 1, 1958 


[] Check if additional cards are wanted 
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DRAFTING TABLE 








Mayline Co., Inc. 
615 N. Commerce St. 
Sheboygan, Wis. 
A new May-O-Matic drafting table features 
a steel top with green linoleum covering as 
well as a new type of raising and lowering 
mechanism. Also has foot lever release 
brake and finger-tip lever for tilting board. 
Has shallow drawer, auxiliary drawer unit, 
bookshelf, 5-drawer metal plan files. Sizes 
range from 372 by 48 inches to 42 by 
84 inches 

—Inquiry Card No. 52— 


REPETITIVE WRITING 
MACHINE 





Addressograph-Multigraph Corp. 
1200 Babbitt Rd. 

Cleveland 17, Ohio 

The Addressograph Class 200 ma- 
chine was designed for fast error-free 
repetitive writing in clerical opera- 
tions of all kinds. It also makes it 


possible for large businesses to extend 
Addressograph benefits to every de- 
partment - uch as payroll, ship- 
Ping, routing, billing, mailing, and 
accounting. It addresses, dates, num- 


bers, signs, lists, writes specifications, 
heads statements, and makes carbon 
copies 

—Inquiry Card No. 55— 





HEAVY-DUTY CASTER 





The Bassick Co. 

437 Howard St. 

Bridgeport 5, Conn. 

The S99 three-inch Canaphin 
caster with a wide phenolic- 
canvas type, molded composi- 
tion wheel is capable of carry- 
ing up to 500 pounds — or a 
ton per set of four. It is espe- 
cially useful where low over-all 
height is important; it raises 
the load 1-13/16 inches above 


NEW PRODUCTS  ovtinued 


COLLATOR 





Collamatic Corp. 
Wayne, N. J. 


the floor, maintaining a low 
center of gravity with easy 
swiveling action. This product 
was especially designed for 
heavy electronic business ma- 
chines and is suitable wherever 
heavy equipment must be 
made portable for occasional 


moving. 


—Inquiry Card No. 53— 


WALL CALENDAR 
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Eaton Paper Corp. 
75 S$. Church St. 
Pittsfield, Mass. 


Eaton Paper Corp.’s Nascon 
““At-A-Glance”’ wall calendar is 
suitable for office or home use. 
Has ample space for reminders 
of meetings, payments due, an- 
niversaries, and other nota- 
tions. Past and next month’‘s 
calendar visible on each page. 
Printed in sepia and green; 
Wire-O bound. Retails at 
$1.25. 
—tInquiry Card No. 56— 


This new 20-page collator exceeds 
by 25% the previous number of 
pages which could be collated in 
one motion. The Model 2000 Col- 
lamatic Electric Collator is 
equipped with automatic produc- 
tion control (APC). It is one of 
10 different models, all of which 
feature APC. 
—Inquiry Card No. 54— 


PICTURE HANGER 





Roberts Colonial House 
300 E. 152nd St. 
Harvey, Ill. 


Pictures stay where they are 
placed, says the manufacturer 
of ‘’Priscilla Stay-Strate Picture 
Hanger.’’ Made of aluminum, 
this hanger is 1% by one inch 
at the highest point. The nail 
openings with a center slot 
arrangement assure balance 
and centering of the picture. 
The lower part of the hanger 
is folded up to form a channel 
which prevents picture’ wire 
from slipping. Suitable for mir- 
rors, racks, cabinets, bookcases 
or other wall mountings. Re- 
tails at 29c 
—Inquiry Card No. 57— 


For More Information Use Inquiry Card Facing Page 76 
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WITH THESE APSCO 
SALES STIMULATOR 
PACKAGE DEALS! Sf 
















Here, Mr. Dealer, is a proven, pre-tested plan of stock — never have to over-buy — never lose THE 
developed by Apsco with you in mind—a plan that a sale—and more important get maximum turn ( 
will enable you to show a maximum profit with a over of every dollar invested. Yes, Mr. Dealer, you 
minimum investment —a plan that permits will have to agree the Apsco pre-packaged Sales 
you to select from seven basic pre-packaged Stimulator Deals, the quality and scope of the 
inventory assortments, those best suited to your Apsco line, the unequaled merchandise warranty, 
specific sales requirements —a plan that makes the consumer demand and acceptance created 
available right in your area every item in the by our continuous advertising campaign, makes 
Apsco line through local distributors warehouse Apsco your number one choice in Pencil 
stocks — which means — you will never be out Sharpeners, Staplers and Punches. 


AND TO STIMULATE SALES GET... 


This Complete 7 These 
Direct Mail Campaign © Hard Sell Catalogs 


are yours for the 
asking. They 
describe in detail 
for your salesmen 























Furnished free, 
this compelling 
















series of colorful . or large accounts 
mailing pieces will . the features, uses 
create Apsco and special "Sata Eee 





applications of the 
27 items in the 
Apsco line for 
school and office. 


sales in volume 
for you. 
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YOUR PROFIT 


45% 


mts 


| Bag . al 


WITH STAPLER 


DEAL #477 
This pre-tested Apsco Sales 
Stimulator Package Deal is 
designed to provide an as- 
sortment of 48 Staplers, and 
Staple Removers. Just the 
ticket for the dealer who 
wants a basic inventory at a 
low dollar investment. 

Cost $47.70 Sell $86.34 
PROFIT 45% 





Win 





= 


PENCIL SHARPENER 
DEAL #523 


This Sales Stimulator Pen- 


BIGGER PROFITS 
cil Sharpener Deal contain- 


| lace ing an assortment of 24 


+ units, from the Dexter Super 


YO U a 0 R D ¢ R © 10 to the Midget, provides a 
% 


complete stock in just the 
WITH YOUR 


right proportion to sales. 
APSCO DISTRIBUTOR 


Cost complete $52.38 


Selling Price $88.48 
YOUR CUSTOMERS 


PROFIT 41% 
THE COMPLETE APSCO 
QUALITY LINE 


YOUR PROFIT 


41% 





& 
4 —_ 


ed 


WITH PUNCH 
DEAL #241 


A basic assortment of 6 
Apsco 2 and 3 hole Punches 
that will give you what you 
need to complete your Apsco 
stock. Designed to sell in 
pairs this deal won’t remain 
on your shelves very long. 
Your Cost $24.18 
Sells $40.32 
PROFIT 40% 






YOUR PROFIT 


40% 





: OTHER PRE-TESTED APSCO PROFIT DEALS 


u 






STAPLER 
DEAL 4290 


Contains 12 of the 4 most popular 
Staplers plus 1 dozen staple re 
movers to give you a complete as 
sortment for only $29.01 that sells 
for $51.00. 


PROFIT 43% 










STAPLER 
DEAL #368 


This deal was designed to meet the 
needs of the loca! dealer who sells 
to the home market. Contains an 
assortment of 36 4004 and A-10 
Staplers and Staple Remover. 


Cost $36.84 Sell $62.76 


PROFIT 42% 


PENCIL SHARPENER 
DEAL #198 


Containing an assortment of 12 
Giant, Chicago and Midget Models 
this deal is perfect for the dealer 
who serves the home market. 


Cost only $19.81 Sell $32.43 


PROFIT 40% 


PENCIL SHARPENER 
DEAL #396 


This assortment of 24 Giant, Chi- 
cago and Midget Models wil) pro- 
vide a sufficient stock to meet the 
needs of the local dealer who sells 
the small offices and industrial 
plants in his area. 

Cost $39.62 Sell $64.86 


PROFIT 407 











ASK YOUR DISTRIBUTOR...OR USE COUPON BELOW 





APSCO PRODUCTS, INC. 
P.O. Box 840 
Beverly Hills, California 


Gentlemen: 


Please send me: 
___.____ School Catalogs ____.General Catalogs 


_____.__More information on Direct Mail Campaign. 





Name____ eA anal a 


| wee .- : ial ae 


APSCO PRODUCTS, INC. 
LOS ANGELES, CALIF. + ROCKFORD, ILLINOIS + TORONTO, CANADA 


City State 
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CABINET ‘‘SHOES’’ 





Vanguard Sales Co. 

925 White Henry Stuart Bidg. 

Seattle, Washington 

A plastic “protective shoe’’ for filing 
and storage cabinets has been intro- 
duced by this company under the 
name of V-Guard. Made of Du Pont 
Zytel nylon, this device promotes 
free air circulation and evaporation 
of liquids lodging under cabinets as 
a result of cleaning processes. Makes 
moving of cabinets easier. Easily ap- 
plied by drilling two holes in each 
corner of the cabinet base and tap- 
Ping two tapered posts into the holes 


—lInquiry Card No. 58— 


PLATE MAKER 





NuwAre Co., Inc. 

824 S. Western Ave. 

Chicago 12, Iil. 

The new RP-40 Rapid Printer, 30 
by 40-inch plate size, is constructed 
entirely of steel and finished in the 
regular NuArc baked silver hammer- 
loid. It requires 40 by 50-inch floor 
space and operates on 220V 60-cycle 
AC current. Enclosed 75 amp arc 
lamp and specially designed reflector 
assure good coverage over entire sur- 
face of the vacuum frame built into 
the lid of the unit. RP-40 is entirely 
automatic, fast, and easy to use 
Cost is $695. Bulletin No. 500 de 
scribing it is available. 


—Inquiry Card No. 61— 





BALL POINT PEN 


Autopoint Co. 

3200 Peterson Ave. 

Chicago, Ill. 

The new “’Cargo-Pen”’ especial- 
ly designed for long distance 
office use will be distributed 
exclusively through the sta- 
tionery trade. It is an extra 
long pen which contains a 
“triple cargo’’ of ink, said to 
hold three times more ink than 
an ordinary ball point pen. 
Barrel is transparent showing 
ink level at all times. Available 
in red, green, blue-black at 
49c each retail. With repro- 
ducing ink and the “‘Real- 
Thin” fine writing point the 
price is 59c. Has removable 
clip; cannot smear or transfer, 
and dries instantly, company 
claims. 


—Inquiry Card No. 59— 


TRIANGULAR SCALES 





Alvin & Co., Inc. 

853 Palisado Ave. 

Windsor, Conn. 

Company is now offering a complete 
selection of professional triangular 
scales designed for architects and en- 
gineers. They are constructed of gen- 
uine boxwood, and the faces are em- 
bodied in white plastic for durability 
and_ lightness. Engine-divided for 
sharpness of graduation with divisions 
that assure perfect accuracy with 
colored furrows for quick choice of 
desired scale. Available in popular 
architects’ open divided graduated 
scales, engineers’ fully divided chain 
scales, and combination architects’ 
and mechanical draftsmen’s open and 
fully divided scales. These 12-inch 
models are priced at $4.75 each. 


—Inquiry Card No. 62— 


NEW PRODUCTS <ovinued 


STORAGE CABINET 





Fine Steel Products Corp. 
64 Aibany Ave. 
Brooklyn 13, N. Y. 


The 4ST steel storage cabi- 
net has four adjustable 
shelves, and doors have 
paracentric locking device. 
Width is 36 inches; height, 
72; and depth, 19%. Made 
of heavy,  electro-welded 
steel with chrome hardware. 
Comes in office gray, mist 
green, and desert sand; 
baked enamel finish. 


—lInquiry Card No. 60— 


HECTOGRAPH UNIT 


HERE IT Is! 
THE HEART OF THIS 





TO EDGE 


Columbia Ribbon & Carbon Mfg. 

Co., Inc. 
303 Herbhill Road 
Glen Cove, L. I., N. Y. 
This all new Classic Ready-Master 
unit is available in brilliant purple 
and black — 82 by 11 and 8% by 
14. Manufacturer says it is a new 
concept in the production of spirit 
hectograph, eliminating the cause of 
major staining problem. Pure white 
border surrounds coating which pro- 
tects user’s hands. Treated back adds 
to unit's shelf life. Also features 
“‘Tru-Guide” indicia on the face of 
the folded master unit. 


—Inquiry Card No. 63— 


For More Information Use Inquiry Card Facing Page 76 
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No. 3258. . . This Executive 
Posture Chair with 3-way ad- 
justment combines individual 
seating comfort with decora- 
tive preference. A truly flexi- 
ble chair to meet a wide va- 
riety of tastes. Upholstered 
backs and seats in either top 
grain Leather or elastic Nau- 


No. 3258-CB i gahyde. 





Change the back to fit the season! 


Now your customers can enjoy smart, cool CANE 
backs for hot weather comfort . . . upholstered backs 
in winter, with the new Boling CHanceBak Series. 
Gives them two chairs in one, at a new low price. 
Backs interchange easily, quickly; a screwdriver is the 
only tool needed. 

These handsome Boling chairs 
can give any office a new appear- 
ance, and brand-new seasonal ef- 
! ficiency any time of the year! 
| — Available in Walnut, Mahogany, 
| Light Oak or Softone finish. 
| Seats are upholstered for solid 
! 
| 


3200 


SERIES 





comfort: available also with 
wooden seats in our 2200 Series. 


| 
| 


sea, W-- BOLING CHAIR COMPANY 


YEAR siler city, north carolina 


OA-5/58 81 








NEW DUPLICATOR 
; re * ay j , 








Ditto, Inc. 

6800 McCormick Road 

Chicago 45, Ill. 

One of three new duplicating ma- 
chines in the low-priced field, this 
model is lower and wider than its 
predecessor and operates more quiet- 
ly, company states. The new hand- 
operated model D-30 and the elec- 
trically-operated D-31 have adopted 
the styling and many of the features 
of the more expensive models. Copies 
fall automatically into stacked align- 
ment in receiving tray. Positive regis- 
tration of master to copy is provided 
by knurled wheel in the drum. 
Equipped with liquid contro! dials. 
Has top speed of two copies per sec- 
ond and can handle paper from 13 
Ibs. to card stock without adjustment 
and any size sheet from 3 by 5 to 9 
by 14 inches. Company suggests that 
budget-minded buyers will be in- 
terested in the D-20 model which 
sells for $175 plus tax. New colors 
ore sand gray and green combina- 
tion. 


—Inquiry Card No. 46— 


DEPOSIT RECEIPT ENVELOPES 
Northern States Envelope Co., Inc. 
300 E. Fourth St. 

St. Paul 1, Minn. 

Bank deposit receipt cases are cur- 
rently being featured to dealers for 
resale to banks having mechanical 
deposit systems. These Justrite envel- 
ope cases are especially designed for 
protection of customer deposit re- 
ceipts. Offered in both end-side open- 
ing voucher and open side wallet 
flap style; ample area is provided for 
bank imprint and advertising. Come 
in Red Rope stock or green, blue, 
goldenrod, tan, and scarlet plate and 
embossed fiberines. Dealers may ob- 
tain complete sample kit and price 
list by writing either above address 
or Justrite Envelope Mfg. Co., 523 
Stewart Ave., S. W., Atlanta, Ga 


—Inquiry Card No. 49— 








CONFERENCE TABLE 





eB 


Robert John Co. 

202 S$. Hutchinson St. 

Philadelphia 7, Pa. 

This boat-shaped conference table has 
1¥% inch square tubular legs in the 
same style as the Robert John desk series. 
The legs are available in satin brass or 
satin chrome finish, as well as solid wal- 
nut casing over square steel tube. The 
top is two inches thick and is available 
in hand-rubbed, oil-finish wood—walnut, 
black teak, or birch. It also comes in 
Formica, which styles have a two-inch 
self edge and may be had in 14 colors 
as well as walnut or marble type sur- 
faces. Sizes are from 66 to 96 inches 
in length with widths in proportion and 
over-all height of 29 inches. Catalog 
available. 


—Inquiry Card No. 47— 





INSULATED LEDGER FILE 





Midwestern Mfg. Corp. 
419-20 Lemcke Bldg. 
Indianapolis 4, Ind. 


Latest addition to company’s line of 
Ever-Safe fireproof office equipment 
is this insulated portable ledger file. 
It was designed and constructed to 
offer protection of records without 
necessitating their removal from the 
file. Because it rolls readily, it is 
easily positioned to posting machine. 
Drawer has ten-roller-bearing _ full 
suspension. Equipped with Yale tum- 
bler key lock or combination lock. 
Comes in gray, green, or desert tan. 


—Inquiry Card No. 50— 


NEW PRODUCTS continued 


DESK ACCESSORIES 





H. W. Buschman & Associates 

5132 Shaw Ave. 

St. Louis 10, Mo. 

A contemporary line of executive desk 
accessories in genuine walnut and six 
Scottcraft tones of fine leather and hav- 
ing either cast brass or aluminum fittings 
and bases. Shown here are the filer, the 
smoker, and the writer. Filer is legal size 
measuring 2/2 by 10% by 15%; the 
smoker has two compartments for ciga- 
rettes or cards and a glazed clay ash 
tray which lifts out for easy cleaning. 
The writer offers scratch paper and a 
covered compartment for pens and pen- 
cils. Custom made models in woods other 
than walnut also are available. 


—Inquiry Card No. 48— 


DUPLICATOR CABINET 





| Sea . ME | 
Bohn Duplicator Corp. 
444 Fourth Ave. 

New York 16, N. Y. 

A smartly-styled duplicator and util- } 
ity cabinet which will sell at $39.50 7 
has been added to the firm’s line. It 

is equipped with a touch latch that 

opens and closes at the touch of a 

finger or knee, a full-length piano? 
hinge that eliminates sprung doors, 

self-leveling feet, heavy-duty shelf, 

and alcohol-resistant, hammertone 

finish in two-tone black and fawn. 

Eighteen inches wide, 19 deep and 

with an adjustable height from 29 to 

30 inches. Will accommodate any 

duplicator. 


Aa Pe teen 


—Inquiry Card No. 51— 


For More Information Use Inquiry Card Facing Page 76 
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Lyon Salesman 


—— WRITE US...Let us show you the 
profit possibilities of a LYON Dealership 
7 in your area. Address Sales Department — 








HZ LYON METAL PRODUCTS, INC. 
er General Offices: 528 Monroe Ave., Avrora, Hil. 
Factories in Avrora, Ill. and York, Pa. 
® 
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own, OVER 1500 ITEMS STEEL EQUIPMENT 
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Offer a new surf-green Deluxe Desk 
Dispenser FREE when customers buy 
one at regular price with 12 rolls of 
“SCOTCH” Brand Cellophane Tape! 





“Feces 
a 


+ 
“« 
Oe 
- 





Color-matched with new office furnishings 
Neat, convenient 


Weighted, non-marring 
rubber base 


OFFER ENDS 
JUNE 30, 1958 


DEAL — Customers buy one DEAL *"§” Customers buy one 


handy “SCOTCH” Deluxe Desk Dispenser handy “SCOTCH” Deluxe Desk Dispenser 
and 12 rolls of “SCOTCH” Cellophane and 12 rolls of “SCOTCH’ Cellophane 
Tape (%4"x 1296"). You give them—free— — Tape ("x 1296"). You give them—free— 
a second new surf-green dispenser. a second surf-green dispenser. 


Push “R” and "S” Deal now for bigger year-round tape sales! 


NTARIO. 


BIG MONEYMAKER! 











Miianesora Jfinine ano JVfanuracrurine COMPANY | 
».. WHERE RESEARCH IS THE KEY TO TOMORROW WW 
SSS eH 
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Steel Letter Tray 


Single Drawer Cabinet 


They 
should be 


carried in stock 


Double Drawer Cabinet 


Seal Tab Guide fo r 


quick delivery 
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Monroe, Michigan 
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FELT TIP PEN 


a 





“ 


Cushman & Denison Mfg. Co. 
625 8th Ave. 

New York 18, N. Y. 

A practical feature of the King- 
Size Flo-master felt tip pen is 
its dual purpose cap which 
may be screwed to a factory 
bench or shipping room table 
to serve as a permanently-se- 
cured receptacle. Designed for 
most heavy-duty uses, it is of 
all-aluminum construction and 
is 7% by 11/16 inches. Makes 
marks up to one inch wide 
on anything from metal to 
fabrics. The special cap pro- 
tects the tip when not in use 

—Inquiry Card No. 70— 


FOLDING CHAIR 





The Brewer-Titchener Corp. 
Furniture & Equipment Div. 
Cortland, N. Y. 


“The BTC Chair’ is_ color- 
styled to complement any decor 
and has all the character and 
appearance of comfortable, 
permanent seating, yet folds 
for easy and compact storage, 
company states. Comes in com- 
plete range of models: the Dec- 
orator with fully upholstered 
seat and back; the Panel Model 
with birch or walnut seat and 
back; and the Caribbean Model 
with perforated metal seat and 
back for either indoor or out- 
door use. The Tom Thumb 
Model is a juvenile size chair 
available in any of the adult 
size combinations 
—Inquiry Card No. 73— 












The Globe-Wernicke Co. 
The Norwood 
Cincinnati 12, Ohio 


Side and _ institutional chairs 
built to save walls are part of 
the company’s line of Fine- 
Rest Aluminum chairs. De- 
signed with slightly extended 
back legs which, when flush 
with the baseboard, leave at 
least one inch of space be- 
tween the wall and the chair, 
this wall-saver chair is suited 
to reception areas, halls, of- 
fices, institutions, and wherever 
chairs are subject to frequent 
moving. They are tailored in a 
variety of colors of durable up- 
holstery materials. 
—Inquiry Card No. 71— 


TYPEWRITER RIBBON 

Leedall Products Mfg. Co. 

130 Van Liew Ave. 

Milltown, N. J. 

The new “’Copi-Mate Clean-Change’ 
double spool typewriter ribbon which 
has just been announced has a 
metallic ribbon sheath which enables 
operator to put ribbon on a machine 
without touching it. This product 
can be installed on any make of 
typewriter, domestic or foreign, por- 
tables, electrics, as well as Teletypes. 
The new ribbon is supplied in nylon, 
pure silk, and cotton. Also available 


for specialized uses. 
—Inquiry Card No. 74— 
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NEW PRODUCTS covtinued 


POSTURE CHAIR 
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Garrett Tubular Prod. Co., Inc. 
P. O. Box 237 
Garrett, Ind. 


One of the new HARCO line of 
posture chairs and stools for 
use in schools, offices, fac- 
tories, and institutions. Has au- 
tomatic “‘‘Lift-Lok’’ mechanism 
which provides instant and 
silent adjustment up to eight 
inches by lifting up on the seat 
to the desired height. An auto- 
matic mechanism permits read- 
justment when seat is raised 
to its ultimate height and then 


allowed to return to the mini- 
mum level for adjustment to 


the desired height. 
—%Inquiry Card No. 72— 


SHELF FILE FOLDER 





Acco Products, Inc. 

Riverside Dr. 

Ogdensburg, N. Y. 

Punched to accommodate Acco 
fasteners in any or all of four 
positions, the Acco Shelf File 
Folder is available in any of 
the five standard Acco colors. 
It is made of 15-point genuine 
pressboard and equipped with 
an invisible fastener. No metal 
touches other records, nor 
other folders, file drawers, or 
furniture. Insert sheets, which 
are punched top and bottom on 
both sides, may be ordered in 
manila, kraft or pressboard 
stock. Tabs are available in 
any position for filing cabinet 
and shelf use 

—Inquiry Card No. 75— 
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secretarial posture chair 
geves you deluxe features 
that makes selling 
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Deluxe Comfort-Contoured FOAM RUBBER SEAT 
SHAPED PADDED BACK 


Adjustable in seconds to individual comfort requirements. 


Deluxe GUARANTEED oe 


UPHOLSTERY 

Wipe-clean plastics that 

won't crack or peel—or 4 
luxurious Royalpoint and 


Trilok* fabrics. Dozens of color ; 
combinations to harmonize ie pie 
with any office decor ; ee 


Ly 
q 


Deluxe ALL-STEEL, WELDED ISLAND BASE 


Oven-baked Plastelle enamel finish, unbreakable, 
Mar-Proof plastic scuff guards in complementary colors. 






i / Model 1280 
+ 


\ 
AS | Deluxe SLIM STYLING 
7 | “Modern office’’ design that will look 
i up-to-date for years! 


And It's Competitively Priced. 
See your Royal representative or write: 


ROYAL METAL MANUFACTURING COMPANY 
"TM. One Park Avenue, New York 16 + Dept. 2-E 
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RULER SQUARE 





Kiva Products, Inc. 
550 Hill Ave. 
Glen Ellyn, Illinois 


New ruler equipped with clear plastic 
prism permits drawing of exact right 
angle line without triangle or T- 
square. The prism shows a continuous 
line when ruler is at right angles, and 
a broken line when it is not. Ruler is 
light-weight and non-breakable in 
ordinary usage. It measures 81% by 
1% by % inches. The ruling edge is 
divided into sixteenths on the 8-inch 
side and into millimeters on the 20 
centimeter scale. Comes in a sleeve- 
type package which can be used re- 
peatedly as a protective case. Retails 
at 75c each. 
—Inquiry Card No. 64— 


FLASHLIGHT SCREWDRIVER 





Silver Bells Ltd. 
1637 Del Monte Bivd. 
Seaside, Calif. 


A screwdriver with a built-in flash- 
light comes with four interchange- 
able bits, two Phillip’s Head screw 
drivers, removable chuck, and com- 
pact flashlight unit. Flashlight is us- 
able with or without tool attached, 
takes standard cells. Made of chrome 
finished steel. Designed for use 
in hidden work areas and suitable 
for car owners, hobbyists, carpenters, 
repairmen, electricians, mechanics 
plumbers, and maintenance men 
—Inquiry Card No. 67— 








PORTABLE DUPLICATOR AND 
ADDRESSER 


' =~ 
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Paraplegics Mfg. Co., Inc. 
10068 Franklin Ave. 
Franklin Park, Ill. 


The Dupliket is a low-priced dupli- 
cator and envelope addresser which 
will retail at $14.95. It is pocket- 
size, spirit type, and comes in a kit 
complete with all supplies for im- 
mediate operation. Reproduces any- 
thing that can be drawn, written or 
typed in as many as five colors. 
Master can be made as easily as a 
carbon copy of a letter. Bulletin avail- 
able for the asking. 
—Inquiry Card No. 65— 


PRESENTATION COVER 





Clint Leap Inc. 
2330 Victory Parkway 
Cincinnati 6, Ohio 


Company devised the Jiffold-Ilmmacu- 
late Presentation Cover in response 
to call for a _ universally suitable 
cover for presentation of sales litera- 
ture, price quotations, proposals, and 
the like. Said to be useful for stu- 
dents and professional people also. 
Made of a single sheet of 70-lb. 
white vellum paper measuring 35 by 
11 inches folded to form a cover of 
double thickness for 8% by 11 inch 
papers or documents. Inserts are 
bound by standard wire stitching; 
then the ends of the cover sheet are 
joined, the surface of one edge be- 
ing gummed with a pressure-sensitive 
adhesive. In_ finished form, wire 
stitching does not show. Covers up to 
30 sheets of 16-lb paper 
—Inquiry Card No. 68— 





NEW PRODUCTS ©0inued 


SIDE CHAIR 





Stylex Seating Co. 
911 Walnut St. 
Philadelphia 7, Pa. 


The company’s new office side 
chair features a saddle-shaped 
seat pan cushioned, with 1%4- 
inch latex rubber, measuring 
17 inches wide and 15 inches 
deep Backrest has steel, 
shaped pan cushioned’ with 
Tufflex, a wood cellulose fiber. 
Legs, the wall-saver type, are 
of heavy-gauge square tubing 
with rubber self-leveling glides 
Upholstery is Naugahyde and 
comes in nine colors. Grospoint, 
or combinations thereof, also 
available at extra cost 
—Inquiry Card No. 66— 





Fisher Pen Co. 
7333 W. Harrison St. 
Forest Park, Ill. 


A new Ink-Pen-Cil featuring 
standard, fine, or extra fine 
point is being offered for 
office, school, and home 
use. Constructed of brightly 
colored plastic, the instru- 
ment is of the same size 
and shape as the ordinary 
lead pencil and may be dis- 
posed of when dry. Avail- 
able with ink colors of blue 
and black as well as brown, 
green, red, and turquoise. 

—Inquiry Card No. 69— 
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don’t SLEEP onit... 








Don’t sleep on one of the best sellers in today’s market! Sit on it... 
and you'll know why they are the fastest selling cushion. 


Manufactured under meticulous and scientific control methods, 
C-FoaM maintains lasting resiliency throughout years of constant use. 
Millions of tiny uniform air bubbles GUARANTEE a lifetime 

of COOL COMFORT. 


For the economically-minded customer, we recommend the fast 
selling MOLTEX line. Made of the finest shredded C-FoAM 

and adhesives, MOLTEX cushions are designed for the volume 
market, yet retain the same quality of fabric and materials used 
in the C-Foam line. 


For more profits TODAY, order your cushions NOW! 


MERICAN 
ATES 


PRODUCTS CORPORATION 


3341 WE T EL SEGUNDO BOULEVARD @ HAWTHORNE, CALIF. 
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OFFICE CHAIR CUSHIONS 











All cushions are available in Saran, 
Plastic, Fabric, Fibre and Corduroy 
coverings in a variety of colors. 
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Joseph Dixon Crucible Co., 167 
Wayne Ave., Jersey City 3, N. J.— 
announces newly designed packages 
in two sizes for color crayon pencils 
for schoolroom trade as well as for 
map coloring and sketching. Especial- 
ly designed for display in stationery 
stores and other retail outlets selling 
such products, the package features 
vivid blue and red shades on white 
board background. The 12-penci! box 
is themed to the space-ship era; the 
8-pencil box depicts campus activi- 
ties. The counter display contains an 
over-sized store price spot and copy 
promoting the use of color with cray- 
on pencils. 
—Inquiry Card No. 101— 
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Permacel-LePage’s Inc., U. S. 


Highway No. 1, New Bruns- 
wick, N. J.— is offering this 
new merchandiser to retailers 
for location in _ high-traffic 
areas to stimulate impulse buy- 
ing of company’s tape and ad- 
hesive products. Available with 
LePage’s products on an open 
assortment basis, enabling re- 
tailer to choose assortment 
that will best suit his needs 
—Inquiry Card No. 104— 








Rogersnap Business Forms, 139 
Howell St., Dallas, Tex.—has de- 
signed a special package to serve as 
a vehicle for storing and dispensing 
its carbon second sheets. The new 
Flip Out Dispenser Box was made for 
sales exclusively from the stationer, 
and will make carbon second sheets 
a staple item for him, company 
states. A complete sales presentation 
program for the stationer has been 
developed. It includes a sample kit 
which displays and sells the product 
with illustrations of a time and mo- 
tion study which demonstrated effi- 
ciency of the device, said to reduce 
nonproductive work by more than 
50%. 
—Inquiry Card No. 102— 





The General-Gilbert Corp., 150 
Broadway, New York, N. Y.—is 
backing up its accelerated sales cam- 
paign for the spring and summer 
seasons with a _ seven-color display 
that features either its $119.50 or 
$169 model. The feature of the dis- 
play is the appearance of three color- 
ful animals—a mouse, a bear, and 
a squirrel—to signify silence, rugged- 
ness, and thrift. Appropriate copy 
brings out these attributes about the 
company’s adding machine. Package 
will be sent to General dealers on 
request; it includes a complete ad- 
vertising service with mats, glossy 
prints, envelope stuffers, and an ap- 
propriate promotional order form for 
the dealer’s use. 
—Inquiry Card No. 105— 
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All-Rite Pen, Inc., 241 Hudson St., 
Hackensack, N. J.—has designed a 
special display to promote sales of 
its No. 45 mechanical pencil at 49c 
retail. Shown is the easeled display 
of 12 pencils, having a retail value 
of $5.88. It may be hung on walls 
or conveniently placed on counters 
or near the cash register. 
—Inquiry Card No. 103— 


Autopoint Co., 3200 Peterson Ave., 
Chicago 45, IIl.—has just introduced 
a new counter merchandiser and 
sales dispenser for their new Cargo- 
Pen ball point pen to be sold exclu- 
sively through the trade. Dispenser 
holds one gross: two dozen with red 
ink; two with green; four with blue- 
black; two dozen of the ‘‘Real-Thin” 
fine writing point pens, and _ two 
dozen with reproducing ink. Different 
kinds of pens are boxed separately 
for sale by the dozen. 
—Inquiry Card No. 106— 
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Can you find a flaw in this argument ? 


lay 
lue 


atts The base of an office chair carries the load and takes the hard knocks. 
ters People kick it, scrape it, bump it, and grind sand into it with their feet. 


No wonder the ordinary base looks shabby even in a few weeks. 


You could offer your customers savings if you could sell office chairs with bases that 
would never need refinishing and never wear out. You would make more sales if the 
chairs you offered had this feature, and those offered by most of your competitors 
did not. 


Sturgis office chairs with fiber glass bases sell for no more than most ordinary chairs. 
The Sturgis fiber glass base is unbelievably strong and tough. It will never need to be 
refinished because there is no finish to scuff off. In short, it will never wear out. When 
it gets dirty, a wipe with a damp cloth will make it look like new. 


The Sturgis line contains 33 models to meet every office requirement (15 have fiber 
glass bases). List prices range from $24.50 to $260.00. Trade and quantity discounts 
apply. All models are shipped from either Sturgis, Michigan or Charleston, S. C., 
whichever source provides the lower delivery cost. 


An exceptional selling feature, plus a complete line, plus a choice of two shipping 
points could make it possible for you to increase your chair sales and your profit 
per sale. 
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1rgo- If you have failed to find a flaw in this argument, why not try to make our team? 
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POSTURE CHAIRS 


THE STURGIS POSTURE CHAIR COMPANY e@ STURGIS, MICHIGAN 
General Soles Offices @ 154€ Erie St. © Chicago 11, Mlingis 
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Wilson Jones Co., 209 S. Jef- 
ferson St., Chicago 6, III.— 
has made available this ‘‘Ta 
tum” Pole, inspired by the In- 
dian totem poles. It dramatizes 
the Tatum family of staplers, 
and the people who use them 
are represented as the school 
boy, the housewife, the secre- 
tary, and the executive. The 
“Tatum” Pole stands 32 inch- 
es high, requiring counter or 
window space of 13 by 10 
inches. It is packed with every 
Introductory Assortment TP-1, 
consisting of one of each of 
the four machines. It is also 
available by itself free of 
charge to any stationer stock- 
ing the complete Tatum Sta- 
pler line. 

—Inquiry Card No. 107— 





Alvin & Co., Inc., 853 Palisado Ave., 
Windsor, Conn.—has designed a 
counter display to increase sales vol- 
ume of Paramount = ‘’Constant”’ 
graphite refill drawing leads. Two 
dozen tubes of leads each are con- 
tained in each display, offering a 
choice of popular degrees. Range in 
18 degrees of hardness from 7B to 
9H in standard diameters and full 
5-inch lengths. Two dozen-tube dis- 
play available for $22, priced at 
$1.00 per tube. 
—Inquiry Card No. 111— 


Thomes Collators, Inc., 50 Church 
St., New York 7, N. Y.—will provide 
dealers who write with its new six- 
page bulletin which illustrates and 
describes the new re-designed Thom- 
as collator. Brochure also gives vari- 
ous sales points regarding the utility 
and efficiency of its product 
—Inquiry Card No. 113— 


————SALES STIMULATORS (0”tinued 





Amberg File & Index Co., Kan- 
kakee, Ill_—presents this new 
self-service pack of Amfile Re- 
port Covers. Especially de- 
signed for counter display, the 
five Amfile title window report 
covers are packaged in crisp, 
clean-edged, sealed Polyethyl- 
ene bag with a colorful insert 
showing the 39c retail price 
—Inquiry Card No. 108— 


Garrett Tubular Products, Inc., Box 
237, Garrett, Ind.—has released oa 
four-page brochure illustrating and 
describing the company’s HARCO 
line. Measurements of the various 
models are given and sales points 
are indicated. 
—Inquiry Card No. 110— 
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Fisher Pen Co., 7333 W. Harrison 
St., Forest Park, IIl_—is offering a 
three-stage rocket display of its Ink- 
Pen-Cil which will yield a dealer 
profit of 51%, company states. This 
Flite X-3 display consists of 24 of 
the phone-dialer Ink-Pen-Cils; 24 
Color-Flite Ink-Pen-Cils for general 
use; 12 extra fine points for book- 
keeping; and Repro-black reproduc- 
ing ball pens for duplication work. A 
two-stage rocket display, consisting 
of 24 Dialer and 24 Color-Flite Ink- 
Pen-Cils, is also available. 

—Inquiry Card No. 114— 


Venus Pen & Pencil Corp., 500 Wil- 
low Ave., Hoboken, N. J.—offers a 
new counter display unit featuring 
the company’s three most popular 
dollar pen styles. The ‘’Crystal-Clear’’ 
showcase is compact and convenient, 
enabling the customer to make his 
own selection. National advertising 
is helping the dealers who care dis- 
playing this ‘’Pen-Service-Bar.”’ 
—Inquiry Card No. 109— 
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Weber Costello Co., 1212 McKinley 
St., Chicago Heights, IIl_—is keep- 
ing up with the space age with a 
Satellite Computer for use with the 
company’s globes. The kit consists of 
the Satellite Orbit Scale and the 
Satellite Computer Card, the former 
being placed on the globe, as shown, 
to establish the orbit of the satellite; 
the Computer estimates the westward 
displacement of satellites as they cir- 
cle the earth. Kits are free with 
“Satellite Special’’ globes 
—Inquiry Card No. 112— 


Peerless Imperial Co., Inc., Peerless 
Place, Newark 12, N. J.—is now 
publishing “’Carbon Capers,’’ a bi- 
monthly house organ, to promote in- 
terest in, and to disseminate infor- 
mation about, its carbons and rib- 
bons. Written in light vein, the two- 
color mailing piece contains a pot- 
pourri of business-getting suggestions 
for dealers, trade information, humor, 
and cartoons. Available in quantities 
for dealer’s imprint is a consumer 
folder which accompanies each mail- 
ing of ‘Carbon Capers.’ 
—Inquiry Card No. 115— 
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STEMPEL Mig. Co. 


as 3, Texas 


A new, engineered applicatior of color glar 
is incorporated into the creative design 
manufacture of STEMPCO COLO-CLIPBOA 
An exclusive feature is the specially engine 
colored surface treatment of the high-qu 
STEMPCO steel clips. Boards are finished 

pleasing variety of colors harmonizing with 


several different colors of clips 


OUTSTANDING FEATURES 








Suggested List 

Price, Dozen 
5 x 7%, Memo $10.55 14 
61/) x11 Note 11.05 23 
9 x12!/, Letter 11.45 22 
9 x15'/, Legal 12.55 251 
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Badger, Inc., King at Front St., La 
Crosse, Wis.—has released a mail- 
ing piece which doubles as a file 
folder and which carries extensive il- 
lustrations along with descriptive 
data on the Luxco chair line. This 
folder can also be used by the dealer 
and his salesmen in making Luxco 
presentations 


—Inquiry Card No. 116— 


———— SALES STIMULATORS ‘ovtinued 


Yawman & Erbe Mfg. Co., 1099 Jay 
St., Rochester 3, N. Y.—announces 
its new brochure, No. 4041 covering 
the complete line of ‘““Y and E” steel 
partitions. Detailed specifications are 
shown as well as component parts 
and step-by-step assembly informa- 
tion. Several typical applications of 
steel partitions at various adminis- 
trative levels also given. 
—Inquiry Card No. 117— 


New Catalogs 








York Safe and Lock, Canton 2, Ohio 
-has announced the availability of 
three new catalogs—for the com- 
pany’s one, two, and four-hour sofes. 
These are loose-leaf brochures spe- 
cifically designed to aid dealers in the 
promotion and selling of the product. 
Each catalog carries selling copy. 
—Inquiry Card No. 121— 


Herbert J. Walsh, P. O. Box 516, 
Park Ridge, Ill—has announced 
publication of a catalog illustrating 
and describing his Glad-Mar Quality 
Vinyl Products, stationers specialties. 
Also available is a new price list. 
—Inquiry Card No. 122— 


Tops Business Forms, 107 N. Wacker 
Dr., Chicago 6, IIl_—has released 
two catalogs which deal with inven- 
tory record forms and weekly expense 
reports, respectively. One of these 
concerns the company’s “‘stock Busi- 
ness Forms,’’ prices being given. 


—Inquiry Card No. 123— 


Linton Pencil Co., Lewisburg, Tenn 

has just issued a new Linton Pen- 
cil catalog which illustrates and de- 
scribes the entire line of writing, 
drawing, coloring, copying, and glass- 
marking pencils as well as pens and 
erasers. A number of new items are 
included in this 30-page publication. 

—lInquiry Card No. 124— 


Weis Mfg. Co., 162 Union St., 
Monroe, Mich.—has put out a 
new piece of literature on steel 
cabinets, card trays, and letter 
files with emphasis on color. 
This is a 3 by 6-inch folder 
especially suited for use by 
salesmen 


—Inquiry Card No. 125— 


Apsco Products, Inc., 9855 W. 
Pico Bivd., Los Angeles 35, 
Calif.—has announced its 50th 
anniversary catalog showing 
the company’s full line of pen- 
cil sharpeners staplers, and 
ther products. Price list is al- 
» available 


—Inquiry Card No. 126— 


Penco Metal Products Div., Alan 
Wood Steel Co., 200 Brower Ave., 
Oaks, Penna.—is offering its catalog 
for a new line of steel storage lock- 
ers. Designated as Bulletin B-60, 
this 8-page, two-color booklet deals 
with the new Penco 6000 series, il- 
lustrations of each of the 12 locker 
models being shown. Construction 
improvements also are featured. 
—lInquiry Card No. 127— 
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Smead Mfg. Co., Inc., 
309-311 Second  St., 
Hastings, Minn .—has 
just published a six-page 
envelope mailer covering 
the company’s brief, 
proposal, and _ binder 
covers. Each item is il- 
lustrated, and accom- 
panying_ information 
gives full story on ma- 
terial, construction, num- 
bers, and sizes. 


—Inquiry Card No. 128— 


Ard Mfg. Co., Inc., 19 Vine 
St., Evansville, Ind.—has pub- 
lished a new catalog (No. 17) 
which will be mailed to office 
equipment dealers on request. 
It illustrates and _ describes 
more than 77 items including 
chairs, tables, lecterns, settees 
counters, showcases, costumers, 
and similar products. 
—lInquiry Card No. 129— 


Smead Mfg. Co., Inc., 309 2nd St., 
Hastings, Minn.—has made available 
to dealers a stock record which is a 
convenient file-size method for keep- 
ing inventory of Smead products on 
hand. Order numbers and descrip- 
tions are imprinted on the inventory 
sheets. Dealers can inquire from 
Smead salesmen regarding the meth- 
od of setting up this stock record. 
—Inquiry Card No. 118— 





Arrow Fastener Co., Inc., | Junius 
St., Brooklyn 12, N. Y.— is offering 
its new catalog (No. 13) in which 
new products and new packaging are 
featured. Illustrated catalog also 
shows sales stimulators available to 
dealers. Price list accompanies the 
catalog. 
—Inquiry Card No. 130— 


Invincible Metal Furniture Co., 842 
S. 26th St., Manitowoc, Wis.—has 
issued a four-color brochure showing 
office interiors which include the 
company’s Modernaire desks and 
Modular units. Also shown are var- 
ious style chairs and a conference 
room installation. 
—tInquiry Card No. 131— 


Stacor Equipment Co., 295 Emmet 
St., Newark 5, N.J—tells of a new 
catalog just released which features 
new products and new lines. The 
company’s Lifetime Quality drafting 
and school equipment are described 
in detail, changes and additions being 
indicated. Drawings and photographs 
highlight this 24-page booklet, show- 
ing details of construction. 
—Inquiry Card No. 132— 


Deluxe Metal Furniture Co. (Div., 
Royal Metal Mfg. Co.), 243 Struthers 
Ave., Warren, Pa.—has just made 
available a new catalog containing 
detailed suggestions for correct shelv- 
ing for storing materials. Also feo- 
tured are Deluxe show equipment 
and storage cabinets. The 64 illus- 
trated pages include open shelf filing 
equipment, library shelving, and other 


products. 
—Inquiry Card No. 133— 


Mohawk Tablet Co., 1703 East 
End Ave., Chicago Heights, Ill. 
—announces the publication of 
its new catalog, No. 58, of of- 
fice and school papers. It is il- 
lustrated in color and contains 
many dealer sales hints. Com- 
pany states it is a handy refer- 
ence for the dealer and a valu- 
able tool for outside salesmen. 
—Inquiry Card No. 134— 


For More Information Use Inquiry Card Facing Page 76 
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Catling-Hadley, Ltd., 
In Golden Jubilee Year 


By S. E. Rhodes Lancashire Press Agency 


277 Corn Exchange Building, Fennel Street, Manchester 4, England 


@ ONE OF THE oldest of Manchester's retail establishments 
is now in its golden jubilee year. It is Catling-Hadley, Ltd., of 
Cross St., Manchester, and there is an interesting story con 
nected with the establishment of this conpany. It was way in 
the early days of the century that Felix Hadley decided to set 
up in business as a typewriter mechanic, and for some years he 
visited offices in the city, repairing typewriters and building 
up the basis of what was to become a very big connection in 
deed. 

Came the time when he felt he 
a larger way, and he obtained premises in. John Dalton St., 
Manchester, near the heart of the city’s business quarter. But 
to put a name on the window caused some serious thought. At 
that time, before World War I, “double-barreled 
the vogue. 

So, after due thought, the name 
by Felix Hadley. 

And as Catling-Hadley, Ltd., the firm is known to this day. 

After World War I, Mr. Hadley extended his business to 
London and also Stoke-on-Trent: but the recession of the late 
20’s and the 30's forced him to close these branches, and con- 
centrate on Manchester 

After World War II, extension of the firm 
today it occupies an important site at 47 Cross St., Manchester 
2. It is claimed that the company has the largest typewriter 
service department in the north of England 

Felix Hadley, Jr., has succeeded his father, who is now in re- 
tirement on the South Coast 


could launch into business in 


names were 


of Catling-Hadley was coined 


continued, and 


at the Factory Equipment Ex 
selection of man- 


To be shown for the first time 
hibition, April 14-19, will be Tycoon 
agerial chairs and the “Sitting Pretty” typists’ chairs. The lat- 
ter have P. V. C. beading on both the seat and the back and 
this is high-frequency welded to the Vynide upholstery. This 
feature insures enduring lines and pern 
chair. 


anent comfort of the 


. 

A $1,000 order for drawing pens for Brazil has been re 
ceived by Joseph Gillott & Sons, Ltd., of Dudley, near Birming- 
ham. 

Charles Owens, a Gillott director, told Orrick APPLIANCES 
“Import restrictions have made South America a closed market 
to us for several years past, but this, and some smaller orders 
from other neighboring countries, indicates that the difficulties 
are being eased now.” 

Incidentally, on March 16, Nicholas Gillott, managing direc- 
tor of the company, left England by air to begin an export 
contract tour during which he will circle the world and travel 
nearly 30,000 miles. 

He will be away for two 
have meetings with, his company’s agents and customers in 
Pakistan, India, Malaya, Hong Kong, Australia, New Zealand 
and the United States. The | States, incidentally, has for 
many years been the biggest single export market for Gillott 
pens. 

Mr. Gillott believes that “nothing is mor 


that time will 


important than 


96 


first-hand experience of individual export markets and personal 
meetings with our overseas’ representatives 
« 

Another firm just celebrating an anniversary, is B. T. D. (Of- 
fice Equipment), Ltd., of Cardiff. It is just 21 years since the 
firm opened, and the coming-of-age was celebrated by the firm 
moving into new showrooms in City Road, Cardiff. 

How has this growth and reputation been achieved? First, by 
the thoroughness which marked its service 


Secondly, B. T. D. 
business efficiency and has kept continuously ahead of all new 


has fostered and encouraged interest in 


developments in this field. 

The rapid growth is due to a policy of knowing what is new 
and what is best in office equipment, allied to an honest-to- 
goodness interpretation of the word ‘service’. 

To mark the premises, the company 
staged an exhibition to show the range of products available, 

e 


opening of the new 


An indication of the easing of restrictions in Britain, and the 


more competitive spirit now prevailing, is to be seen in thé 


growing number of catalogs which dealers are mailing 

Not so many years ago the retail trade was bemoaning the 
fact that enough paper was not forthcoming to prepare af 
adequate catalog, in order to tell potential customers what wag 
available. Gradually the position has changed so that now, 
when it is possible for catalogs to be made up, they have be 
come virtually a necessity for many retail houses. 

Incidentally, some catalogs which I receive are not very ik 
lustrious examples of the graphic arts as applied to salesmam 
ship. Indeed, I find that not a few are positively amateurish ig 
their approach 

The trouble—and I know my many friends in this country 
will agree 
not regarded as a potent sales force by many: but the fact re 
mains that business can be done by attractive 
ly turned out catalogs and many dealers in Britain could well 
take a leaf out of the book of the approach in the United States) 

7 

I have been looking at some of the “Gold Seal’ furniture i@ 
the modular range, and was told by a representative that al 
one is required to know is the available space and an idea of 
the number of people to be accommodated, and their status of 
occupation in the office. An indication of the flow of paper 
work is also useful. 

Hundreds of different combinations may be devised with desk 


good busine SS 


pedestals drawet Space, size of desk tops, kneehole room, and 
office arrangements entirely to choice 

[he dealer who is able to offer this service to a potential 
customer is the man who will gain the business. 

s 

Self-selection continues to develop in the retail trade of the 
U. K Indeed, it 
is more than likely that over the next two years or so the ma 
entirely self-selection of 


This is particularly apparent with stationers 


jority of this class of trade will b 
self-service 

Mention of stationers reminds me that the annual conferencé 
of the at Southport this 


year. I understand the date is early Jun 


Stationers’ Association will be held 


Representatives of office equipment concerns abroad, 
visiting in the United States, are cordially invited to 
make the offices of this journal their headquarters. The 
staff at the main office, 600 W. Jackson Blvd., Chicago, 
and the staff at the branch headed by G. C. Wheeler 
at 1023 Pershing Square Bldg., Pershing Square, 42nd 
St. and Park Ave., New York, will be happy to be of any 
possible service. While the facilities at New York are 
not so many as at Chicago, there will be found the 


same desire to serve. 
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is that salesmanship via an effective catalog is still} 
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President 


of 


Swingline, Inc. 
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Gives you 7 good reasons for selling Swingline 


...and only Swingline! 


1. With the entire SwINGLINE line, you eliminate costly in- 
ventory duplication. There’s really no need for 16 different 
brands that do more or less the same thing. When you select 
SWINGLINE, you select the finest! 

2. When you sell SWINGLINE, you sell the best-known, best- 
advertised brand—the brand that is pre-sold to your cus- 
tomers through large-space ads in a host of magazines. 


3. It’s difficult to become thoroughly familiar with all the 
features of all the different lines. But when you feature only 
easy-to-load, easy-to-operate SWINGLINE, your sales people 
really know what they’re talking about! 

4. When you feature only SWINGLINE, our representative 
will have with him, on all calls, a sales record showing what 
your purchases have been, so that you can be assisted in 


deciding exactly what inventory you require! 


S. By eliminating duplications of stock, you not only save 
money On insurance but you save valuable storage space, too! 
You are kept posted on all price revisions, obtain all neces- 
sary advertising and display material, and are in a position 
to purchase maximum quantities at minimum prices! 


6. SwincLine’s stapling machines and staples combine the 

latest in design and modern engineering methods with newly 
developed materials to provide the ultimate in efficient, de- 
pendable, uninterrupted stapling performance. All machines 
and staples are thoroughly tested and carefully inspected— 
guaranteed to build repeat sales! 


7. And, remember...SWINGLINE sells only through the 
dealer! Sell SWINGLINE and increase your profits. 


Swingline INC., LONG ISLAND CITY 1, NEW YORK 


Canada: Saxon Office Equipment. Ltd. 156 Evans Avenue. Toronto 14. Ont 


SWINGLINE HOLDS THE MOST IMPORTANT JOBS IN AMERICA! 
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Are you missing your share of the increased 
profits you may enjoy by handling both 
these blue chip product lines? Burroughs 
fast-selling high-quality adding machines 
and cash registers, plus M &V’s new, revo- 
lutionary Nu-Kote typewriter and pencil 
carbon papers, offer a gilt-edge profit 
opportunity for you. x 


Outstanding direct mail, point-of-sale and 
national advertising have sown the seeds 
of interest in lots of customer minds. 








buenas 
‘FY Personal merchandising service from espe 
cially trained representatives helps make Ga 
the seeds sprout into sales, and the profits 
roll in. lin 
Your Burroughs/M&V representative can fill 
. 4 fill you in on this powerful combination, g20¢ 
and how you can become a dealer for 
Burroughs machines or M&V NuKote, An 
ribbons and supplies, or both. Burroughs 
Dealer Sales Department, Burroughs 
' Corporation, Detroit 32, Michigan. 
| a BURROUGHS—T™ 
BURROUGHS MACHINES -¢ M&V SUPPLIES 
98 oa-5/58 PA-5. 
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Designed by KEN WHITE ASSOCIATES 
for HASKELL OF PITTSBURGH 























% A NEW DIMENSION IN STEEL OFFICE FURNITURE 
COMBINING DECORATOR DESIGN AND MODEST COST 


Gateway is the answer to one of the nation’s greatest needs—a decorator 

line, modestly priced. It’s the new conc.pt designed exclusively to 

fill this growing demand. Now, with Gateway, thousands of executives of 

| taste—bur limited budgets—can enjoy modern office beauty and efficiency. 


POOK 


And, dealers. too. can open the way to new substantial markets! 








j 

! 

' EXCLUSIVE 

| FRANCHISE PLAN 

Gatewa ler iad. ait ge 

ay offers a most unusual plan for 

7 interested dealers. Complete details and HASKE Li 

availabilities on request. See Gateway | (OF PITTSBURGH 

I furniture in full color in new catalog. —— ———= 

303 E. Carson St., Pittsburgh 19, Pr 
OA-5/58 99 
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Bill Gove To Deliver 
NOMDA Principal Address 


One of America’s greatest convention speakers will give the 
opening address at the Milwaukee convention of the National 
Office Machine Dealers Association on 

Oy june 30. 
William “Bill” Gove is that person. 
Mr. Gove is a man who has been 
highly honored by many business groups. 
He was named ‘Salesman of the Year” 
by the National Sales Executives in 1953 
and,.in his home town of St. Paul, was 
selected “Sales Promotion Man of the 
Year” in 1954. In 1952 the sales execu- 
tives sent him to Europe where he con- 





ducted marketing clinics in scores of 


Bill Gove 


cities. 

His record shows that he talks to 100,000 salesmen each year 
at meetings and conventions. In addition, he is retained by five 
national concerns as sales consultant, and writes numerous sales 
pieces for trade journals. He is vice-president and sales director 
of the EMC Corp., manufacturers of magnetic tape recorders. 


Charter Voted to 40th NOMDA Local 


Arkansas Office Machine Dealers Association is the 40th 
addition to the growing list of local associations affiliated with 
the national organization. The new group was organized at a 
state-wide meeting in February, with Paul McWilliams, secre- 
tary of NOMDA, the moving spirit 

It did not take the dealers long to organize. At their first 
meet they elected officers, set meeting dates, named the amount 
of their dues and immediately voted to ask for affiliation with 
National. 

The next meeting will be held in May at Hot Springs. This 
will be a gala affair with the presentation of the charter the 
principal order of business. Wives will be invited and every 
office machine dealer in the state will be asked to take part. 

Officers of the ARKOMDA are Joseph P. Stuart, El Dorado, 
president; D. A. Sparks, Little Rock, vice-president; and 
Norman A. Anderson, Pine Bluff, secretary-treasurer. 


Jules Waedekin Milwaukee Chairman 


When the National Office Machine Dealers Association 
selected Jules Waedekin to head up local activities for its 1958 
convention in Milwaukee, Wis.; they 
chose one of the Association’s greatest 
boosters. Mr. Waedekin has been a 
member of National for many years and 
has been most active on its board of 
directors. His attendance record is almost 
perfect at board meetings and at con- 
ventions 

“We had hoped for years that 
NOMDA would bring its convention to 
our beautiful city and now we are to 
have the privilege of hosting our fellow 
dealers from all corners of the country 
We are looking forward to this event with great anticipation 
and are sure that everyone will have a wonderful time as well 
as take home scores of valuable ideas they can use in their 
businesses,” declared Mr. Waedekin 

Convention dates are June 29-July 2 at the Schroeder Hotel. 





Jules Waedekin 


Appoint Victor Adding Service Manager 


Frank Rogers has been appointed service manager of the new 
Providence, R. I., branch of Victor Adding Machine Co., A. S. 
Ballay, national director of service, announced in Chicago 

E. B, Cogan is manager of the branch, 230 Broad St 
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Steinke Stein Spurs NOMDA Contest... 


Continuing the long line of 
distinctive prizes that have 
been offered by NOMDA presi- 
dents in membership cam- 
paigns, Harold Steinke of Up- 
per Darby, Pa., has kept pace 
by furnishing something to go 
with his name. It is a beautiful 
imported stein on which will 
hang a silver plaque with the 
suitable engraving for the 
winner. This trophy will go to 
the NOMDA member outside of 
the local associations who signs 
up the most new members in 
the organization’s current mem- 
bership drive. The award will 
be made at the Association's 
Milwaukee Convention June 
29 to July 2. A minimum of 
five new members is required 
in order to qualify in the com- 
petition for this prize. The con- 
test ends May 31. 
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Ladies Activities’ Chairman Named 

Mrs. Ellen Waedekin has been named Milwaukee chairman 
for the activities of the Ladies of NOMDA when they meet in 
her home city June 29-July 2 at the 
Schroeder Hotel. This will be the second 
meeting of the feminine contingent since 
they set up a separate organization if 
Houston. Pittsburgh hosted their first 
meeting and everything was so successful 
that there will be another well-rounded 
program this year. 

Mrs. Waedekin has attended NOMDA 
conventions for many years and is a firm 
believer in their value. With the added 
attraction of a complete ladies self 
conducted program she finds even mor€ 





Ellen Waedekin 


reason to be active at these annual affairs. 





Milwaukee Committees Busy . . . Due to the efficient work 
done by the Milwaukee committee chairmen, there is littl 
to be done locally but buttoning up a few last-minute details 
for the 1958 international convention and trade exhibit to be 
held in the Wisconsin city June 29-July 2 by the Nationd 
Office Machine Dealers Association. The Schroeder Hotel will 
be headquarters. In the above photograph are committeé 
chairmen as follows: Seated (left to right): Ed Rudolph, hospi 
tality; Mrs. Ed Rudolph, co-chairman of the same committeé? 
Mrs. Jules Waedekin, ladies; and Jules Waedekin, Milwatt 


kee chairman in over-all charge of arrangements at the local 


level. Standing (left to right): Jack Feltz, transportation 
Henry Baime, publicity; William Gardien, antique typewritely 
display; and Ray Kuehn, finance. 
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THE SECRET INGREDIENT OF THIS 1 
FINE WOOD DESK IS...STEEL! le.) 


fundamentals... 


Here are the fundamentals of good design, sound construction, 
ee 
fabulous value! You get the warmth and distinction of rich, 
rubbed walnut... plus the sturdiness and durability of a free 
standing, all-steel inner frame, with laminated plastic tops 


and square, tubular steel legs. 


It brings wood furniture back into generai offices, because 
it costs no more than steel; far less than fine conventional 
wood furniture, well within the reach of executives on a budget. 
Its amazing flexibility and versatility suits every purpose from 


executive office to general office. 


WRITE FOR FULLY ILLUSTRATED CATALO‘ 


fundamentals... THE OFFICE FURNITURE DIVISION OI 


EISEN BROTHERS INC. 1601 Willow Ave., Hoboken, N. J 


PLANTS: Hoboken, N. : a | en. N. J Noblesville Ind McGregor, Texas 


work 


little 
tails 





industry Meetings 





Head meme . at joint meeting in 
New York City. From left: SEATED— 
Paul Fisher, Fisher Pen Co.; Mrs. Fisher; 
Dr. Ralph D. Cies, Ralph Cies Associ 
ates; Carl Judkoff, Cantigny Printing & 
Stationery, and Al Pickar, Acme Print- 
ing & Stationery. STANDING—John 
Fisk, All-Rite Pen Co.; Stanley Geismar, 
Joshua Meier Co.; Mrs. Pickar; George 
Nicklaus, Silver Stationery Co., and 
George Reichman, Mooney’s, Inc 


N.Y. Stationers’ Group, 
Travelers, NSOEA Meet Jointly 


More than 300 members of tl Association of 
New York, Metropolitan Travelers Association, and Region 13 
NSOEA, joined forces on March 13 for their annual joint meet- 
ing. 

Preceding the dinner meeting at the 
Metropolitan Travelers were hosts at a 
gether hour. 

Carl C. Judkoff, Cantigny Printing & Stationery Corp., New 
York City, sporting a California sun tan resulting from a re- 
cent trip to the West Coast and Las Vegas, introduced the 
chief officers of the various groups who were seated at the head 
table. 

Governor Pickar got the meeting off to a pleasant start by 
highlighting some of the events, both business and social, await- 
ing members at the regional meeting next June at Grossinger’s 
Country Club. 

One of the stand-out features to be offered at the regional 
was described briefly by Woodrow (Woodie) Spear, Industrial 
Office Supply Co., Newark, N. J. Holding a gayly-wrapped 
gift box marked $2,000, Woodie promised that dealers at the 
13th Regional would have a peek at what the box contained 
and how its contents can fight back at unfair price competition 
called for 


Stationers 


Belmont Plaza Hotel, the 


cocktail and get-to- 


Entries to the “Name the Region Contest’ were 
by Governor Pickar who reminded one and all of the free 
registration at Grossinger’s which awaited the winnet 


Hear Dr. Cies, Fisher 


The first of the evening's two guest speakers was Dr. Ralph 
D. Cies, Ralph Cies Associates, Marketing and Research Con 
sultant to NSOEA. Dr. Cies previewed a few of the things he 
will speak about at the regional meetings. His talk dealt with 
today’s sagging profit picture, its possible remedies. 

Paul Fisher, president of Fish« 
events during his business career, his succe 
An example of his strong beliefs was described when he told 
of serving 12 days in prison ratl allow Labor Depart- 
ment inspectors to examine his books in behalf of the Wage 
and Hour Law. After his release, the books were audited and 
found to be in order but Mr. Fisher pointed out that he was 
standing on principles under rights guaranteed by the Fourth 
Amendment to the Constitution 

Mr. Fisher told of his ambitions to create the 
point pen in the world. He a tted that he has not as yet 
been able to do so. He had with him a nui 
were produced but not on sale because, as he put it, 
just another ball pen and the w just another: 


causes and 
r Pen Co., traced some of the 
hi sses and his failures 


than 


finest ball 


ber of pens which 
This is 


, 
does not need 


ball pen’. 
The committee responsible for staging the joint affair was 
composed of Sophia Ehrlich, executive secretary, Stationers As 


sociation of New York; Milton Stone, Stone-Newman Associ 
ates; Martin M. Moldow, Martin M. Moldow Associates: 
Herbert Grayson, Ace Fastener Corp.; Irving Judkoff, Cantigny 
Printing & Stationery Corp., New York City, and Harry Fen- 
sterheim, S. E. & M. Vernon, In 
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Wood Office Furniture Institute 
Elects J. K. Boling President 


Meeting in Washington, D.C., for its 16th annual session, 


the Wood Office Furniture Institute elected new officers 
headed by J. K. Boling, vice-president 
of the Boling Chair Co., Siler City, 


Others named are: 
Gilbert B. Bosse, pres- 


Evansville, 


N.C., as president 
Vice-president 
ident of Imperial Desk Co 


Ind. 
Secretary-treasurer—T. R. Pitts, vice 
president or Myrtle Desk Co., High 


Point, N. ¢ 
President Boling 
address to the Institute membership after 
J. K. Boling being gavel by Ex-president 
Raphael Blessinger of the Jasper Desk 
Co., Jasper, Ind. He underlined the necessity of intra-industry 
co-operation and expressed genuine confidence in the future of 


delivered his first 


given the 


the office furniture field. 

Not to be unrealistic, saying: 
We have made great strides in our industry and we can com 
tinue to make great strides. But the months and years ahead 
will be [hey are not times for the 
complacent, not times indeed, for the divided and disunited’y 

[he three new WOFI officers possess a wealth of experience 
in the office furniture industry. Jim Boling, Gil Bosse and Tom 
Pitts have literally grown up in the industry. They bring with 
them a rooted tradition and pride in the manufacturer of office 
are the first to adapt 
unanimous vote 


howeve! he concluded by 


decidely perilous times 


at the same time, they 
to changing circumstances. They re 
of confidence from the WOFI membership 


furniture, while 


eived a 


Business Show Held in Philadelphia 
Philadel- 


Sponsored by the Office Equipment Association of 
an attend- 


phia, a business show in that city recently attracted 
ance of more than 8,000 persons to view the exhibits of 60 
companies 

manufacturers of office 
equipment and supplies make up the association headed by 
R. Binney Tower, F. S. Webster Co., president; George B 
Bauer, Banner Business Systems, vice-president; James Shaugh- 
Ward Co., and Frank Schober, Shaw 


Branch managers of more than 50 


nessy, D. | treasurer, 


W alke r Co secretary 
Highlights of the show included the exhibition for the fist 
time of three medium-size electronic computers by Royal M¢ 


Bee, Underwood and Monroe. 

Davidson Duplicator Co., represented by T. J. Murphy & 
Co., demonstrated the new offset achine which can change 
plates automatically while the machine is still in motion. Royal 
Co. had its 10 millionth typewriter on display. 
business which a_ stock 
was represented and Walston & Co. had repre 


quotations on the variow 


[Typewriter 

It was probably the first show in 
broker s hous 
sentatives at all times to give out 
stocks in the office equipment field as well as other informé 


tion concerning investments. 
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Corbon Papers + Inked Ribbons + Carbon Paper Ribbons + Carbon Copy Sets + Spirit Carbons + Master Units + Printed Master Sets « Duplicating Supplies + Copyholders 





EXPERIENCE reflected in manufacturing perfec- CONFIDENCE in products and service... 
tion as a result of sixty-three years of uninterrupted produced and distributed by one of the few 
production... combined with the most modern mer- remaining Owner-managed corporations in the 


chandising and packaging methods. ribbon and carbon industry. 


CURTIS-YOUNG CORPORATION 


110 West 18th Street, New York 11, New York « ORegon 5-3636 


U.S. CARBON & RIBBON MANUFACTURING CO., INC. 
621 Cherry Street, Philadelphia 6, Pa. * WAlnut 2-1416 


DUPLICATING PRODUCTS THAT REFLECT YOUR GOOD JUDGEMENT 








G/W Dealers from 
24 States Attend 
Sales Conference 


Pictured at right are groups attend- 
ing the Globe-Wernicke sales con- 
ference in Cincinnati, Ohio. Top — 
Meeting of February 10-12; Middle 
— Meeting of February 17-19; Bot- 
tom — Meeting of February 24-26. 


Product Demonstrations, Factory 
Tour Highlight G/W Conference 


More than 100 Globe-Wernicke dealers from a 24-state area 
attended an intensive sales conference at the Cincinnati (Ohio) 
home executive offices and plant. Headed by Globe-Wernicke's 
general sales manager R. W. Sprott, meetings were divided 
into three three-day sessions on February 10-12, 17-19, and 24- 
26. 

Meetings were opened by R. Herman Hammer, company 
president, and Elmer G. Rahe, vice-president-sales, who took 
an active part in the proceedings. New production methods and 
features of Globe-Wernicke’s Executive Techniplan; metal 
modular equipment for top management offices, highlighted 
the three-day sales school programs 

Product demonstrations and a factory tour to acquaint 
dealers with new items scheduled for early summer introduc- 
tion were also conducted by company officials 

Annual sales schools are sponsored by The Globe-Wernicke 
Co. to keep its national dealer organization informed on latest 
office equipment developments and general product informa- 
tion. 


N. Y. Office Machine Dealers Convene 


Jack Widmer of Widmer Time Recorder Co. demonstrated 
his firm’s rapid print line at the March meeting of the Office 
Machine Dealers Association of New York held at the Ad- 
vertising Club. 

President Harry Ritchie, Addressing Machine & Equipment 
Co., New York, introduced Mr. Widmer who proceeded to 
demonstrate several of the models which were on display. 
The members were shown the automatic electric time stamp, 
electric mumbering machine, automatic check signer and 
payroll recorder. About 30 different models are manufactured 
by the company, explained Mr. Widmer, all of which have 
application in many different industries and for as many dif- 
ferent jobs. 

Following the demonstration the members were invited to 
ask questions and personally inspect the machines on display. 
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L. M. Brown Attends Foreign Aid Conference 
The stationery and office supplies industry “was represented 


at President Eisenhower's Conference on the Foreign Aspects 
of U. S. National Security. 

At the invitation of the President, Louis M. Brown, president 
of the Eberhard Faber Pencil Co., attended the February 25 
meeting, for which Eric Johnston was chairman. 

In a statement which was carried by newspapers in many 
parts of the country, Mr. Brown declared that Americans are 
baffled by the question of foreign assistance because they do 
not understand it. He emphasized that his views were marked 
by a businessman's conservatism. 

“I accepted the President's invitation to participate in the 
Conference,” declared Mr. Brown, “because people appear to 
fear foreign assistance. They should be informed of exactly 
what it means to them in terms of their lives, of national se 
curity and of taxes, too.”’ 

If a sense of its true urgency were conveyed, he said, the in- 
dividual American would be more interested than he is in a 
foreign aid program, and “this sense is best conveyed on a 
community level, in the places where we live and work”. 

Mr. Brown explained: 

“We do not live just in homes, offices, and factories, but also 
in service clubs, school boards, youth movements, fund drives, 
churches and fraternal organizations. A community-leader— 
whether businessman, clergyman, labor union official or pro- 
fessional man—develops responsibilities extending beyond his 
own community and immediate field of work. This is the key 
to conveying understanding of America’s ever-increasing pat- 
ticipation in the community of the world 


Penn.-N.J.-Del. OMDA Holds Meeting 


The Office Machine Dealers Association of Pennsylvania, 
New Jersey and Delaware in recent meeting enjoyed a sound 
color film from Burroughs Corp. which depicted progress 
from the first adding machine to present electronic machinés. 

It was announced that an IBM dealer training course will be 
set up and dates will be announced soon 

Arrangements were made for the annual Spring Frolic. 
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____. 285 Rio Grande Blvd. e Denver 23, Colorado 











MANUFACTURING COMPANY 


Established 1906—manufacturers of world famous Klean Write 


stencils and nylon ribbons. 
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When your customers try it they'll buy it. Just a touch of 
the Klean Write Ball Pen to any writing surface and there's 
miles of smooth effortless writing at their fingertips. Never 
a skip or smear because Klean Write inks flow instantly 
... dry instantly. Needs no refills... the world's finest 
“throw-away” pen. 


8 CLEAR LINE COLORS 


Blue, Black, Red, Green, Brown, Gold, 
Lavender, Turquoise 


3 GOLD STREAK POINTS 


The Premium Medium Point for every 
general use. 3 


The Executive Point for auditors, 


secretaries, doctors. 49¢ 


The Multi-Purpose Point for laundry and 


dry cleaning marking, also special 
photo print pens for Thermo-fax and 
other copy machines. 5 


Just fill in the handy order blank below and order 
Klean Write Ball Pens today! 





To: FRANKEL MANUFACTURING CO. 
285 Rie Grande Bivd. « Denver 23, Colerade 


Please send me a trial order of a gross of Klean 


Ball Pens at your jobber's price. If | am not 100% satisfied, 


| can return the order and receive full credit. 


Nome 








9¢ 


9¢ 





Write 





Adress__ 





City Zone Stote 
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In Action . . . from left: Burham Matthews, president of Offu- 
reps; Hugh T. Morgan, presiding at session; William M. Me- 
Neill, Union Carbide Corp., guest speaker; Robert Spellman; 
WOFI 



















Sales Clinic Leaders . . . REAR—Robert Gibby, Desks, Inc.; 


Robert Spellman, WOFI; C. W. Goodman, Union Carbide Olivetti Corp. of America Dealers 
Corp.; Milton Stone, Stone-Newman Associates; SEATED— See Special Presentation in N.Y. 


William DuBois, Union Carbide Corp.; William M. McNeill, 
Union Carbide Corp.; Burham Matthews, Security Steel Prod 
Corp.; Hugh T. Morgan, mfrs. rep 


Olivetti Corp. of America dealers, sales force and special 
guests were invited to the Waldorf Astoria Hotel in New York 
City March 12 to witness the special presentation which 
launched a 90-day advertising campaign in Life magazine. 

The program began with a filmed presentation of the “Oli 


Offureps Club of New York vetti Story’. The films in sound and color took the viewers on 
Launches Sales Clinics 





New York City 
@ THE FIRST in a series of sales training courses for dealer 
salesmen was launched March 20 at the Brass Rail Restaurant 
in New York City. Sponsored by the Offureps Club of New 
York (office furniture representatives), the sessions are de- 
signed to help the dealers’ salesmen do a better selling job, 
both inside and outside his stor: 
President Burnham Matthews, Security Steel 
OA Equipment Co., welcomed the crowd of over 115 
to the opening class and introduced Hugh T. 
Staff ae 
Morgan, who was to guide the proceedings. Mr 
report Morgan outlined the idea behind the courses and 
spoke briefly about future classes, the topics to be 
discussed and the speakers who will be on hand 
To kick off the evening's session was William M. McNeill, 
Purchasing Division of Union Carbide Corp., whose topic was 
“Salesmanship of Purchasing Mr. McNeill described the 
nt looks for and expects of a 








things which a purchasing 
good salesman, which include among other things a working 
knowledge of his product and its manufacture, that he be 
thoroughly familiar with costs and shipping information, and 
that he possess an understanding of his customers’ problems 

A purchasing agent is dependent upon the salesman, de 
clared Mr. McNeill, as a source of supply for new products, 
new ideas and good service. A firm must be “sold” on the 
products obtained for them by their purchasing agent, who be 


-omes a better salesman himself with the help of the man who . 
ree b 15 ii Enrico Miserendino, general sales manager Olivetti, 


calls on him each day. ; comes dealers and special guests 

The group heard from Robert Spellman, executive directo: 2. Chester J. Krainik, CBS Business Equipment Corp., Hacken- 
Wood Office Furniture Institute, who explained how a sales sack, N. J.; Robert M. Woletz, Modern Business Machines 
man must be many people rolled into one—an engineer, a doc- Corp., Newark, N. J.; Edgar Noll, Noll Business Machines, 


consultant, business man, investment Philadelphia; Russ Snyder and Tom Coyle, Valentines, Inc., 
Trenton, N. J.; Guido Lorenzotti, vice-president, Olivetti 


‘ 


Corp. of America; David Colin, Universal Business Ma- 


tor, a public relations 
counselor, and many more things. For in each of these profes- 








sions there is a special knowledge that must be utilized at on ’ 
F , chines, Milwaukee, Wis.; and Stanley B. Wolff, assistant 
time or another by a salesman when trying to sell a custome! ‘ ; ‘ 
TE eis URE sakes thes 5 a, nite alhas aa ad to the president, Olivetti Corp 
a os oe © Tee ee Py eS ie 3. Ralph H. Weiss, Eric Steiner, Inc., New York City; S. Hi 
psychologist for it is his job to size up his prospect, know what Halpern, CBS Business Equipment Corp., Hackensac 
his weaknesses are, and the best approach to use in closing the N. J.; Lawrence Kurtzberg, Kurtzberg’s Commercial Sta 
sale. tioners, Bayside, N. Y.; Samuel L. Cohen, Union Busines 
Introduced from the head table were Robert Gibby of Desks Machines, Union City, N. J.; Edward Morse, Bronx Typ 
Inc. and president of the Area Chapter of NOFA: C. W. Good- writer Co., New York City; A. A. Cuneo, Century Addi 
man and William DuBois, purchasing division, Union Carbide Machine Exchange, New York City; N. J. Bonsanti, Ce 
C ; : j tury Adding Machine Exchange, New York City; Albert J 
corp., and Milton Stone, Stone Newman Associates, past pres : : 
toe of Ciferens Club Nash, mgr. dealer sales, Olivetti Corp.; and L. L. Scheimé 
' ) 2 —~pc Dp ' 
ee re vitz, GBS Business Machines, Brooklyn. 
In addition to the stimulating session, the dealer salesmen 
present were treated to dinner and refreshments, all of which a grand tour of Italy, while the cameras peered into the homé 
led to the unanimous opinion tha courses to follow would factories and faces of the people who make the office machingg J 
- raaok P ——— ey | ee z ; : A a / 
be as successful as the initial class peen which bear the Olivetti label. Ed Zern of Geyer Advertisif l 
John H. Barnes, manufacturers’ rep and Arthur Foley, Peet introduced the films 
less Steel Corp., were two of the hard working committeemen General Sales Manager Enrico Miserendino thanked t 
who did so much to put the evening over dealers and other guests for their presence 
e Stee! 
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@ Seid for our latest catalog 
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your company is judged 


by the office you keep! 








Across America, Cole Steel Equipment has been chosen to conv: 
the character of famous corporations, important small business¢ 
and thousands of distinguished professional offices. Through fur 
tional design, Cole Steel furniture increases efficiency and add 
dignity to your office. Dollar for dollar the greatest ' lt 
steel furniture. Create a “new look” for vour office with ¢ 


Dole Steel Equipment Co., Inc. - 415 Madison Ave., New York 17, N. Y. - Canada: 329 Dufferin St., Toronto, Ont \* of 0) 8 3 -STEEL » 














Horder’s Inc. Holds 
Famous Brands Sales Rally 


To celebrate the opening of its Famous Brands Spring 
Value Days promotion, Horder’s, Inc., Chicago, gathered its 
155 sales people, executives and guests 
for a roast beef dinner in the Carson 
Pirie dining room on the evening of 
Wednesday, March 12. Willis Wolf, in 
charge of the eight Horder retail stores, 
acted as master of ceremonies. 

Following brief introductory remarks 
by H. W. Jacobsen, then president, and 
by Vice-Presidents H. J. Seigle and A. J. 
Peters, the meeting was addressed by 
Dr. Herbert True, assistant professor 
of marketing at the University of Notre 
Dame, and special management consult- 
ant to such companies as Johnson's Wax, General Electric, In- 
ternational Mineral and Chemical, and the Chicago Tribune. 
His subject was Creativity as applied to the techniques of 
selling office supplies and equipment and with special empha- 
sis on what could be done by all Horder sales people as their 
share in contributing to the success of the huge spring pro- 
motion. 

Dr. True, 2 dynamic speaker who made frequent use of 
sleight of hand to illustrate his points, laid great stress on the 
ability of each sales person, regardless of age, sex, education or 
previous experience, to develop himself to become a more pro- 
ductive sales person. Citing eminent personages by the dozen 
who had overcome all the commonly recognized handicaps to 
become leaders in their fields, Dr. True had his audience spell- 
bound during his entire presentation. Later comments from 
sales people in attendance, coupled with a notable increase in 
store sales during succeeding days of the promotion, testified 
to effectiveness of his message. 

Following the program, 
promptly at 8:30, three lucky people went home the richer for 
having won the draw prizes offered. The first prize, an Admiral 
portable television set, was won by Al Prince. The second, a 
handsome Kodak camera set with flash attachment, went to Mrs. 
Pat Corbino, and the third prize, a carving set, became the 
proud possession of Nick Furio. 

Commenting on the results of the promotion, Vice President 
Seigle said: “In spite of a so-called business recession, we feel 
that this Famous Brands promotion was among the most suc- 
cessful in our entire history.” 





Dr. G. H. True 


which concluded on_ schedule 


Connecticut Valley Stationers Elect 


The Connecticut Valley Stationers Association met in 
February to elect officers for the 1958 term. Kenneth Conklin, 
Springfield Office Supply, Springfield, Mass., was named as 
president. 

Others officers elected were: Harold Begston, Adkins Print- 
ing Co., New Britain, Conn., vice-president; Robert Fargo, 
Frank H. Fargo Co., Bridgeport, Conn., vice-president; Burton 
Horrow, Plimpton’s, Inc., Hartford, Conn., vice-president; Ray- 
mond Vincent, Eberhard Faber Co., vice-president; Everett 
Scanlon, Hartford Office Supply Co., Hartford, treasurer; and 
Robert McNulty, John Molloy Co., Meriden, Conn., secretary. 

The board of directors includes Richard Kilpatrick, Hart- 
ford Office Supply Co., Hartford, retiring president; John Odell, 
Gustave Fisher Co., Hartford; Joseph Yates, Jr., Joseph F. 
Yates, Inc., New Haven, Conn.; Charles Hennion, Mattatuck 
Stationery & Furniture Co., Waterbury, Conn.; Raymond 
Scheppack, Scheppack & Goekler, New Haven, Conn.; and as 
auditor, Gary Dell, Bert & Dell, Hartford. 

During the meeting, a discussion centered on the possible 
consolidation of Regions 1, 2, and 13, NSOEA. It was general- 
ly decided that this was not a good move at this time. 


Shredmaster Corp. Takes New Location 


The Shredmaster Corp. announces that it is moving to new 
quarters at the Holland Plaza Building, 75 Varick St., New 
York 13, N.Y. 
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Honored Employees . . . front row, left to right: Robert Ander. 
son, 30 years; Louis Bonino, 28 years; Ralph Poore, 31 years; 
Charles Weede, 27 years; Mrs. Omar Boyd, vice-president; 
Robert H. Garretson, president; Georgia Blaustein, 34 years; 
Jerry Miller, 29 years; Joseph Sanchez, 32 years. Back row; 
Edward Leppek, 35 years; Harold Hall, 29 years; Edward 
Machado, 29 years; Carl Nelson, 27 years; William Carey, 26 
years; Frank Bickhaus, 26 years; Joe Carmona, 33 years; Wil- 
liam Fisher, 34 years; Walter McNevin, 34 years; Lonnie 
Creasey, 33 years; and Clyde Wright, 37 years. 


Stationers Corp. Honors Employees 
With 25 Years or More Service 


Nineteen employees of Stationers Corp., were honored re 
cently in a surprise presentation at a luncheon held at the Bilt 
more Hotel in Los Angeles, Calif. 

Robert H. Garretson, president of the company announced 
the formation of a 25 years service club. Employees having 
a continuous service record of 25 years or more were presented 
with gold watches engraved with their names and service 
records. Mr. Garretson and Mrs. Omar Boyd, vice-president of 
the company, made the presentation 


Sales Session Held in Chicago 


As part of their dealer training program, the Smead Mam 
ufacturing Co. recently held a sales meeting at which the sales, 
purchasing and executive personnel of six of Chicago's leading 
stationery firms were in attendance. 





Attend Sales Meeting . . . From left are: FRONT ROW 
— S. W. MacDonald, Commercial Stationery Co.; G. O. 
Stevens, Stevens Maloney & Co. and S. Alengo, Mar- 
shall-Jackson Co.; REAR ROW — Eldon Just, Just & 
Son; Gordon J. Kickels and Richard J. Fuller, Smead 
Mfg. Co.; W. J. Saunders, W. J. Saunders & Co.; and 
R. H. Achtner, Office Stationery & Equipment Co., all 
of Chicago with the exception of Fuller. 


After dinner at Toffenetti’s Restaurant, Gordon J. Kickeb 
Chicago district salesman for Smead, told the 55 persons in @#& 
tendance of the many new items in the Smead line, as well® 
the additional dealer services available through the Chicage 
office i 
Also in attendance at the meeting were Richard J. Full 
sales manager of Smead; Joseph Domanski, Chicago warehout 
manager, and John Crawford, newly-appointed Smead repit™ 
sentative in Illinois, Indiana and Kentucky. 
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Clarin “Reserve Seats” are ideal for sales. 
meetings, training courses, visiting VIPs 

. even coffee breaks! Folded to a trim 
3", they park perfectly in groups, require 
just a closet or corner to bow out ‘til - 
needed. 
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CLARIN 


“RESERVE SEATS” PROMOTION 
MAKES MONEY FOR YOU 


New! A sales concept from Clarin that makes 
folding chairs pay off in big money! It’s 
R.S.V.P.—the sales plan that makes every 
crowded office a hot prospect. Discover what 
R.S.V.P. can do for you and your salesmen . . . 
see how Clarin makes RESERVE SEATS 
VERY PROFITABLE for you. Write, phone | 
or wire TODAY. It’s that important. | 

ra 
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Gaffaney’s Office Specialties Co., Inc., of Fargo, N. D. has 
expanded its operations in the Williston basin with the open- 
ing of a modern stationery and office equipment store in 
downtown Williston, N. D. The firm has franchises on Royal 
typewriters, Victor adding machines, Dictaphones, Friden 
calculating machines, Gestetner and Rex-O-Graph duplicating 


SPS Integrates Sales of 
Columbia Steel, Hallowell 


Standard Pressed Steel Co., Jenkintown, Pa., has integrated 
its shop equipment products with the steel office furniture 
manufactured by a subsidiary to form a complete, plant-wide, 
shop-and-office line. 

A single sales force has been set up to handle it 

The move combines SPS Hallowell products—work benches, 
shelving, cabinets—with the modern office furniture, including 
desks, chairs, modular work units and files, of Columbia Steel 
Equipment Co., Fort Washington, Pa 

The two lines of pressed steel equipment complement one 
another and can more effectively be merchandised and serviced 
by one organization. 

SPS, with its Hallowell line, has concentrated on steel equip- 
ment primarily for industrial shop and school needs. Columbia 


has focused attention on office equipment. 


Create New Sales Organization 
Columbia-Hallowell Prod- 


lines, has been created from 


The new sales organization, the 
ucts group handling the combine 
the sale personnel of the SPS Hallowell Division and of Co- 
lumbia Steel. 

Columbia-Hallowell Products adquartered in a recently 
completed 110,000-square-foot addition to the SPS Jenkintown 
plant, is headed by John F. Embhardt, president of Columbia, 
as general manager. Edwin Y. Bready, manager of the SPS 
Hallowell Division, is general sales manager. Frank B. Puckett 
of Columbia becomes outside sales manager and Harry L. 
Smith of the Hallowell Division, inside sales manager. 

West Coast sales activities of Columbia-Hallowell products 
will center in the new Santa Ana (California) plant of SPS 
Western, recently-created division of SPS for the western 
States. 

Merging of the two sales organizations is expected to 
strengthen the sales position of both companies, widen the 
total market for the combined product lines, and provide more 
adequate and efficient sales coverage, with resulting improved 
service to customers and prospects 
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Gaffaney’s Expands with New Store in Downtown Williston, N.D.... 




















machines, and Shaw-Walker line of office furniture. Gaf- 
faney’s had opened a store on the highway outside Williston 
in 1952, appropriate during the height of the oi! boom, but 
decision to move downtown was made when a new site be- 


came available 


C. S. A. Williams Heads Board 
Of Bates; Son Becomes President 

The election of C. S. A. Williams to the new post of chair 
man of the board and the promotion of his son, C. Edwin 
Williams, to the position of president of The Bates Manufae 
turing Co. took place recently at the company’s board of diz 
rectors’ meeting. 

C. §. A. Williams has been president of the company sincé 
1921. That year he headed a group that bought the firm, which 





C. S. A. Williams 


Cc. E. Williams 


manufactured only the Bates numbering machine at the timg 
from the Thomas A. Edison interests. Mr. Williams had first 
gone to work for Edison in 1914 after his graduation from 
Williams College. 

Today, the firm manufactures a variety of desk appliances 
including hand and electric numbering machines, telephone list 
finders and desk and electric stapling machines. 

C. Edwin Williams, who was graduated from Williams Cok 
lege in 1943, served three years in the Navy and was discharged 
with the rank of lieutenant junior grade. In 1946, he joined 
Bates, starting in the production control department. Aftet 
moving through the firm’s production and sales departments, 
he was made executive vice-president in 1955. 

In his new position as chairman of the board, C. S. A 
Williams will still take active charge of the financial affairs 0 
the company, while his son, as president, will be chief of op 


erations 


Maverick-Clarke Expands Department 

Maverick-Clarke has doubled the space occupied by the oF 
fice equipment and business machines department on the maif 
floor of its San Antonio store. 
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e- ODEN MELix 
‘ Pr BALL PEN 
_ HERE'S THE SECRET—The “Hidden Helix’*... an exclusive > <a 
Spiral mechanism sealed inside the giant cartridge. . . auto- ~ 
matically regulates the mammoth supply of ink to give a ie 

Steady, even flow over the ball-point down to the very last 

drop. It assures unusual writing ease and a clean, uniform 

‘line throughout its long life. *U.S. Patent #2,775,956 





} Grrunows “Stele "’Diifi ly 


A distinctive ‘silent salesman” featuring merchandise 
of unusual beauty and quality at a modest price, and 
producing volume sales. It will make money for 

you on your counter or showcase 


Order display * 15-12-5 
Contains 12 “Hidden Helix” Pens 
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Zac Smith Stationery Co. 
Gets Top Brand Name Award 


From thousands of entries in tl 10th annual Brand Nam 
Retailer-of-the-Yeat competition onsisting of 25 retail cate 
gories, Zac Smith Stationery (¢ 2014 Ist ave., Birminghan 


Ala., has been selected top award winner in the office equip 
ment & stationery stores cat 


The announcement was ma Henry E. Abt, president ot 
Brand Names Foundation, It ponsors of the competition 
who congratulated the store f ts outstanding presentation of 
manufacturers’ advertised bran ring 1957 

In addition to Zac Smith Stationery ¢ four other ofti 
equipment and stationery stores ited with certificates of 
distinction for their 1957 tivities. Th Jacquin & Co 
Peoria, Ill.; Thomas Brotl ( Lubbock, Tex., The R. P 
Lewis Co., Flint, Mich.; ar D. Waldner Co., Inc., Mineola 
N.Y. Both Zac Smith Stationery and D. Waldner Co. receive 
certificates of distinction in last ir’s mpetition 


Hold Dinner April 16 


The awards, known as t O . retailing world 
were presented to thes t rin i dinner in their 
honor held at the Waldorf-Ast mn Wednesday, April 16 
Attending were more than business an ivic leaders 
and the banquet climaxed t natior lebration of Brand 
Names Week, April 13 

These firms were chosen b panel iges composed ot 
the top award winners in the prior year’s competition 

To select the winners, the panel carefully examined comp1 
hensive presentations of ti 157 activities submitted by 
nearly 600 retailers who n selected as ‘finalists’ and 
given an opportunity to compete for the awards. These “final 
ists” had been screened fron ntries comin fror 17 states 
the District of Columbi Alask Hawai Puerto Rico an 
Canada. 

In judging, the panel's d re made primarily on th 
basis of the firm's 1957 bran tisin nd promotional can 
paigns, as well as their « tion of t rs and sales pet 
sonnel about the basic pol f featuring vufacturers’ ad 


vertised brands 


Praises Entries’ Quality 


Speaking of the high qualit tf the entries in the Competi 
tion, Foundation president Henry E. Abt sai 

“Within recent years, th been no ti vhen greatet 
imagination, inventiveness ar nd brand name merchandis 
ing policies were needed in t vorld of retailing 

“The evidence of the anner in which they have met the 
1957 challenges can be seen in the high quality of the presenta 
tions submitted this year. 7 fficient distribution of our na 
tion’s products is a keyston f t economy and the continuing 


effectiveness of retail lead ; needed to 1intain the level of 
our prosperity. 


Winning presentations it Retailer-of-the 


a 


Year Competition were displayed at the Waldorf-Astoria, April 
14, 15 and 16. 

The winning merchants, their families and business associates 
were honored during a thr lebration in New York City 
by civic officials, brand manufacturers, publications and trad 
associations. Major activities in New York included special 
parties hosted by principal national advertising media, as well 
as leading manufacturers. TI ilso interesting special 


tours to New York City points of interest 


Cc. W. Clemen Addresses Boston Stationers 


Sixty-one attended the March 10 meeting of the Boston St: 
tioners Association held at the Smith House, Cambridge 

Guests included George Aigner, president of Aigner Index 
Co., son Clyde, and C. W. Clemen, vice-president in charge of 
sales of the G. J. Aigner Co 

Mr. Clemen gave an informative talk on display, presentation 
and sale of loose leaf indexing, both stock and special. A film 
prepared by the DuPont Co. was shown, revealing the man 


ufacturing processes and varied uses of Mylar 
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‘‘Miss Pen Up’’ Ups Pen Sales 


Perched atop the clip of this 
jiant 12-foot high pen jg f 
pretty Joyce Cole wh has 
been named “Miss Pen Up 
The versize ink pencil is an 
exact replica of a new mode 
pen manufactured by Fisher 
Pen Co. and which is being in. 
troduced nationally by Miss 
Pen U; while making a visit 
to key cities from coast tg 
coa 





Otto Gressens Heads Horder’s, Inc., 
Following Jacobsen’s Resignation 
Otto Gressens on March 20 was elected president of Hor 
In ceeding Harold W. Jacobsen, w! resigned of 
mal if 
Mr. Gressen vho will is chie 
executive oft r of the Chicago oft 
supply and stationery fi is present! 
executly ViC president of Peabody Coa 
Co with which he has been associated 
since 19 Prior to that year he wa 
financial vice-president t Common 
wealth Edison Co 
The new Horder’s In president 1s 
director of Chicago & Great Wester 
Railway Co., Peabody Coal Co., Nation 





Coal Association, and Bituminous Coa 


Otto Gressens 


Research Institute. He will continue 
te of Peabody Coal Co 


Announcement of the change in management was made 


Uires 


h 


Stuart S. Ball, chairman of the boar 


Stempco Inaugurates New 
St. Louis Shipping Point 


Inauguration of a new shipping point in St. Louis by Stempé 
Manufacturing Co. is announced by W. C. Stempel, vice-pres 
ident in charge of sales. Home offices and the modern, recent 
factory are in Dallas, Tex 
Established in 1948, Stempel Manufacturing Co. is a mani 


cturer of office accessories. Coast-to-coast distribution througt 

tail ft equipment stores was effected soon after establish 

vent of the company. Branded with the oval Stempco trad ° 
nark, all Stempel products are fabricated by skilled craftsmeé * 
in the company s own factory | 

Opening of the St. Louis facilities provides more efficien e | 
lelivery and lower freight costs to customers throughout th 


Midwest, north, and northeast. Mr. Stempel pointed out. H @ | 
will supervise sales and service activities in the St. Louis mat 


ket area, and the sales staff is in process of being enlarget 


Shipments to customers in the Midwest, north and northea e| 

will be made from St. Louis, while Dallas will serve all othe 

areas se . 
For the present, all inquiries, correspondence, wires, a® 


telephone calls will be directed to the Dallas office 
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o MODERN PACKAGING 
Packed in protective box. 


No danger of breakage in shipment. 
Easy to handle and stock. 
Each refill banded or string-tied in box. 


Designed for better display and self-service. 


Handy pocket calendar with each refill. 
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Complete description and picture on each box. 





UCCESS 


sont DARS 









pane Se KOKKy 
WITH SEPARATE PAGES 
FOR SATURDAYS 

AND SUNDAYS 





Here’s a desk calendar that answers a special need. 
New, separate pages makes appointment scheduling 
easier at the office, in the home. More, appointment 
schedule now combined with memo calendar, all on 
one page. Full size, 5x 8’ page. No condensing of 
lines. Half-hourly appointment spaces. Extra pages, 
too, with the exclusive SUCCESS 1l-year calendar 
feature. See SUCCESS. There’s more to sell, more 
profit. For full facts, write for SUCCESS catalog. 


COLUMBIAN, 747 WORKS, INC. 


2300 WEST CORNELL STREET @© MILWAUKEE 9, WISCONSIN 


when you think 


of SUCCESS a) 
CALENDARS 











4, “when you think 
“ef CALENDARS. think of: 
SUCCESS 









H-O-N STEEL CARD FILE LINE 


© Handsome appearance with ¢ Lid overlaps for better 
pleasing rounded-lid radius. alignment and appearance. 


© Sturdy construction e Dimpled bottom prevents 
marring of polished tops. 


© Complete line. Attractively packaged. 





At CLE Midget model 
At left: 8'2" deep model 
Above: 13” deep model 


COMPLETE SELECTION OF FINE QUALITY, 
SMARTLY STYLED UNITS. Now H-O-N broadens 


your selection of small goods from this reliable 
COMBINE YOUR CARD CABINET source. Ten models in 3 x5; 4x6; 5x8 inch 
AND YOUR CARD FILE ORDERS sizes. Depths vary from the midget size to the 
H-O-N drawer-type card cabinets Bly,” to the 13” models. Positive locking fol- 
with the exclusive “tilt back" fol- lowers and cover stops are included on the 81" 
lower have won a great deal of and 13” models. All units in four standard col- 


larity since their introducti ' ; . 
ke agree! Saas eats profit iy ors: Gray, Green, Sandalwood, Spruce. 


— 


combining your card file and card 
cabinet orders for maximum dis- 
count... either through your job- ¥ at E Cc ©. 


ber or direct to the factory. 


MUSCATINE, IOWA 
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TO HELP YOU INCREASE SALES IN 58... 
THIS “BEST SELLER” IS MUST READING 


Whatever product or service you sell, if it is used to set up, 

mprove, or operate the modern office, this National Business 

Show Audited Report will give you all the facts on how to increase 
es at reduced selling expense 


t you will learn about the most important and biggest sales 
nt of the year...the 1958 National Business Show. You will 
so learn who attends, where they come from, what they buy 
1 a host of other pertinent information to help you evaluate 
benefits of exhibiting in this great Show. 


yi le o7 phone for your Sree copy today, 70 obligation of 


se. (Copies are limited to interested participants only.) 


1958 NATIONAL BUSINESS SHOW 


DOLPH LANG, MANAGING DIRECTOR 
0 Fifth Ave., New York, N.Y. + OXford 7-7142 





























Victor Adding Machine 
Marks 40th Year 


Electric fire engines, electric cars for golfers and company 
presidents, electric trucks for industry and complex electronic 
devices for the Strategic Air Command's bombers are a far cry 
from the world’s first $100 full-duty adding machine developed 
by Victor Adding Machine Co. 40 y« 

All these products and modern adding 
matic printing calculators, cash registers and business and in- 
dustrial control systems bear the Victor name and the “Made 
in U. S. A.” nameplate as the Chicago company marks its 40th 
anniversary. 

The birthday was celebrated in a home office and precision 
manufacturing plant 17 times the size of the original Victor 
factory and in 59 direct factory sales and branches 
throughout the United States and It was also marked 
by over 7,000 retail dealers. 

Pioneering is not new to the people at Victor. The company’s 
founder, the late Carl Buehler, entered the figuring machine 
business in 1918 after making his mark in the meat packing 
field. As early as 1905 he was operating a highly successful 
chain of over 60 retail meat markets, supplied from his own 
packing plant. 

“When Victor announced that its first adding 
full-duty model, whould sell for $100 or less, the price was be- 
lieved to be in the realm of Through a radically 
new and improved construction and manufacture, 
Victor proved it was not,’ reminisces A. C. Buehler, son of 
the founder and president since 1932. 

Although the company, because of 
longer claim to be the world’s largest exclusive 
of adding machines, it is now making more of them than ever 
before and is selling them in more than 60 countries, according 
to President Buehler. 

Victor's greatest achievement in the figuring machine field, 
the letterhead-size Victor automatic printing calculator, in 18 
months since its introduction, has captured a sizable segment 
of the calculator market. 

This figuring machine divides, multiplies, adds and subtracts 
automatically through only one simple control and only 10 
numeral keys. It prints all essential figures on tape for a per- 
manent record. 

During World War II Victor made the 
bombsight for the Army Air Force. The 
sight” at all but an extremely 
Buehler said. 


ars azo 


machines, auto- 


service 
Canada 


machine, a 


daydreams. 


process ot 


diversification, can no 
manufacturer 


amous Norden 
device, strange as it 
may seem, was actually not a 
precise and complex computing machine, Mr 

When the war was won, Victor returned to its original mis- 
I world of 


sion — filling the figuring machine needs of the 


business. 


Globe Selected for Trade Fair Exhibit 


The V.I.P. 303, a 16-inch world 


globe with newly-styled contem- 
porary base in brass and walnut, 
has been selected as one of the ex- 
amples of American craftsmanship 
and design to be exhibited at the 


forthcoming Universal and Inter- 
national Exhibition in Brussels, 
Belgium, April 17-October 19. 

The globe is manufactured by 
the Weber Costello Co. Its newly- 
added contemporary base was de- 
signed by Ken White Associates, 
Westwood, N. J. Its selection for 
inclusion in this country’s exhibit 
ade by The Institute of Con- 
temporary Art, which is assisting 
the State Department in preparing 
the United States exhibit. 
Features of the globe include 
brushed brass meridian and trim, a hand-made globe ball, 
select American walnut and adjustable nylon guides. 


was Nn 
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Webster Exhibits at Business Show .. . 





Pictured is the F. S. Webster Co. booth at the recent Greater 
Philadelphia Business Show. R. B. Tower, Philadelphia man- 
ager, points out the time-saving features of Webster’s Dura 
metric carbon papers to a prospective user. Besides Dure- 
metric, the booth featured electric carbon papers, silk and 
nylon ribbons and carbon paper ribbons with self-adhesive 
leads and end-warning signals. Others in attendance in the 
booth are K. G. Kirk, H. E. Herman and J. M. McCullough, 
Webster sales representatives. 
Stationers Corp. Holds First 
Annual Sales Conference 
The first annual sales and management conference of Ste 
tioners Corp., Los Angeles, Calif., was held at the Biltmore 
Hotel recently. 





Robert H. Garretson, president of the company was chairmag) 


of the meeting and welcomed the group of 65 employees pres 
ent for the occasion. Sales and management representative 
were present from all divisions of the company, both in Los 
Angeles and San Diego. 

Mr. Garretson discussed general aspects of the business 
touching briefly on the past and the company’s growth to the 
multi-million dollar business it is today. Organization charts 
were shown highlighting divisions of the company. 

James Pattison, newly elected director, was introduced. He 
fills the vacancy on the board existing since the death of Caf 
E. Sawyer. The board of directors now consists of Robert H 
Garretson, L. W. Boyd, Omar Boyd, Jr., Deane F. Johnson ané 
James Pattison. 

Walter McNevin was introduced as manager of operations 
and spoke briefly on the need for controlled inventories and 
co-ordinated purchasing. Mr. McNevin expressed pleasure if 
having John Sullivan with the company as purchasing agent to 
strengthen the purchasing department. Mr. Sullivan was former 
ly with H. S. Crocker Co., and San Francisco News Co., if 
northern California before joining Stationers Corp., in Januafy 
of this year. 

W. E. Bruder, Jr., controller of the company showed the 
finance division chart and spoke briefly on his area of respons 
bility followed by Phil Ellsworth, manager of the printing ant 
engraving division. 

Mr. Garretson announced the appointment of Robert L. Hove 
as general sales manager in charge of sales for all divisions @ 
the firm. 


New Name for Muskogee Firm 
The business, formerly known as Bowman Office Supply, 
in Muskogee, Okla., is now operating as Doyal Bland Offi 
Supply. Bland, who purchased the business from Harry ¥ 
Bowman on September 1, 1944, has owned and operated th 
business since that time, continuing to use the firm name 
Bowman Office Supply. The location remains unchanged, # 
N. Third St. é 
ra 
c 
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Only the Enormous Shaw-Walker Franchise 


gives you all 9 profit-making features* 


To you, a 
single source for 5000 items increases net profits 
because it means— standardized selling... 
simplified inventories... less capital invested... 


concentrated purchasing . . . quantity and car- 
load discounts . . . better service . . . account- 
ing with one supplier . . . one line selling which 


makes better informed salesmen. 


eu eae tm §=Thisis the most 


complete dealer franchise in the industry. From 
the enormous Shaw-Walker franchise of 5000 
items you can fill nearly every office require- 
ment. Broader line means extra profits. 


KEY meV To dealers, the Office 


Guide means plus sales every day. It is the 
only complete sellers’ and buyers’ catalog in 
the industry. Quantities distributed bear dealer 
imprint. — This “Junior Salesman” produces 
extra profits for you. 


sea ih, ea seeiem Among the 5000 


items in this enormous franchise are many fast- 
selling repeat items that can be purchased only 
from the Shaw-Walker dealer, extra profits. 


peat mee sete Shaw-Walker sup- 


plies sales training and a constant flow of pro- 
ductive sales aids that make salesmen more 
productive, — extra profits for you. 


Or mie ieCiaa To the buyer, 
the slogan “Built Like a Skyscraper” is the 
symbol of quality and time-saving. Since 1899 
the man jumping in the file drawer has be- 
come the best known office equipment trade- 
mark. Consumer acceptance means extra profits. 


CUCL hai me Full pages in 9 na- 


tional magazines sell time-saving, space-saving, 
record protection, the Office Guide. Monthly 
circulation, 54% million. These ads produce 
qualified leads, build prestige and lift you 
above the crowd, — extra profits for you. 


eee te For your 


use in closing the big jobs, Shaw-Walker main- 
tains panoramic displays in 14 major cities. For 
faster service, warehouse stocks are strategi- 
cally located, — extra profits for you. 


* Right now there are a few cities in which we are willing to make a change. 
Yours may be one of them. Write Muskegon today. 
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Home Office — 
Muskegon, Mich. 
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Two-sided Window .. . featuring a “joy to the world 
with Sheaffer pens’’ theme gained top honors in the 
W. A. Sheaffer Pen Co.’s Christmas window display con- 
test for Moseley’s, Inc., Madison, Wis 


Three Win Top Prizes in 
Sheaffer Pen Window Contest 

Retailers in Madison, Wis., Gulfport, Miss., and Denver 
have won top honors in the W. A. Sheaffer Pen Co.’s Christmas 
window display contest. 


First prize winners, who recei\ $100 each for winning dis- 
plays, were Moseley’s, Inc. of Madison, in the eastern district 
competition; Joseph K. Fasold of Gulfport, in the central 
district contest; and Kendrick-Bellamy Company of Denver, in 


the western district. 

The display and merchandising 
Sheaffer dealers throughout tl United 
dealers were required to submit pictures of their Christmas 
window displays to the pen pany’s headquarters in Fort 
Madison, Iowa. 


ontest was open to all 


States. Participating 


Wood Office Furniture Institute 
Publishes ‘‘Listening for Color’’ 
A new 


t of color in the office has 


booklet on the sub 


ntly been published by the 
Wood Office Furniture Insti 
tut Numerous office installa- 
tion scenes, all in color, are 
shown to complement the sim 
pl but authoritative text of 
the booklet. It offers a camera’s 
eye view of the subject. 

Explored first in the text is 
“tl effect of color on ourselves 
ind our employees.’ A discus- 
sion then follows on the vari- 
ous themes and schemes and 
underlie 





gen ral rules which 


color choice. The booklet aims to give the interested amateur 


a criterion on which to choos olor, the furniture dealer a 
training and prestige piece of the finest order, and the de 
signer a new and interesting appraisal of this particular appli 


cation of color. 

Called “Listening For Cok 
per copy through the Wood Offi Furniture Institute, 1414 
Eye St., N. W., Washington 5, D. C. 


this booklet is available at 50 
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Fort Washington Park Hails 
Columbia Steel Co. Expansion 

An announcement from the management of Fort Washing. 
ton Industrial Park, at the Fort Washington interchange of the 
Pennsylvania Turnpike, sounds an encouraging note 
program of 
Standard 
W ashing. 


[he announcement concerned the expansion 


ly owned by 


Columbia Steel Equipment Co., who 

Pressed Steel, and the first industry to locate in Fort 

ton Industrial Park, in suburban Philadelphia 
Columbia, which manufactures steel office equipment—desks, 


tables, modular work station units, file cabinets, bookcases. 


storage cabinets, card units, and special contract equipment— 
moved to the Park from 3rd and Wingohocking Sts. in Phila- 
delphia in 1955 to meet a need for a rapidly growing demand 
ror its Output 

Che Park enabled Columbia to place its manufacturing op 
erations in a modern one-story building, as contrasted with the 
plant it occupied in Philadelphia. The latter 


unsuited to the growth demand of Columbia, 


multi-storied 
quarters were 
officials of the company point out, and Fort Washington In. 
ljustrial Park was selected after a survey of locations 

Columbia opened its operations at Fort Washington in 
August 1955, occupying approximately 90,000 square feet of 
manufacturing space. It has just completed an addition to the 
east end of its plant, increasing its area to approximately 150, 
OOO square feet. 

The new addition will be used for shipping and warehousing 
with 8,000 square feet of office facilities on a second level 
an expanded engineering, research and development 
[The new warehousing and shipping facilities will per- 
mit expanded service to customers. The building now has 10 


housing 


section 


truck loading docks, six of them under cover. 

Columbia management stated last week that it is entering 
the office chair field and that it is contemplating further plant 
expansion at Fort Washington Industrial Park with construc. 
tion of additional manufacturing space contiguous with its 


present plant 


ideal System Starts Building of New Plant 


A new headquarters is now under construction in Los An 
geles for The Ideal System Co., publishers of simplified book. 
keeping and tax record books, according to Leo Pearlston, 
general manager. 

The new 15,000 square-foot plant, designed by Architect 
W. Howard Gerter, will triple the facilities of this 34-year-old 





Artist’s Conception . . . of new home for Ideal Systems Co 
Los Angeles 


publisher of “do-it-yourself” accounting systems for small busi 
ness and professional people, farmers and ranchers, and tht 
home. The new headquarters, at 2347 W. Pico Blvd., Los At 
geles 6, will be ready for occupancy in July. 

Present expansion comes at a time when the company is @& 
joying the highest sales volume in its history, according to Mf 


Pearlston. 


Stuart Lewis Joins Storch-Tepper 


Stuart Lewis, formerly salesman for S. Nathan Office Furfl 


ture, New York City, has joined Storch-Tepper Associates 
manufacturers’ representatives of 520 Fifth Ave., New You 
City 


Mr. Lewis has been assigned the Bronx, Nassau, Queefi 
Suffolk Counties in New York City and will also travel # 
part of New York State, as far west as Schenectady. 
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REPEAT BUSINESS 
Prove it to yourself! 


samples available to qualified 











Aim straight at profitable REPEAT business 
with Rockwell-Barnes OFFICE PAPERS and 
PAPER PRODUCTS. . . because all R-B products 


are designed to help you keep customers 
through consistently satisfactory quality at 
consistently “right’’ prices. 

Samples and prices mailed promptly on re- 


quest to qualified dealers. 


You can’t miss... 


with Rockwell-Barnes 


“Customer-Keeping”’ quality products! 





Spotseald Adding Machine & Other Rolls * Desk 
Blotters, Embossed & Plain ® File Folders, Manila 
* Notebooks, Eye-Tint & White * Pads, Plain & 
Ruled * Printed “COPY” Second Sheets * Bond 
& Sulphite Papers * Duplicating Papers * Mimeo 
Papers * Manifold Papers * Manila Second 
Sheets * Offset Papers. 


Ask about Personalized Labels another customer keeping aid! 


R-B means 


Catalog, price list and 


dealers upon request. 
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Rockwell-Barnes Company | 


Specialists to the Stationer Since 1903 


35 EAST WACKER DRIVE e@ CHICAGO 1, ILLINOIS 
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Wilson Jones Completes 
Chicago Plant Addition 


Completion of a 30,000 square foot addition to its manu- 
facturing plant at 3300 W. Franklin Blvd., Chicago, at a cost 
of $500,000, was announced by M. W. Borders, president of 
the Wilson Jones Co. 


Edward F. Buenger, plant manager and a director of the 
company, said the new two-story addition was erected at the 
west end of the 230,000 square-foot plant which fronts 300 
feet along Franklin Blvd. and extends 360 feet in depth. The 
original building was constructed in the )s 


Board Chairman Benjamin Kulp claimed that “a new truck 
dock and 20,000 pound elevator to carry heavy handling equip 
ment of the latest design | 1 our ability to give our 
customers better service’ 

Construction of the plant started last spring, and was ac- 
complished while the plant was in full operation. This plant is 


devoted exclusively to the man of Wilson Jones prod- 


iS increas¢ 


ucts. 
The Wilson Jones Co., which is nearly a half-century old 
has its main office at 209 S. Jefferson St., Chicago 


Boston Stationers Association Holds 
7Oth Annual Banquet; 400 Attend 


The 70th annual banquet of the Boston Stationers Associa- 
tion was held at the Hotel Statler in Boston recently with 400 
in attendance. 


| A 
bi 


i> 





Banquet Figures . . . Pictured at the annual banquet of the 
Boston Stationers Association are (from left): FIRST ROW— 
Robert Slate, governor of District 1 NSOEA; Thomas Groom 
IV, president of Boston Stationers Association; Paul E. Bur- 
bank, executive vice-president of NSOEA, and William Pape, 
vice-president District 1 NSOEA; REAR ROW—Harley J 
Lewis, secretary-treasurer, Boston Stationers Association; Rus- 
sell Paquette, president New England Travelers Club; Arnold 
Shulhin, vice-president, and James W. Hayes, past president, 
Boston Stationers Association 


Cocktail hour sponsored by t New England Travelers 
Club was followed by a steak 

Following the banquet two dozen prizes were distributed 
and dancing was enjoyed to the music of Baron Hugo and his 


orchestra. 


Commonwealth Stationers Is New Firm 
Opened by Brothers in Worcester, Mass. 


Arthur and Julius Palley hav ecently opened Common 


wealth Stationers at 90 Grove St. in Worcester, Mass 

The brothers each have 12 years of experience in the retail 
and wholesale end of offic pply and equipment sales, and 
they expect to put this experience to work in their new ven 
ture. 

The firm is located in an 1 strial area, not on Main St 
and it offers a large efficient warehouse and display area, cos 


plete with a parking lot and loading and handling facilities 
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DeJUR-Amsco Corp. Inaugurates 
TransAtlantic Piggy-back Service 


of transatlantic carrier service that will simplify 
up customs procedures and 


A new type 
international shipments, 
practically eliminate breakage and theft was inaugurated re. 
cently when a truck-size piggy-back carrier containing $150, 
000 worth of DeJUR-Grundig Stenorette dictating machines 
that had been. packed in West Germany by the Grundig Radio 
Werke a f livered to the DeJUR-Amsco 
Corp., Lon 


speed 


weeks earlier was d 


Island City, N.Y 


oe “Sy 





“Package Deal” . . . $150,000 worth of DeJUR-Grundig Steno. 
rette dictating machines comprise shipment being lowered into 
hold of S/S American Importer of U.S. Lines in Hamburg 
Germany. Steel container was taken by flatcar from West 
Germany plant to Hamburg for shipment by freighter and 
eventually by truck to DeJUR-Amsco plant in Long Island 
City, N. Y. 


The test carrier, the property of United States Lines, mes 
sures 17 feet long, 8 feet wide and 7 feet high. It was delivered 
to Grundig Radio Werke in Furth, West Germany, on a rail 
road flatcar. There it was loaded with the Stenorettes and 
taken back to the Hamburg piers where it was placed aboard 
the S/S American Importer of the U.S. Lines 

While this was considered a test shipment, Milton R. Gold 
man, import manager, of DeJUR-Amsco declared that the new 
carrier more than proved its worth. He estimated that a total 
of five days and 150 man hours of work were saved. But mos 
of all, there was no breakage, no pilferage at the docks 


John A. Wagner Retires 
From Lucas Bros., Inc. 


John A. Wagner, vice-president of Lucas Bros., Inc., statio# 
ers and printers of Baltimore, Md., has announced his retifé 
ment from this firm. 

Mr. Wagner's association with Lucas Bros., spans more thal 
half a century, dating from one year after the disastrous Ball 
more fire. Both Jesse G. Kaufman, president of the firm, aff 
Mr. Wagner joined Lucas Bros., in 1904 as the result of @ 
arrangement with the owners of another early Baltimore s# 
tionery company, Guggenheim and Weil. After the deaths @ 
both Mr. Guggenheim and Mr. Weil, their widows sold & 
business to Lucas Bros., with the stipulation that all employ@ 
be retained by the new owners. Among these employees wet 
Mr. Kaufman and Mr. Wagner 

Mr Wagner assumed management of the office furniture @ 
partment shortly before the beginning of World War I, @ 
under his guidance and leadership the firm became one of & 
largest and most active suppliers of office furniture and & 
lated equipment in the Baltimore area. Mr. Wagner resides® 
406 Cedarcroft Road. 
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“modulars” 


the selling wedge with a 
competitive edee 


Buyer interest in higher office efficiency together with floor space 
savings creates a selling climate that is made-to-order for the Art Metal 
dealer. “Modulars” give you a selling wedge with a competitive 

edge. Your advantage is in having both types of quality equipment— 
“Modulars” and standard Art Metal furniture—all in one integrated 

line. You can sell them separately or in combination to create job-tailored 
work stations unsurpassed in convenience, comfort, and floor-space 
economy. Plus Art Metal modular steel partitions... free standing, 
glass-panelled, easy to re-arrange or move. And, of course, strong 

Art Metal support advertising is preselling your best profit sources in 
Newsweek, U.S. News, Dun’s Review and other important business 
magazines. Art Metal Construction Company, Jamestown, N. Y. 


The franchise that 
makes more 
office equipment 
easier to sell. 
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Speeokers . . . Pictured addressing sessions of the Wholesale 
Stationers Association are (from left): M. S. Chute, Harold 


Jacobsen, Dwight W. Michener, J. R. Chipman, Paul L. Court- 
ney and Kinsey Merritt. 


1000 See Wholesaler Exhibits 


M. H. Chute, Harold Jacobsen Again 
Elected President, Board Chairman; 
Round Table Conferences Are Held 


New York City 


@ MORE THAN 1,000 visited exhibits in the New York 
Trade Show Building during the 42nd annual convention of the 
Wholesale Stationers Association, business sessions of which 
were held in the New Yorker Hotel March 2-5 

“Saluting Service Wholesalers Today—Building 


was the theme of the well-attended 


A for Tomorrow” 


ei 


} 


industry sessions which featured a program de- 
signed to inspire co-operation between the whole- 
Mueeiem saler, manufacturer and salesmen. The attendance 
had an international flavor with many attending 
from Canada and some from Australia. 

Harold Jacobsen, Associated Stationers Supply Co., Chicago, 
was re-elected board chairman and Mortimer H. Chute, Bain- 
bridge, Kimpton & Haupt, was extended another term as pres- 
ident. 

John H. Conway, Loring, Short & Harmon, Portland, Me., 
remains as Association vice-president with John Carr, ZCMI, 
Salt Lake City, Utah, and John R. Chipman, Brown Brothers, 
Ltd., Toronto, elected to serve with him as vice-presidents. 
Donald S. Frey continues as secretary-treasurer and legal 
counsel. 

New members of the board of control are Roy Kerr, Kerr 
Paper Co., Amarillo, Tex.; John Mezlin, Eberhard Faber Pencil 
Co., Wilkes Barre, Pa.; Martin Adler, Plymouth Rubber Co., 








Round Table . . . discussion, typical of many conducted at the 
wholesalers’ convention, is conducted on packaging with Cort 
land B. Horr, Associated Stationers Supply Co., and Fred 
Richardson, Minnesota Mining & Mfg. Co., presiding 
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Boston; and Al Krause, Eureka Specialty Printing Co., Scranton, 
Pa 

Wholesalers’ salesmen division elected Chester M. Cummings, 
Adams, Cushing & Foster, Boston, international chairman and 
Ralph E. Hilburn, Bainbridge-Southern, Greensboro, N. C,, 
vice-chairman. Cortland B. Horr, Associated Stationers Supply 
Co., Chicago is executive committee chairman. In addition, 
chairmen .and vice-chairmen were named for the various con- 
ferences 

Manufacturers’ salesmen division selected Arthur Replogle, 
Replogle Globes, international chairman and John Fisk, All 
Rite Pen Co., vice-chairman. Herbert Hooks, Moore Push-Pin 
Co., serves as executive committee chairman and Paul Fisher, 
Fisher Pen Co., vice-chairman. Conference leaders were also 
named. 

Plans for next year’s convention and exhibit are already in 
process. Announcement of the time and place will be made 


soon 


Hold Worship Service 


The sessions officially got under way on Sunday with an 
interfaith laymen’s worship service, held in the North Ball- 
room of the New Yorker Hotel. Leo Stein, Stein Manufactur- 
ing Co., and Walter S. Lennartson, Orrice APPLIANCES, pre- 
sented a service that set a thoughtful and enlightening tone for 
the sessions to follow. 

The 1957-58 Board of Control met for lunch at noon and 
later the International Merchandise Exhibit opened at. the 
neighboring Trade Show Building 

The evening of the first day was appropriately given over to 
a president's reception at which time W.S.A. President M. H. 
Chute was host to the men and women of the convention. 

Following breakfast meetings of WSA industry committee, 
the first general session was held on Monday morning and was 
opened by Donald S. Frey, legal counsel and secretary-treasurer, 
who introduced a number of new members and spoke briefly 
about the convention theme, “Today's Service Wholesaler’. 
President Chute reported on the progress made by the Associa- 
tion in the past year and praised Mr. Frey for the outstanding 
job which he has done in the Association's behalf. 


Industry Topics Discussed 
Five problem-solving round table conferences was the next 
order of business with important topics being discussed undet 
the guidance of some of the industry's leading members. They 
were as follows: 
How service wholesalers’ salesmen are achieving more 
product knowledge’—J. Wallis Brook, Scripto, Inc., chairman. 
“How service wholesalers are conducting more effective pro 
motional programs on specific products handled’—Co-chairmen, 
Harold Seigle, Associated Stationers; Robin Stevenson, Zeller: 
bach Paper Co.; A. J. Krause, Eureka Specialty Printing Co 
“How service wholesalers are educating dealers to buy 2 
greater proportion of supplies from them’’—Co-chairmen, J. RB 
Chipman, Brown Brothers, Ltd.; John Carr, ZCMI. 
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1. Robert C. Denver, McFarlane Son & Hodgson, Montreal; 
Robert Gooley, Cushman & Denison; Richard Osur, 
Rochester Stationery Co., Rochester, N. Y 

2. Chris Edmisson, Micropoint, Inc.; Milton Pickle, Will 


Winnes Co., Cincinnati, Ohio; Mrs. Hiram S. Bronson and 
G. C. “‘Pete’’ Ore, Heingle & McCann, Inc., Columbus, 
Ohio; V. H. Barnes, Micropoint, Inc. 

3. Bertrand Amberg, Amberg File & Index Co.; Stanley M. 


Schlesinger, Stanmor Co., Philadelphia; Peter W. Amberg, 
Amberg File & Index Co. 

4. Sam Jason, mfrs. rep., Canada; R. E. McGurk, Robert 
C. Denver, Dave Trottier and A. Dumouchel, all of Mc- 
Farlane Son & Hodgson, Montreal 

5. Al Levitt, Fisher Pen Co.; Jack W. Clayton and Ed Clay- 
ton, Sheridan-Clayton Paper Co., St. Joseph, Mo.; Paul C 
Fisher and Andy Jackson, Fisher Pen Co 

6. Paul Mailloux, Eberhard Faber Pencil Co.; Bernard Levy, 
Majestic Stationery, Philadelphia; Howard Shoemaker, 
Eberhard Faber Pencil Co.; Harold J. Seigle, Associated 


Stationers Supply Co., Chicago; John R. Mislan and Wes 
How service wholesalers and manufacturers are improving 
packing and packaging’’—Co-chairmen, Cortland G. Horr, 


Associated Stationers; Fred Richardson, Minn. Mining & Mfg 
wholesalers and manufacturers are developing 
profitable cost les in marketing products’’—Co-chairmen, 
C. K. Murphy, Blackwell-Wielandy; Richard Osur, Rochester 
Stationery Co 

Kinsey H. Merritt, vice-president of traffic, Railway Express 
he members at the Monday general con 


How servic¢ 


Agency, address 


vention luncheon. Mr. Merritt's talk was chiefly an inspirational 
WSA Divisional and executive committees’ breakfast meets 
Tuesday off to an early start with the second general session 


at the New Yorker. 
John H. Conway, Loring, Short & Harmon, Portland, Me., 


beginning at 9 


ted as chairman for the meeting and introduced the general 
chairman of WSA, Harold Jacobsen. Mr. Jacobsen’s topic was 
Building for Tomorrow” and dealt with the problems of 
tising operational costs, wages, freight bills and insurance 


hich plague the industry today. He called for a stronger 
as part of the solution to those cost prob- 
manufacturers selling more products to 

would help cut unnecessary costs right down 

more profit for everyone.” 

[he group then broke up to form WSA divisional confer- 

nce sessions, each one dealing with their specific division of 
Association 


I olesaling Struct 
lems, saying 
more wholesalers 
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Harju, Eberhard Faber Pencil Co. 

7. Robert Stevenson, Zellerbach Paper Co., San Francisco; 
David McMillin, Joseph Dixon Crucible Co.; Harry Orman, 
Orman & Wyant, Sacramento, Calif. 

8. Philip Rhodes, S. P. Richards Paper Co., Atlanta, Ga.; 
Dave Price, Eagle Pencil Co.; Louis Oelwang, Scrantom’s 
Book & Stationery Co., Rochester, N. Y. 

9. Wholesale Stationers Association women visitors holding 
““‘loot’’ won at drawing. 

10. Exhibit sign at Trade Show Building is studied by G. F. 
Griffiths, Jr., Noesting Pin Ticket Co.; Cortland B. Horr, 
Associated Stationers Supply Co., Chicago; Richard Osur, 
Rochester Stationery Co., Rochester, N. Y. and Donald S. 
Frey, legal counsel and secretary-treasurer, WSA. 

11. Jack Mintzer, Swingline, Inc.; John Carr, ZCMI, Salt Lake 
City, Utah. 

12. Milton Pickle, Will Winnes Co., Cincinnati; Arthur Ed- 
wards, Golden Montana, Lewistown, Mont.; A. J. Krause, 
Eureka Specialty Printing Co. 


The groups and their officers are: 

Office supplies wholesalers—Secretary Milton Pickle, Will 
Winnes Co. (Chairman Ralph Moser, Carpenter Paper Co., was 
unable to be on hand.) 

School supplies and social stationery wholesalers—Chairman 
John Carr, ZCMI; Secretary Louis Oelwang, Scrantom’s Book 
& Stationery Co. 

Home (or general) supplies wholesalers—Chairman Marian 
Springer, American News Co.; Secretary Richard Osur, Roch- 
ester Stationery Co. 


McMillin is Chairman 

Office supplies manufacturers—Chairman David McMillin, 
Joseph Dixon Crucible Co.; Secretary Martin Adler, Plymouth 
Rubber Co. 

School and home supplies manufacturers—Chairman J. Wal- 
lis Brooks, Scripto, Inc.; Secretary H. C. Weeks, Dennison Mfg. 
Co. 

Salesmen’s divisions—Wholesalers: Chairman J. R. Chipman, 
Brown Brothers, Ltd.;, Vice-Chairman William Greenleaf, 
Bainbridge, Kimpton & Haupt; Manufacturers: Chairman E. 
James Bradley, Higgins Ink Co.; Vice-chairman Lester Mad- 
dens, Wilson Jones Co. 

Presiding at the annual luncheon of Stationers’ products 
salesmen on Tuesday was J. R. Chipman, Brown Brothers, Ltd. 
The speaker was Paul L. Courtney, executive vice-president of 


(Turn to Page 128, Please) 
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New efficiency for every office... 


at 7A Yew Low Price l 


PRESENTING THE 
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Crcculve , 


AUTOMATIC $. 


} MAIL OPENER 
- Ca, 













ELECTRICALLY OPENS UP TO 
600 LETTERS PER MINUTE 


Opens envelopes of any size or thickness 
e Adjustable trim cut e Will not damage 
contents ¢ Completely safe — automatic shut- 
off « Letters and trim strips neatly stacked 
in separate removable trays « Compact; 





Aaudsome 






SPEED-O-STAND 


Ample working space 
and handy storage space. 
Blends with modern office 

equipment and furniture. 









simple to use. 


Speed-O-Print Corporation |i 


16801 WEST LARCHMONT AVE., CHICAGO 13, ILL. HE 


Han 
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to help you sell 


HERRING - HALL - MARVIN 


Record Safes and Files 


bearing Underwriters’ Laboratories label * 


The fire losses in the nation are on a frightening 
increase. Major fires have almost doubled in 
number during the period from 1952 to 1956. 
Of the 430 major fires (involving losses of at least 
$250,000) which occurred during 1956, eighty- 
six involved losses of a million dollars or more. 
$330,156,000 represents the ‘‘large fire’ proper- 
ty loss for 1956, the worst in history. For the year 
1957, latest reports indicate that fire losses are 
still on the increase. LOSS OF RECORDS IS ESTI- 
MATED TO REPRESENT THREE TIMES THE 
PROPERTY LOSS. 


Read that upper paragraph once more. Know 
the facts! Be aware of the heavy burden fire is 
placing upon American business. 


Insurance covers loss of property, goods and 
equipment, but when valuable records are de- 














BECAUSE... 














stroyed, two out of every five firms go out of busi- 
ness within six months after the fire. The only ade- 
quate protection against this ever-present dan- 
ger is a fire-tested and certified safe or file with 
adequate capacity. for every record that is essen- 
tial to the successful continuation of the business. 


Spell out to your customers the rapidly increas- 
ing fire losses in the nation. Point out the best pro- 
tection against record loss provided by Herring. 
Hall. Marvin Fire-Tested and Certified Record 


Safes and Files. On the morning following a fire there is nothing 
more satisfying to the businessman victim than to find his vital 
records safely preserved in Herring.Hall. Marvin fire-resistive 
equipment. 


*Assurance to the user that the products have been produced under the factory 
inspection and label service program of Underwriters’ Laboratories, Inc. 


THERE'S A PROSPECT FOR HERRING - HALL - MARVIN 
FIRE-RESISTIVE EQUIPMENT IN ANY BUSINESS, 
. FIRE CAN STRIKE ANY BUSINESS! 


Model 5533-B Record Safe, one of many styles and A NUMBER OF EXCLUSIVE SALES TERRITORIES ARE OPEN. 


= a ppigmealtaeeaaaia iia WRITE TODAY FOR A COPY OF OUR “PROFIT PORTFOLIO”. 


HERRING-HALL*MARVIN SAFE COMPANY 


Hamilton, Ohio . BUILDERS OF THE U.S. SILVER STORAGE VAULTS AT WEST POINT 
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New Officers . . . Governor-elect, Scott 
Summerville, Summerville’s, Inc., Akron, 
Ohio; It. gov. for Kentucky, Jack Burke, 
Office Equipment Co., Louisville; secy 
treas., Doris Dalton, Morgan's, Inc 
Huntington, W. Va.; retiring gov J 
Hanly Morgan, Morgan's, Inc., Hunt 
ington, W. Va.; It. gov. for Ohio, Bob 
Rieh!, Columbus Blank Book Co., Colum- 
bus; It. gov. for Indiana, J. Thomas O’- 
Reilly, O'Reilly Office Supply Co., Ft. 
Wayne; It. gov. for West Virginia, Fred 
Ashworth, Stationers, Inc., Huntington; 
vice-gov., Henry Chesick, The Century 
Press, New Castle, Ind. 





NSOEA Regionals Open at Greenbrier 


White Sulphur Springs Scene of 
‘‘Friendly Fifth’’ Sessions; Name 
Scott Summerville New Governor 


White Sulphur Springs, W. Va. 
@ THE “FRIENDLY FIFTH” NSOEA district 
gave a royal mountaineer welcome to all at- 
tending their meeting March 20-22 at the Green- 
brier Hotel, White Sulphur Springs, W. Va. Gov- 
ernor J. Hanly Morgan, Morgan's, Inc., Hunting- 
ton, W. Va., graciously expressed his personal 
greetings in opening the business session. Vice-Governor Scott 
Summerville, Summerville’s, Inc., Akron, Ohio, presided at one 
of the sessions. Herman Dean, Standard Printing & Publishing 
Co., Huntington, and Henry Chesick, Century Press, New 
Castle, Ind., gave the daily invocations. 

The attendance was held down by heavy snow in the east 
Many reported having driven through foot-deep drifts to reach 
the resort hotel. 

Next year’s convention will be held at French Lick Springs 
Hotel, French Lick, Ind., April 16-18 

Filling the speakers’ chairs were William R. Diehl, Jr., pres- 
ident, Diehl Office Equipment Co., Columbus, Ohio, and pres- 
ident NSOEA; Edwin H. Mosler, Jr., president, Mosler Safe 
Co., Hamilton, Ohio, and vice-president manufacturers division 
NSOEA; Paul Burbank, executive vice-president NSOEA; Dr. 
Ralph D. Cies, Ralph D. Cies Associates, and NSOEA’s re- 
search director; and Dr. William H. Harris, Jr., associate pro- 
fessor of business administration, University of Georgia. 

On the subject “Up Out of the Chair’ Mr. Diehl quoted 
population and economic statistics to allay alarm over the 
present recession which he called ‘an economic coffee break. 
He believes we have used chairs for too long for relaxation 
and forgotten to maintain good principles of business manage- 
ment. He urged use of association helps, frequent business 
check-ups and better use of the telephone in selling. 

Discussion following his talk disclosed the advantages and 
greater emphasis being placed generally on sales by telephone, 
one dealer claiming 70 % of his sales were made by that means. 

Mr. Mosler, who had serious transportation difficulties on 
account of stormy weather conditions, arrived exactly on the 
minute to present his topic, “A Modern Approach to Safe 
Sales.” He advocated, as a new marketing technique, the con- 
sideration of safes as office furniture to be sold on the basis of 
efficiency and benefits derived, not simply as protection for 
valuable papers. He also emphasized selling safes as part of 
package deals of office furniture and providing appropriate 
space for store display. 

Mr. Burbank, speaking of “Us and Our Association” gave a 
summary of the association’s planning program and the current 
available services, which he labeled “tools worthless unless 
used.” He also explained the change in format for the national 
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convention in September—three days and greater space for ex- 
hibits and two for informative meetings. A discussion developed 


on the query of what is ahead for this industry this particular} 


year. More aggressive selling and a stimulated advertising pro- 
gram were considered essential. 

Dr. Ralph Cies conducted an afternoon seminar depicting, by 
means of slides and a veritable storehouse of data, Mr. Sta- 


tioner as a manager of “Men, Merchandise and Money.” Hes 
cited experiences of dealers who had profitably analyzed their} 


business problems and made appropriate adjustments. “Skillful 


(Turn to Page 132, Please} 


On the Opposite Page... 


1. Paul Burbank, NSOEA; Ruth Burbank; J. Hanly Morgan, 
Morgan's, Inc., Huntington, W. Va.; Betty Diehl; William 
Diehl, Jr., NSOEA president. 

2. H. M. Donisthorpe, Ace Fastener Corp.; Mrs. Donisthorpe; 
Russ Thompson, Transylvania Prtg. Co., Lexington, Ky.j 
Mrs. Thompson; Jack Luke, mfrs. rep.; Mrs. Luke. 

3. F. H. Caswell, Olive Caswell, Pat Aylwin II, Mrs. H. Y. 
Aylwin, H. Y. Aylwin, F. S. Webster Co. 

4. Folger Fellowes, Mrs. Folger Fellowes, John Fellowes, Mrs. 
John Fellowes, Bankers Box Co. 

5. William P. Kelly, Office Equipment Co., Louisville, Ky.j 
Mrs. J. Hanly Morgan; Jack Burke, Office Equipment Co., 
Louisville, Ky.; Ruth Ann Clark, Morgan’s, Inc., Hunting: 
ton, W. Va.; Bob Beekman, All-Steel Equip. Co 

6. Milton Pickle, Mrs. Pickle, Mrs. Paul Nichols, Paul 
Nichols, Will Winnes Co., Cincinnati, Ohio. 

7. F. Joe Walsh, Columbia Hallowell Products; Mrs. Walshjs 
Harris Pilkington, Sturgis Posture Chair Co. 

8. Herman Dean, Standard Prtg. & Pub. Co., Huntington,# 
W. Va. : 

9. Mr. and Mrs. Clarence B. Clarke, S. Barker’s Sons Co, 
Cleveland, Ohio. 

10. Gene Chaddock, Rockwell-Barnes Co.; Mrs. Chaddock 
Elizabeth Fitzgerald, Rockwell-Barnes Co.; Mr. Ditmansens 
Youngstown Office Supply Co., Youngstown, Ohio; Done 
LaVigne, Rockwell-Barnes Co.; Pat LaVigne; Pete Carrels, 
Rockwell-Barnes Co. 

11. Mrs. Walter Deutsch, Postal Office Supply Co., Newark 
Ohio; Martin Moldow, Martin M. Moldow Associates, 
Mrs. Moldow. 

12. Reno Anderson, Art Metal Construction Co.; Pat Patter 
son, mfrs. rep.; Scott Purvis, Jos. Dixon Crucible Co. 

13. George A. Wasserberger, General Prtg. & Office Supply 
Pontiac, Mich.; Russ Thompson, Transylvania Prtg. Coe 
Lexington, Ky.; Dr. William H. Harris, Jr., University a 
Georgia; H. L. Davis, Stow-Davis Co. ¢ 

14. John McPike, Weis Mfg. Co.; Bill Kane, Oxford Filing 
Supply Co.; Bill McPike, Weis Mfg. Co. 

15. Frank Graham, Yawman & Erbe Mfg. Co.; Mrs. Johit 
Long; John Long, All-Stee! Equip. Co.; Mrs. John Bak 
lenger; John Ballenger, Minnesota Mining & Mfg. Ca 

16. Dr. Ralph Cies, Ralph D. Cies Associates; E. E. Grenon 
Gregory & Leonard Office Equip. Co., Detroit, Mich.; && 
Mosler, Mosler Safe Co.; J. Thomas O'Reilly, O’Reilly 
Office Supply Co., Ft. Wayne, Ind. 

17. John Stacey, Burroughs Corp.; Robert A. Riehl, Columbu 
Blank Book Co., Columbus, Ohio; Karl Christy, Gunlock 
Chair Co. 





























The older we grow, the more we know. This is not only 
true of people, but of companies, too... for a company 
is only as wise as the knowledge of its combined staff. 


For 60 years, PANAMA-BEAVER has matured 
steadily in its program to provide an “easier 
office-worker life.” Since 1896, the company has 
learned to anticipate the needs of the commercial world 
before they arose. Among the first to recognize the 
important role of Vision-Engineered products, 
PANAMA-BEAVER’s research department developed 
the easy-on-the-eyes Hypoint colored carbon papers 
plus Lustra Colorful Inked Typewriter Ribbons— 
especially created to harmonize with all paper stocks and 
letterheads. Another achievement—the Eyesaver, Parma 
Pearl and the NEW Ebony Unimasters (for spirit 
duplicating) with tinted jackets to avoid glare, relax the 
eyes, relieve harsh contrast and permit faster work. 


Exciting things have already been charted for 
PANAMA-BEAVER’s next 60 years . . . as you will 
find out when you call your PANAMA-BEAVER 
man, “always a live wire!” 


PANAMA-BEAVER 
VObnd ain 


Coast to Coast Distribution 
Since 1896— ‘The LINE that can't be matched." 
MANIFOLD SUPPLIES CO. 
188 Third Ave., Brooklyn 17, N. Y. 
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Wholesaler Convention 





(continued from page 123) 


National Association of Wholesalers. Mr. Courtney spoke of 


[The Common Cause of the Wholesalers’ and Manufacturers’ 
Salesmen 
The final day of the busy four-day convention began with a 




















report from the various divisional chairmen based on an earlier 
round table divisional conference. Following the reports the 
conventioners heard from Dwight W. Michener, economist for 
the Chase Manhattan Bank. Mr. Michener offered a detailed 
analysis of today’s business outlook 

The last night of the convention got underway with a cock- 
tail party followed by the convention banquet held in the 
Grand Ballroom. Cort Horr, Associated Stationers, acted ag 
host and introduced the head table. President M. C. Chute ex- 
pressed his appreciation for the co-operation extended to him 
during the past year. Marion Horr (Mrs. Cort Horr) spoke 
in behalf of the excellent ladies’ program 

The banquet was highlighted by an hour of entertainment 
featuring several outstanding show business personalities. 

The ladies were not forgotten during the four days of the 
convention. In addition to the banquet, press reception, lunch- 
eon and tour of the merchandise exhibits, they were treated to 
a get-acquainted tea, matinee at Radio City Music Hall, toug 
of the S.S. America and through the courtesy of Binney & 
Smith and Miss Marie Falco, a luncheon and fashion show at 
the world-famous Waldorf Astoria Hotel 

One outstanding convention feature was the salesmanship 
school for wholesalers held at the Trade Show Building each 
day of the convention. These classes were conducted by the 
participating manufacturers with each firm allowed a period 
in which the merchandising of products could be visually 
demonstrated 

Words of praise were tendered the committee members 
headed by Chairman Howard Shoemaker, Eberhard Faber 
Pencil Co., who worked diligently to make the 42nd annual 


convention a success. 


New Penco Facility Permits Faster 
Shipment of Customer Orders 

Penco Metal Products Div., Alan Wood Ste« 
cated in a new $2.5 million plant at Oaks, Pa., « 


Co., now loll 
aims to be the 
first manufacturer of steel lockers, shelving and cabinets to 
stock unpainted standard parts in dehumidified storage areas. 


a“ 












we 


PENCO METAL’S DEHUMIDIFIED STORAGE AREA 


Because of this unique new plant facility, Penco is now abl 
to provide faster delivery of customer orders for its steel equip 
ment regardless of color. 

Unpainted steel parts and components are stocked in th 
large, air-conditioned, de-humidified storage area. Precisely col 
trolled temperature and humidity prevent metal rusting af 
permit fabricated parts to be painted, assembled and shippé 
on short notice 
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R.C.Allen NEWS 1S GOOD THIS YEAR... 
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AND GOOD NEWS TRAVELS FAST 


NEWSWEEK ads lead powerful R. C: Allen 


; - 
magazine campaign in 58 


g- 
+ 


+ FREE, DIRECT MAIL! POINT-OF-SALE HELP ALSO EXPANDED! 
How 


There’s no question that R. C. Allen offers outstanding values in busi- 
ness machines, and with striking new ads in NEWSWEEK, THE 
OFFICE, NARGUS, SUPER SERVICE STATION, and SCHOOL 
EXECUTIVE, the good news is spreading fast. Powerful direct mail, 
point-of-sale, and other promotional help will also give you the tools 
to build your R. C. Allen sales in 1958. 





Postage 
Will Be Paid 
by 
Addressee 





BUSINESS REPLY CARD 


ew : nye 
ae bebte) eestonete)e| n usive franchises 
on excl First Class Permit 1120, Grand Rapids, Michigan 


all or part of the R. C. Allen line 


ee Poot card, clij R.C.Allen Business Machines, Inc. 


678 Front Avenue, N.W. 
Grand Rapids, Michigan 











TAKE oN MINUTE TO 


MAIL THIS CARD 





R.C. Allen needs more dealers 


as popularity and demand grows | 


EXCLUSIVE FRANCHISE for the R. C. Allen com- 
plete line or any part of it may be open in your area. 
The profit value of the R. C. Allen franchise is in- 
creasing every day. Act now to secure this oppor- 
tunity. Mail attached post card today. 


MODEST INVENTORY keeps your investment 
within reason. R. C. Allen provides a business ma- 
chine for every purpose as well as allied products. 
R. C. Allen is the best line . moves fast. Replace 
your dust-collectors with a streamlined R. C. Allen 
inventory. 


FINEST QUALITY is guaranteed by strict quality 
control. Each machine is a precision instrument 

. strongly constructed for protection and extra 
years of service . . . designed with the serviceman 
in mind as well as the customer! 
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Complete range of sturdy, 
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lated files and complete 














R.C.Allen Business Machines, Inc. 


678 Front Avenue, N.W. 
Grand Rapids, Michigan 


Please send me complete information about R. C. Allen products and 


dealer franchises. 


Name 


Address 


City State 


TOP DISCOUNTS that any company offers in this 
field! Compare and see for yourself. Bigger dis- 
counts mean bigger profits with less investment 
when you sell R. C. Allen products. 


COMPETITIVE PRICES give you the advantage 
over competition in every case! Nobody else can 
offer a finer line of business machine products for 
less than you when you sell R. C. Allen. Increase 
your profits by increasing your sales with R. C. 
Allen Business Machine products. 


MORE EXCLUSIVE FEATURES prove to prospects 
that R. C. Allen offers top flight office equipment de- 
spite their lower prices. R. C. Allen products include 
many features which no competitor can offer. You 
sell more prospects when you demonstrate the facts 
about R. C. Allen features to them. 





Pull keybc 


One of 25 m 


Carbon paper and ribbons help you ma 
tain contact with customers. Easily : 
. also add to profits. 


well-engineered 
of all kinds.. Insu 
filing systems. 











H.C. Allen 


Business Machines, Inc. 
678 Front Avenue, N.W., Grand Rapids, Michiga 


@ Analysis and Bookkeeping Machine 
Cash Registers @ Typewriters @ Carbon Paper and Ribbom 


Safes and Files @ Aircraft Instruments. 


Adding Machines 
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UPHOLSTERY == 


NATIONALLY 
ADVERTISED 


VINYL 


2. 
woh q Ml 
, 


ENJOY WEAR-FREE/CAREFREE 


DECORATIVE COMFORT WITH 
> Art Matal CHAIRS COVERED IN 


OREN 


VINYL FABRIC 





Milions of Top} aaa 
MANAGEMENT fees 


READERS 


OF 


BUSINESS 
WEEK 


AND 


IT’S EASIER TO 
SELL TOLEX 
UPHOLSTERED 
OFFICE CHAIRS 
TO PRE-SOLD 
PROSPECTS. 


IF YOU’RE A 
CONTRACT DEALER, 
BE SURE YOU HAVE 

TEXTILEATHER’S 
COMPLETE 
SAMPLE KIT OF 
VINYL FABRICS FOR 
BUSINESS FURNITURE 


Please send me a free sample kit 
nc. for business furniture 


ss GENERAL TIRE & RUBBER COMPANY 


ichigot TITLE FIRM 


achines 
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Now the scores of smart new soft fabric effects availablein » 
Tolex supported vinyl upholstery, make it possible for office 
chairs to fit any decorative schemes. Tolex beauty, in either 
soft fabric or rich leather effects, will last your business 
lifetime. It cleans fresh as new with a damp cloth. 
On chairs you order, specify Tolex vinyl upholstery— 
now being used by leading furniture manufacturers. 


GENERAL’ 


PLASTICS 


e TEXTILEATHER DIVISION ¢ TOLEDO, OHIO 
ADDRESS CITY STATE 














Regionals Open 





(Continued from Page 126) 


treatment,” quoted as a definition of management, could I 
be applied to Dr. Cies’ presentation 

Dr. Harris provided detailed instruct n ‘Creative Mer 
chandising and Advertising for Proht He maintained a posi 
tive and creative attitude is necessary for ss. The practical 
suggestions he offered fell under the | ngs of (1) a sales 
training program, (2) selling at a profit, (3) advertising to sell, 
(4) creative display for profit and (5) us NSOEA il 


tools.” Audience participation produc: 
ideas. 





1. Joe McCormick, Jr., Stationers Guild; Art Frey, mfrs 
rep.; John Radcliffe, Corry-Jamestown Mfg. Corp.; Bob 
Webb, Victor Safe & Equip. Co. Each wears the official tie 
of the convention. 

2. Lloyd Landenberger, president Fifth 
Club, has turned over gavel to successor, 
Rockwell-Barnes Co. 

3. Cortland Horr, Associated Stationers 


District Travelers 
Don LaVigne, 


Supply Co.; Mrs 


John A. Gilbert; A. C. Van Horne, Eberhard Faber Pencil 
Co. 

Election of officers produced the following slate for 1958 

59: governor, Scott Summerville, Summerville’s, Inc., Akron 


Ohio; vice-governor, Henry L. Chesick, ¢ Press, New 
Castle, Ind.; secretary-treasurer, Doris Dalton, Morgan’s, In 
Huntington, W. Va.; lieutenant governors, Michigan, Thor 


Marsh, Marsh Office Supply, Inc., Ypsilanti; Indiana, J 
Thomas O’Reilly, O'Reilly Office Supply Co., Fort Wayn 
Ohio, Bob Riehl, Columbus Blank Book ¢ Columbus; Ken 
tucky, Jack Burke, Office Equipment Co., Louisville; West 


Virginia, Fred Ashworth, Stationers, Inc., Huntington 


Transistor radios and other beautiful door prizes went to 
the fortunate winners. Fifth District Travelers and West Vit 
ginia Office Equipment dealers provided evening entertainment 
with generous hospitality. 

Notwithstanding wet ground a golf tournament was held 
both men and ladies participating. Prize for low gross for men 
went to Bill McPike, Weis Mfg. Co.; for low net to Douglas 
Allen, American Pad & Paper Co., and Robert Neil, Bates Mfg 
Co., tied; for second low net to Louis Blair, visiting stationer 
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this full-page ad 
on the new 
Autopoint CARGO > 
ball point pen is 
running in these 
magazines... 










( Perice E seourive 


hy. 4 








they add ZOOM fo your 
Sales Volume in 
office ball point pens! 


This advertisement is packed with “Sell”. . . 
to build CARGO volume for you .. . to create 
sales leads that will be turned over to you! 
Watch—all through 1958—for this ad in: 


MANAGEMENT METHODS OFFICE MANAGEMENT 
OFFICE EXECUTIVE AMERICAN CITY 
MODERN OFFICE PROCEDURE BURROUGHS CLEARING HOUSE 


AMERICAN BUSINESS 


It pays to feature and to merchandise the big-big 
Autopoint CARGO Ball Point Pen. Stationers 
report it’s a fast seller, a repeat seller, 

a traffic builder, a money maker! 


the Autopoint of -\ {eTo) 


ball point pen is selling fast 


(sold exclusively through 
Stationers). Order now! 
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» office expense 


because it carries 
a triple cargo of ink! 


Fights PP 


INTRODUCING THE NEW LONG-WRITING 








—AFadtopoint 
y ' CARGO 


aaa OFFICE PEN 


Nala 


> / 


- 
aaa &? ‘ 
a - <i , 

“* i wail at ‘ ate “Se 





wwe ye te ome 


Holds 3 times more ink... 
Writes 3 times longer than ordinary 
office ball pens ... save up to 2/3 


pen 
shown 
actual 
size 


Whether you measure its capacity in INK SUPPLY ALWAYS VISIBLE 
miles of writing, thousands of words 
or grams of ink, the long-writing 
champ of office ball pens is the Auto- 
point CARGO Office Pen. In addi- 
tion, ink supply is completely visible. 
Impossible to run out of ink acci- 
dentally. Turn-tip Point Protector 
and removable clip—included at no 
extra charge. No bothersome refills. 




















Available in blue/black ink, red or and 
green ink, Real-Thin Fine Point and 59. 
Reproducing ink. words words = Depending 
; , on model. 

CARGO Offfice Pen is sold : 
—_ Less in dozen 
exclusively by Stationers— = Rcste tS? Uiher Pas Ponaing quantities. 














































Not available elsewhere 
Autopoint Co. Dept. No. 25 
; 3200 Peterson Ave., Chicago 45, Ill. 
a Please send FREE CARGO Office Pen sample and information on how 
} REE " it“FIGHTS OFFICE EXPENSE”. 
Send Coup int NAME TITLE 
E of Autopo!" 
SAMPL FIRM 
CARGO Pen ADDRESS 
ae CITY & STATE 
ae STATIONER 
Autopoint Co., Division of Cory Corp. STATIONER'S ADDRESS 
3200 W. Peterson Ave., Chicago 45, Illinois 
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OFFICE FLOORS 


5 money-saving ideas to 
keep them looking right 


Rubber Cushion Glides. 
Heavy Gauge flat steel 
bases slide smoothly. 
Rubber cushions absorb 
shocks, provide flexible 
joint. Nail and socket 
types for wood. Umbrella 
and spring types for 
tubing. 


No-Mar Furniture Rests. 
Rich brown phenolic resin 
composition bases spread 
weight, protect floors, 
rugs, carpets, other ‘‘soft’’ 
flooring. Socket and “‘drive- 
on’’ types for wood, spring 
and expanding types for 
metal. 


No-Mar shoes and cups. 
Soft rubber desk shoe fits 
square desk or table leg 
like a glove, protects 
floors, won’t slip. Round 
and square “Atlasite’”’ 
cups also available. 


Steel shoes for wood or 
metal furniture spread 
weight, protect floors, 
provide sliding action. 


Feltoid tips for light furni- 
ture or accessories, pre- 
vent scratching of highly 
polished floors and sur- 
faces. 





Office appliance dealers, there’s good money in these floor 
savers. And when you sell ‘“‘Bassick’’ you offer the best 
known, the best in quality——and a guarantee of satisfaction 
to your customers. Ask for them, as well as Bassick Casters, 
on the furniture and equipment you sell. The Bassick Com- 
pany, Bridgeport 5, Conn. Jn Canada: Belleville, Ont. s.s2a 





THE “ay 3 
BASSICK COMPANY o Ba S $ ck 
BRIDGEPORT 5, CONN. pie! | 

IN CANADA: a os! SYMBOL OF EXCELLENCE 
BELLEVILLE, ONT. ge eeregeenpepeemepene psn 
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from St. Louis and governor of Eighth District; for ladies’ 
low gross to Mrs. Doris Landenberger; low net to Mrs. Don 
LaVigne. Prizes were awarded at the banquet. Prizes earned 
at an Indianapolis outing last fall were presented to Lloyd 
Landenberger and Jack Burke. 

J. Hanly Morgan, toastmaster extraordinary, presided at the 
banquet. He introduced Russell Thompson, Transylvania Print- 
ing Co., Lexington, Ky., chosen as salesman of the year for the 
district and candidate for the national competition. Brief re- 
marks were made by Scott Summerville, William Diehl, Jr., and 
Paul Burbank. Mr. Burbank presented plaques in recognition of 
meritorious service to Mr. Morgan and Mr. Landenberger. 

The annual meeting of the Fifth District Travelers Club was 
held at the Greenbrier on March 21. Under the skillful direc- 
tion of President Lloyd Landenberger, the limited time of 45 
minutes proved ample. Reports were made on Christmas, golf, 
sales meeting in Detroit and other activities. Members were 
urged to exert their best efforts in competition for the travelers’ 
trophy to be awarded at the national convention in Chicago, 
the club having won it twice in the last three years. Don La- 
Vigne, Rockwell-Barnes Co., was elected president for the en- 
suing year 


Thomas Furniture Co. Announces Expansion Plans 

The Thomas Furniture Co., High Point, N.C., manufacturers 
of office and institutional furniture, has commenced a program 
of expansion to include approximately 12,500 square feet of 
new production and warehouse space and a new 4,000 square 
foot finishing room. The plans were announced by Fred 
Thomas, president of the company. 

According to Mr. Thomas, the new facilities were needed to 
accommodate pressures brought about by the outstanding suc- 
cess of present lines—particularly the highly popular ‘Blue 
Chips”, designed by Ken White Associates. In addition, he 
said, additional space will be devoted to the new Ken White 
designed Thomas “11” series now being introduced to the 
office market. 

The “11” series, a medium-price line priced just below 
“Blue Chips’, 


ture chairs, arm and side chairs, and a series of modular bench 


includes executive and secretarial swivel, pos- 
units with interchangeable seats and table tops styled to pro- 


vide a wide range of office and reception room seating arrange 
ments 


Records File in Prudential Building .. . 
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When the Wilson & Co. records were transferred from the Chi- 
cago stockyards to the basement of the Prudential Building, 
new home for the firm’s offices, Marshall-Jackson Co. of Chi- 
cago was called in to supply the equipment. Saxonsteel trans- 
fer files by Bankers Box Co. were utilized both for the transfer 
from one location to the other and also for the storage in the 
basement. As shown, the cases have been stacked seven high 
in many rows 
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METALSTAND’S 
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FOLDS 
COMPACTLY 
FOR STORAGE 


For Added Space 
In The 
Needed Place! 


More handsome, more rigid, 
more practical than anything 
on the market! Adds space for 
electric typewriters, office 
machines, etc. Adds sales 

and profits to your business. 
Even includes ingenious 
‘Modesty Panel"... and the 
entire TypoMate unfolds, locks 
in a place in a jiffy. Stock 

it . you'll sell it! 





Tomorrow’s Design at Yesterday’s Price! 


The desk that gives your customers more-for-fheir-money in high fast 


and gives you more-for-the-money in profits! Available tr Zoltlare Mm eley. 
Nhisellelilm aelel-mel ttle lr: and in double pedesta ngle p 
Telale]Mmelile M3410 ih 7-eoh 2 -1a0lelile METS AC 








METALSTAND a * REGISTERED 


METALSTAND COMPANY 





7520 STATE ROAD, PHILADELPHIA 36 e DEvonshire 3-7900 


Manufacturers of SUSPENSION FILES e NON-SUSPENSION FILES 
STEEL DESKS e STEEL CABINETS e Hilo TYPEWRITER STANDS 


Metal Poy vobelelobce Meyda Quali ty 
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Mr. Dealer, we are taking the liberty 
of a slight exaggeration (just for demonstration) 


« « « The FULTON LINE of 


MARKING DEVICES 
and MARKING INKS 


- - moves Easily and Profitably, and assures you 
a continuous source of Repeat Business. 
All our products are sales inducing items. 


4° .°? sO PRO,, 
ie, “4n ie’ 







SERVICE 
DATER 






oi FULTON 
RUBBER 

TYPE 

OUTFIT 









FULTON GUARANTEES 
quick service and 
dependability, solves any ink 
problems. Write for 

your catalog! 


FULTON MARKING EQUIPMENT CO. 


82 Fulton St., Elizabeth 1, New Jersey 
“Manufacturers of Marking Devices for Over 50 Years” 
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by JACK BEDFORD 
ad advertising consultant 


clinic 


An Advertising Tax — 
Will It Be Imposed? 


@ PROBLEM: An office equipment dealer writes, “I have been 
reading about a proposed tax on advertising. Can you explain 
how this will affect my advertising for my business?” 
SOLUTION: This is one of the biggest current problems fa 
I] 


a 
advertisers. Here is a round-up of what is happening on thi 


y 


ing business and industry. It has long range implications to 


advertising tax front 

Recently, the city council in Baltimore, Md., passed two ordi 
nances. One imposes a 4% levy on advertisers and the other 
would require advertising media in Baltimore to pay a 2% 
gross receipts tax on all advertising. 

For example, an advertiser in Baltimore placing an ad at a 
cost of $100 in his local newspaper would be taxed $4.00 for 
this ad. In addition, the newspaper would have to pay $2.00 
for the ad appearing in the paper. 

St. Louis, Mo. is the second city to consider a revenue 
raising tactic of taxing advertising. The proposed plan in St 
Louis is for a 5% tax on advertising and a 2% tax on media 

Latest reports on the ad tax indicate that the St. Louis pro- 
posal may not go through. According to a recent announcement 
from St. Louis, Alderman Alfred I. Harris has again failed to 
introduce his advertising tax proposal at the most recent meet 
ing of the Board of Aldermen. 


Watching Baltimore Situation 
[he Baltimore tax went into effect on January 1, 1958. Cir 
cuit Court Judge Joseph L. Carter set March 1 as the date for 
the hearing on the suit brought against the city by local adver- 
tisers and media. Originally there were 16 separate complaints 
but these were consolidated into one of a committee to expedite 
the handling of the case and to help reach a decision promptly 
Advertising people will be watching the situation in Balti 
more carefully. If the tax is successful in the courts there, it is 
anticipated that the ad tax will spread like an epidemic to 
other cities needing additional revenue. If it is nipped in the 
bud in Baltimore, the threat of an ad tax will not be a major 
problem in advertising in 1958. 
Some cities have definitely gone on record as being against 
an advertising tax. Mayor Christopher of San Francisco has 
expressed a stand against any form of taxation on any type 


of advertising 


Why Should Advertisers be Taxed? 


Frankly, there is little, if any, reason why this group should 
be singled out for extra taxes. Regardless of whether it is an 
advertiser or media, they already pay taxes just like any other 
business—municipal, state, and federal taxes 

Another reason advanced is that since they can afford to 
advertise, they can afford to pay a tax. This is based on the 
assumption that advertising is an expensive luxury indulged 
in only by firms that make fantastic profits. Actually, most 
firms that use advertising consistently do make a profit. . . but 
one of the major factors responsible for this business success 
is that they keep their name before the buying public with 
advertising. 

Successful business firms make profits because they advertise 

they do not advertise because they make profits. 

[here is another danger about such a proposed ad tax. What 
if a city council held the “ad tax” club over every newspaper, 
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“The complete Oxford line 





is the backbone of our business. 
it creates more sales 


than any other filing line.’’ 






Nathan Balaban, President 
Service Office Supply Company 
Detroit, Michigan 


SAYS. 


Service Office Supply in Detroit is another one 





of the many successful office supply houses 
across the country that features the complete 
line of Oxford products. The reason is simple 

. carrying the full Oxford filing line means 
more profits for the dealer. Why? Customers 
like the quality, competitive price, and complete- 
ness of the Oxford line of filing supplies... 
and they make their preference known when 





they buy. In a recent survey of leading brands 
of filing supplies, Oxford was THE preferred 
brand name! 


It’s easy to introduce the Oxford line to new 
customers, too—with the Pendaflex® Dem- 
onstrator Kit. Perfect for demonstrating the 
new concept of filing that you offer in Pendaflex 
hanging folders, this Kit also acts as a handy 
brief case for carrying samples and catalogs of 
everything you sell. 


. i ; 
You realize full profits when you're a full line _. Ox rd 


Oxford dealer! Write today for information on 

ill Oxford filing supplies. FIRST NAME 
Oxford Filing Supply Co., Inc. IN FILING 

124 Clinton Road, Garden City, N. Y. 
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When 
customers 


ask for Beauty... 


for Comfort... ™ "% 
for Years... . >. 
you'll gain their confidence and > 
additional sales when you sell them... r] 
HYGIENIC " 


Rae 





peed Confer” 


MATS and RUNNERS = 


5a 

When customers are tired of replacing floor mats @®@ 
that lose their resilience and appearance in a dis- 
appointingly short time . .. when they ask for a mat 
or runner that will give relaxing support and still look 
beautiful years after it was installed suggest 
Hygienic Foot Comfort Mats, the quality floor mats 

that reduce fatigue and increase efficiency for all who © 

must work standing. . 

Hygienic Foot Comfort Mats and — ar 


Runners are easy to clean, too—just 
like a regular rubber tile floor. 
They will not absorb dirt or 
cleaning water. Available in 
8 modern marbleized colors 
with all edges beveled for ea Uae 
Here's the Secret. A 
safety and appearance. beautiful 





sher? Haacin 
ubbe e floo 9 


For Details and Prices Write. 


FLOORING DIVISION DEPT. A 
THE HYGIENIC DENTAL MFG. CO. 


AKRON 10, OHIO, U.S.A. 
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magazine and radio station in the community? Would the fre 
press dare to expose graft and corruption in city government 
Would they dare to endorse opposing candidates in an election 
against the present city council? 

If the free press did dare to do these things, what might 
happen to the ad tax in the community ? 

When a government can take over the press through a dis 
criminatory tax, the future of America is in danger. And, even 
though the plan has been started, most advertising people feel 
that it will not be upheld in the courts. . that it will not 
spread .... and that the ad tax is one of the least of the 
worries for an Office equipment dealers considering his adver- 
tising plans today. 

PROBLEM: “What is subliminal advertising is an up-to 
the-minute question asked by this office supply dealer. 

SOLUTION: Subliminal advertising is a new technique 
vised to deliver an advertising message. Briefly, it is a message 
that is flashed on a movie or TV screen while the show or pro 


£ram 18S in progress 


Here's How Plan Works 


[The message is flashed on the screen so fast (1/200th of a 
second) that the viewer is not conscious of seeing it. Yet, the 
message 1s repeated over and over again (about once in 5 se 
onds) until it penetrates the subconscious mind of the viewer 
In an experiment with subliminal advertising, the message ‘‘Eat 
popcorn” was flashed on the screen of a movie. Sales of pop 
corn were greater during the period the message was being 
flashed on the screen than before oz after. 


Since this has been introduced, advertisers have been check 
ing the possibilities of this form of advertising. The Federal 
Communications Commission reports that it is convinced that a 
message can be transmitted on TV without being visible to the 
human eye. 

However, the wide-spread use of this form of advertising 
may be somewhat limited. According to one expert in the field 
of subliminal advertising, it will not get a viewer to do some 
thing he is not conditioned to do. For instance, it will not 
bring about acceptance of a new product, but it might make a 
smoker want another smoke. . a Coke drinker want another 
Coke 

And, these advertising experts believe that subliminal ad- 
vertising will not lead to much brand switching unless the 
viewer is conditioned for a change (dissatisfied with his old 
brand). 

Office equipment and supplies require more information to 
make a sale than the mere mention of the brand or product. 
It takes hard-sell (good logical reasons for buying) to convince 
a customer to buy in your office supply store. 

There is one thing that falls back to a basic principle of 
advertising that should be of interest to all office supply deal- 
ers. Constant repetition of the same message will in time make 
a vivid impression on the customer. . . . subliminal advertising 
keeps hammering away with the same message time after time 

. just as any good advertising does. 

Remember: Repetition builds reputation. 


Cushman & Denison Mfg. Co. 
75-Year-Old Company Announces Move 


Cushman & Denison Manufacturing Co., now in its 75th 
year, is moving central offices from New York City to quarters 
adjacent to the company’s new modern manufacturing plant 
at Carlstadt, N.J. 

The company, founded in 1883, is the producer of Flo-master 
felt tip pens, Ke-master key control units, LEB binder clips and 
the new felt tip Cado Marker. 

According to Sales Manager Robert E. Gooley, the move to 
Carlstadt, just 10 miles from New York City, is in the inter- 
est of better and faster service to the thousands of dealers that 
Cushman & Denison supplies all over North America. 

These include dealers in stationery, school and artists’ sup- 
plies; office equipment, industrial hardware, mill supplies and 
photographic materials; and also dealers in blueprints and 
marking devices, including stamps and stencils 

President of the company is David L. Parke, and advertising 
manager is James P. Dwyre. 
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pie W hat is the total value 
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33 of your whole 
O06 * e 
495 duplicating department? 
33 
Z | ome ian 
455 
UU 
r aE (it can only equal the sum of its parts!) 
“? 
- f 
ee In each of our advertisements for the past year, we have dis- 
7 - ° ° . . 
cussed the revolutionary changes that are still occurring in 
2 «x 
; —- the design and performance of typewriters and duplicating 
— machines. 
Bees 4 - To meet these changes—and to add value to your duplicating 
i ; 
a” department—Allied research has perfected many new prod- 
62 
ee ucts, such as (to name a few): 
qn 
7 & @ The improved Flagship line of metallic back carbon paper. 
5C ® Offset ribbons that produce matchless copy. 
ies: hy: © Eleven different kinds of orange Diazo carbon papers. 
7 ~ © Fifty nine different shades of letterhead matching ribbons. 
Le UG © A superb stencil line complete in every quality detail. 
i. aH WV 
4 56 Is your duplicating department missing its full share of new 
4 A he customers, increased volume and profit? Does it offer a com- 
e. ° . > , 
vy plete service? Is it able to fill today’s needs and outperform 
Zz . 
we today’s competition with the new specialized quality products 
O that the new market demands? 
r rt a Let the Allied man show you one or more of the Allied de- 
2°89 velopments in our complete line of duplicating supplies—and 
» 54 you'll appreciate the value of an Allied franchise, with its 
ye 4 policy of sale through limited authorized dealers only. 
£QO057 
- , 64 ' ' 
367 General Offices and Factory: 165 Duane Street, New York 13, N. Y. 
BP: 0 Western Office and Warehouse: 3425 So. Main, Los Angeles 7, Calif. 
32M) 
Do ae 
6.6 7 


OA—5/58 139 








Attractive Exterior . . . affords a complete view of the brightly 
decorated Kraynak Office Machines, !|n n Ft. Lauderdale 
Fla. 


Kraynak Office Machines, Inc. 
Opens New, Larger Quarters 


From an inauspicious beginning in a garage nine years ago, 
and then through four moves, Kraynak Office Machines, In 
Fort Lauderdale, Fla., is now establi i in its own modern 


new quarters at 800 W. Sunrise Blvd 
The business was started by E. G. Kraynak and a partner 





now deceased, in his partner's gara February 949 
Both had been employed by local rs as sal 
mechanics. Mr. Kraynak did most of the selling and his partn 
did most of the repair and service work 

During the nine years following, tl ss Was expanding 
at a rate which forced four moves 

Today Mr. Kraynak and his new part Ray Restrepo op 
erate a modern business in a bright new store. Mr. Restrepo 
now runs the office with the help of tw mployees. The serv 
ice department has four highly-trained 1 unics working full 
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$30 Million In Office 
Machine Orders Waiting! 


by C. LEROY (ROCKY) JONES 


livision of one’s business, no only to ferret out logical dealer 
representation for his own line, but to suggest a well-rounded 
line of diversified equipment for which there is a market in 
his territory—typewriters, adding registering 
achines, duplicators and high-mortality machine supplies. 


machines, cash 


Next comes proper local sales training, as well as mechanical 
instruction. By limiting competitive items to two, the prospect 


@ THERE IS AT least $30,000,000 annual who type 
walle i : en is given the choice of selecting oz« or the other, rather than 
ter f f ISINESS aw: g the action o mé ‘ . 
P ' nae to look at a whole shelf of competitive machines which con- 
ip this undeveloped market in ; : 
mall segment of tion fuses and slows down closing or the making of a selection. 
sma 2m tC OF Our nation, 
EE ETE promoti an There are plenty of mechanics available who require only a 
kpanding oO. ( otion an sa } 


tion of small-town Ameri 


Many Areas Available 
ate that there are 1,000 towns of 
hich have no local office machine 

facilities, offering equal pos- 

f Sebring, Fla. The wholesale fig- 

portion of the total sales experi- 
manufacturer gained $18,000 in 

ss; one adding machine manu- 

f $8.000 in annual wholesale busi- 

$ Multiply these figures by the 1,000 
as in the United States and you 


tld shock the imagination of the 


H n t market be economically captured ar 


vel 
omotion 


| t ’ sary to activate a sales pt 


HOWELL 


Modern Metal Furniture 


little instruction to make them competent to handle small town 


\" pI , normal town of 7.500 peof le. sans requirements. 
: total two-county population of . . 

40 l t precedent for office machine manu- Direct Mail Helps 

proving that the policy of con- Sales promotion in the small town differs somewhat from 

> rts to large urban areas is over- that in the city, for the use of newspaper ads or radio have 
“= t neclect fertile market, potent with prospects not proven business getters. Resorting to direct mail, usually 
« npetitive city sales methods postal cards, mimeographed rather than printed, and carry- 
™ ing a personal message promoting a single item, rather than 


name-brand institutional advertising, seems to bring the cus- 
tomers to the store. 

In order to provide the small town dealer with a continuous 
monthly mailing, the sales promotion department must pre- 
pare and make available at reasonable cost, a series of non- 
professional direct mail promotion cards or letters. These 
should be mailed monthly, by the dealer, to everyone listed 
in the local telephone directory. Such promotions should pro- 
product presentation during the seasons when a 
normal buying trend affects the particular item, and may be 
1 as specials during off-season periods, particularly dur- 


vide fot 


offered 
ing the summer months 

Here indeed is the fertile field manufacturers need to expand 
their sales. Here lie promises as great as the ‘gold rush’ of the 


19ers 





UPHOLSTERED DESK AND 


FURNITURE 





OCCASIONAL 
TABLES 








DINING CHAIRS 





RESTAURANT 
TABLES 


Write for the new Howell catalog. 


The Howell Co., 429 S. First St. St. Charles, IMinois 


Please send me your new 4 color catalog of contract furniture 
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Here's a tip 
from Flo-master 


.where ink is 
valve-controlled 





MARK UP more profits with 
the fastest-selling, most complete 
line of all felt tip pens! 


Backed by heavy nation-wide con- 
sumer promotion, Flo-master is now 
available in three sizes to meet the 
demand of every customer, from 
artist to shipping clerk. Special-pur- 
pose felt tips are interchangeable; 
instant-drying, waterproof inks in a 
variety of brilliant colors. 


ADVANCED FLO-MASTER 


Slender beauty of satin-chrome finish 
on drawn brass, delicately balanced 
with snap-on cap. Preferred by artists, 
school teachers, office workers. 


STANDARD FLO-MASTER 


“The Standard of All Industry.” Pre- 
cision-made of anodized aluminum for 
commercial and industrial use where 
rough handling is anticipated. 


KING SIZE FLO-MASTER 
Aluminum construction with greater 
ink capacity and felt tips up to 1 inch 
wide. Exclusive airtight, dual-purpose 
screw-down cap serves as permanently- 
secured receptacle. Designed for rug- 
ged, heavy-duty use at factory bench 
or shipping room table. 






CUSHMAN & DENISON 


MANUFACTURING COMPANY 
Carlstadt, New Jersey v 


Please forward Flo-master Catalog and 
discount sheets. 


Oe 


ADDRESS 
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QUALITY PRODUCTS FOR 75 YEARS! G3 5 ft fg 
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A "LOST SALE” Quiz 


appr Dinsmore 





“THE NEGLECTFUL NIGHTINGALE’”’ 
: fails to follou -thru after a Sale. 
. He loses sales because... 
a)... his customer returns most of the order 


b)...his customer fails to order the second 


time 


c) ... his customer doesn’t know how best 
to use the product 


“Hit and Run” selling tactics are killing Dins- 
more’s repeat business. If he would properly serv- 
ice his customers he (b) wouldn't be plagued with 
sO Many one-time orders. 

Like every professional salesman you aren't mere- 
ly making sales; you are building customers. And 
each of these satisfied customers you add to your 
list means hundreds of dollars to you over the 
years. One way to insure your right to this business 
is to make a well-timed follow-up service call after 
each sale. See that the customer knows how best 
to use your product. See that everything is right. 
Give him special attention. Do these things and 
you lay the groundwork for that important next 


order. 
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How INVINCIBLE 
desk base inter-change 


cuts your costs ... boosts your sales! 


Adjustable footings have full 
1%,” range. Inter-changeable 
on all Invincible bases and 
legs. Built of smoothly 
gliding, non-rust alumi- 
Invincible island num. Solid core for 
base typifies rugged cleanliness and ex- 
steel strength of both tra strength. 
type bases. Note bulk- 
head reinforcement welded 
amid-ships for absolute ri- 
gidity, and dual-reinforcements 
ot glide ends. 


























ae 

















Hundreds of potent sales features are built into all carry a smaller desk inventory, need less storage space, 
units of Invincible’s complete steel office furniture line. save on shipping charges. 

Many of these features are exclusive, such as the inter- Customers are pleased with immediate delivery of 
change flexibility of base assembly at point of sale: exact desk-and-base they want — are satisfied for years 
island base or smart new leg base — either attached with the superbly strong construction, efficiency and 
quickly and securely to any desk according to the cus- lasting good looks of Invincible desks and return to 
tomer’s preference. You offer a “custom” choice, yet you for all their furniture needs! 


7 





Invincible Office Planning Kits 
make you a planning expert 
overnight, offering a valuable 
service that sparks sales of 
complete Invincible offices. 
Write for details and kits! 





Lee 
z 2 a \\ A) 
‘In Conode: A. R. pevaytiear ttd., Pacteiy ve gtidachcliee, 


1162 Caledonia Road, Toronto 10, Canada. TN 
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TYPEWRITERS \ \ 

















WHEN INSTALLING AND USING 


COPI-MATE 


DOUBLE PACK - CLEAN CHANGE 


TRADE MARK 


TYPEWRITER RIBBONS 


PLUS EXCLUSIVE: 
® Clean Change Ribbon Sheaths 


Patent 2,788,111 — PAT. PENDING 


@ Handy 12 packs for all typewriters including 


completely overwrapped. 


correctly at a glance. 





unconditionally guaranteed. 
MAKE A CLEAN CHANGE, TODAY! 


13th pack for electromatic typewriters. 
®@ Visual pack — attractively merchandized — 
duPont film wrapped. Freshly packed, 


@ Every pack shows how to install ribbon 


® The finest ribbons in Nylon, Silk and Cotton 


| WINDOW DECALS, ENVELOPE STUFFERS, 13 PACK CHART — 


PRICE LISTS 


LEEDALL Products Mfg. Co., Ine. 
MILLTOWN, NEW JERSEY 
INKED RIBBONS @ CARBON PAPERS @ DUPLICATING SUPPLIES 
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Appointments 


L. C. Overlock Heads Apeco National Sales 


Leslie C. Overlock is new national sales 
manager of American Photocopy Equip- 
ment Co. (Apeco). Joining the office 
equipment firm in 1952 as a regional 
sales manager he advanced in the ranks 
and now directs sales for Apeco’s Photo- 
copy Division. He resides at 807 Locust 
Road, Wilmette, III. 





Appointed Frontier Executive Sales Chief 


William J. Materka was recently ap- 
pointed as executive sales manager for 
the Frontier Manufacturing Co. He has 
been marketing consultant to Frontier ja SP 
for the past 10 years and previously — 

- 


was southwest sales manager for a large 
international company serving the mo- 
terial handling field. 

att =. 
G/W Appoints Veasey to District Post 
a Richard E. Veasey has been appointed 
district representative of The Globe- 
Wernicke Co.’s northwest territory, mak- 
ing Seattle his headquarters in serving 
dealers in Washington, Oregon, Mon- 
tana, Idaho and a part of northern Cali- 
fornia. He has been a member of the 
New York branch of the Globe-Wernicke 
sales force since 1954. 


Bernhardt L. Sauter has been appointed 
by Dennison Manufacturing Co. as divi- 
sion manager of central selling division 
in Chicago. He began his career with 
Dennison in Chicago in 1928 as a clerk 
in the firm’s retail store. Since 1955 he 
has been manager of machine systems in 
Philadelphia 





Gramley Named on B.F. Goodrich Staff 


Harold P. Gramley, Akron, Ohio, has 
been named to the sundries sales de- 
velopment staff, stationers’ products, 
for B. F. Goodrich Industrial Products 
Co. in Akron. He joined B. F. Goodrich 
in 1943 and has held varied assign- 
ments. For the past two years he has 
been sales promotion manager for BFG‘s 
Industrial Products Co. 


Bowen Appointed Ditto Dealer Sales Manager 


7% 
oe 





Robert M. Bowen has been promoted by 
Ditto, Inc., to the position of dealer sales 
manager. Mr. Bowen, who will report to 
the vice-president of marketing, has 
been associated with the Lincoln Paper 
Co., a Ditto subsidiary, for the past 
seven years. Previously, he was office 
manager and manager of the order and 
billing department. 
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new colors 
snap-on arch 


mylar wrap 





Only EVER READY gives you all these for greater sales in ’58! 


With the addition of Ever Ready’s new colors, Mist fills, are two more powerful selling features. 


Green and Desert Sand, you have a desk calendar 


base color for practically any color scheme. These 
colors were created to keep pace with the trend to 


These new developments in desk calendars were de- 
signed specifically to help you make a better profit 
for 1958. 


color in modern office design. 


If you do not have a copy of Ever Ready’s colorful 


And Ever Ready’s new, exclusive “Snap-on” arch, “50th Anniversary’ Stationers’ Catalog, ask your 
coupled with Ever Ready’s new Mylar wrapped re- supplier for one, or write us. 
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EVER READY CALENDAR MANUFACTURING CO. 


150 BAY STREET, JERSEY CITY, NEW JERSEY 
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Deposit Receipt Envelopes... 
another JUSTRITE specialty! 


Voucher 


‘Style 


Deposit Receipt Envelopes are another popular 
is 


banking item offered to dealers by the Justrite 


envelope companies of St. Paul and Atlanta. 


Used by banks and savings institutions, these dur- 
able envelope cases provide long-lasting usage for 
holding mechanically printed deposit receipts... as 
well as giving convenience appreciated by bank 
customers. 


Justrite Deposit Receipt Envelopes are furnished in 
either red rope or colored fiberine stocks especially 
made for long wear. They are featured in two pop- 
ular styles . . . side-top opening voucher style, and 
wallet style which opens on the side and has a deep 


wallet flap, as shown above. 


Your customers can choose a wide range of sizes in 


either style, including those recommended for Bur- 
roughs and National Cash Register machines. Here 
is an item that appeals to all banks as a positive 
good will builder. Ample area is provided on both 
sides of the envelope for business boosting adver- 


tising messages. 


Be sure to offer these profitable envelopes to your 
customers. Write either factory for samples and 
more information on these and other fast selling 


envelope products. 


Two Modern JUSTRITE Factories 
NORTHERN STATES ENVELOPE CO. 
Jus 300 East Fourth Street 7 Saint Pau! 1, Minnesota 
JUSTRITE ENVELOPE MFG. CO., INC. 


523 Stewart Avenue, S.W . Atlanta, Georgia 
Sold for Resale Only 


146 











Appointments—— 


Named Ennis Sales Correspondent 


Eddie Wilson has been named sales cor 
respondent for the Ennis Tag & Sales- 
book Co. at the home office in Ennis, 
Tex., succeeding Dwight Alverson who 
is now sales representative for Ennis in 
Louisiana, Arkansas, and western Mis- 
sissippi. Mr. Wilson will handle sales 
department correspondence for Okla- 
homa, Arkansas, Louisiana, and other 
southeastern states. He is a 1950 grad- 
uate of Baylor University at Waco, Tex., 
and has previously been engaged in 
newspaper and Chamber of Commerce 
work in western Texas. 





Ideal Stencil Names Harris Sales Chief 


John T. (Jack) Harris has been ap- 
pointed national sales manager by the 
Ideal Stencil Machine Co. For the past 
four years he has served as sales man- 
ager of Ideal’s New York City office. In 
his new capacity, Mr. Harris will pursue 
a program of close co-operation with 
Ideal Stencil sales representatives and 
dealers. 





‘*Vic’’ J. Parr New Haskell Representative 


“Vic J. Parr is new southern repre- 
sentative for Haskell, Inc., replacing 
Frank J. Neville, who suffered a fatal 
heart ailment last November. Mr. Parr, 
experienced as a retailer and manufac- 
turers’ representative in the Southwest, 
will cover Virginia, Tennessee, North 
Carolina, South Carolina, Mississippi, 
Alabama and Georgia. His headquarters 
are at 89 Long Island Place, N. W., 
Atlanta 5, Ga. 


Moore Push-Pin Names McDaniel 


Charles C. McDaniel has been appointed 
as representative of the Moore Push-Pin 
Co. in Texas, Louisiana, Oklahoma and 
Arkansas. With long experience in the 
stationery and hardware industries, Mr. 
McDaniel will represent Moore Push-Pin 
in both these fields. His headquarters are 
at 4909 Overton Ave., Fort Worth 15, 
Tex. 





Directs Cramer Sales in Southwest 


Ralph Weedman has been named South- 
west district sales representative for the 
Cramer Posture Chair Co., supervising 
dealer sales in Oklahoma, Texas, Arkan- 
sas and Louisiana. He was _ formerly 
manager of Cramer contract sales and 
national sales representative at the 
Kansas City offices of the company. 
Now, he is headquartering in Dallas, 
Tex 


Clary Appoints Branch Manager 


Clary Corp. has announced the appointment of Vincent J. 
Petersen as manager of its branch office at 1014 W. Adams St., 
Phoenix, Ariz 
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ALL-TIME 
PROFIT CHAMP 
IS EASIER TO 

SELL THAN EVER foam nusser 


DOES IT! 


Take a look at that seat cushion. No 
fillers, sheets or bonded materials. 
Just deep, molded virgin foam rubber. 
That's what we mean by Quality. 








C-1500 Executive 
Swivel Armchair 


Cc-1510 
Side Armchair 





More men have found comfort in the C-1500 than in any other office 
chair. It’s the business man’s favorite and a fine profit item. Now, with 
the foam rubber seat, the C-1500 line has more comfort and more sales 
appeal than ever, at no increase in price. Welded steel construction. 


Flawless finishing. Wide choice of distinguished upholsteries and LI — 
colors. Matching side chair, side armchair and swivel chair. Also D Cc 
C-1500A series with wider arms. The C-1500 is part of the complete rl ri n Cc 


Harter line that’s always quality-built and consistently nationally adver- STURGIS MICHIGAN 


lela CHAIRS 


tised. If there’s no Harter dealer in your area, drop us a line. 


HARTER CORPORATION, 525 Prairie e« Sturgis, Michigan 


In Canada: Harter Metal Furniture Ltd., Guelph, Ontario 
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INK, TYPEWRITING, 
BUSINESS MACHINE WRITING 


Your customers will thrill to the new ease, 
speed and efficiency of these fine quality 
GRAYPOINT ERASERS. 


EASY-TO-HOLD, EASY-TO-POINT 
‘‘BALANCED”’ PENCIL-LIKE SIZES 


q NO. 3650 GRAYPOINT WHISK. 
Hexagonal, wood-case eraser fits 
comfortably in the hand. Attached 
brush whisks away eraser crumbs. 
Won't roll off desks. Easily re- 
pointed in any pencil sharpener or 
with knife. 








































oe 
U.S.A 


MA 
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NO. 365. GRAYPOINT > 


Same eraser as No. 3650, but 
without brush. 


q NO. 378. GRAYPOINT 

This paper-wrapped eraser 
with the pull-string can 
easily be repointed right at 
users’ desks. 


All are perfectly balanced 
for complete control, and 
fast, smooth erasing. 





FREE SAMPLES 


Write us now for a free 
sample of each of thess 
erasers, and for price 


list. OR ORDER A 
TRIAL DOZEN OF 
EACH OF THESE 
ERASERS, AT FULL 
DISCOUNT, AND FEA- 
TURE THEM. 


| 


addon Robes Graymoint Enanon No. 365 











WELDON ROBERTS 
RUBBER CO. 


365 Sixth Ave., Newark 7, N.J. 


World’s Foremost Eraser 
Specialists 








- &nanan 


Correct Mistakes in Any Language 
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Nien on the Move 








R. E. Sinnett R. M. Payne 


Appointment of Richard M. Payne as assistant sales manager 
of Bates Mfg. Co., with headquarters in the New York office, 
left an open spot in northern California, Washington, Oregon, 
Nevada and Utah. 

Into this spot steps Raymond E. Sinnett, whose home ad- 
dress is 105 La Cruz, Millbrae, Calif. 

. 

Alfred E. Siegel has been appointed sales representative of 
the furniture and equipment division of Brewer-Tichener Corp. 
Residing at 1017 Longaker Rd., Northbrook, IIl., Mr. Siegel 
will be sales representative for the states of Illinois and Wis- 
consin, selling institutional folding chairs and tables. 

. 


L. Richard Fuller is filling the new 
pusition of vice-president-marketing at 
Corry-Jamestown Mfg. Corp. Mr. Ful- 
ler’s basic responsibilities include plan- 
ning and administering the over-all mar- 
keting program, with particular emphasis 
on determining marketing potentials and 
establishing effective sales goals. 


L. Richard Fuller 


a 

New branch accounting machine sales managers of Monroe 
Calculating Machine Co., Inc. are R. A. Hay, New York City; 
H. T. Talbert, Hawthorne, Calif.; R. E. Dixon, Jacksonville, 
Fla.; H. A. Settle, Portland, Ore.; J. I. McKenzier, Los Angeles, 
Calif.; Ernest Fockler, Johnstown, Pa., and J. H. Davies, 
Syracuse, N. Y. 

Appointment is also announced of M. T. Corwin of Elgin, 
Ill., and H. B. Cage of Stockton, Calif., as branch sales man- 
agers. 

* 


Charles Salem has joined Facit, Inc., as 
office and personnel manager. Mr. 
Salem will direct the function of Facit's 
office, including credit and accounting 
departments, at the New York City 
headquarters. He lives in Newfoundland, 
N. J. Formerly, he was associated with 
the Suburban Propane Gas Corp., Whip- 
pany, N. Y. 





Charles Salem 
e 


Oliver C. Sanders is new director of planning and purchas- 
ing for the manufacturing division of Parker Pen Co. The new 
post was created by combining the purchasing and the planning 
and control departments of the Parker manufacturing division. 

2 

Promotion of Andrew D. Bailey to office manager for the 
New York branch of Thermo-Fax Sales, Inc., has been an- 
nounced by Minnesota Mining & Mfg. Co. Mr. Bailey, who 
joined 3M in 1947, has been office manager of 3M’s Bristol, 
Pa. plant for four years. 

ra 

Ben Schluger has been appointed to cover office furniture 
dealers in the six states of the New England area for the 
Stylex Seating Co. His headquarters are at 6 Clarendon St., 
Malden 48, Mass. 

Appointed Stylex representative in North Carolina, South 
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Olivetti machines have unique features that help make sales. One 
example is the new proportional-spacing Graphika shown above, 
described below. The Olivetti line of 18 machines is one of the biggest 
and best-advertised in the industry. Four full-color full-page Olivetti 
ads are being seen in Life Magazine during 90 days ending mid-June. 
Olivetti, established 50 years, has made and sold 3,000,000 type- 
writers and 700,000 calculators. An Olivetti franchised dealership may 
be available in your area. Write Olivetti Corporation of America, 


375 Park Avenue, New York 22, New York. 


The Olivetti Graphika is the first (and only) manual 
typewriter with proportional spacing. It is ideal 
for prospects who require or desire unusually 





° Proportional spacing (left, above) gives 


eal 
Mj 1 





narrow letter less space than wide letter, 





as in printing. Conventional spacing 
left, below) gives equal space to all letters. 














attractive typing, as for important correspondence, 
sales letters, legal briefs, reports, bulletins, 
memoranda, and presentations of all kinds. 


The Graphika costs much less ($275 plus rer) than pro- 
portional spacing electric typewriters, has an automatic 
expander key (to emphasize words or sentences), and an 
unusually elegant typeface. Right margins can be justified. 
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STOP! 


LOOK! 


SELL! 


America’s most complete line of ... 


e@ DRAWING SETS 


e DRAFTING MATERIALS 


e DRAFTING INSTRUMENTS ¢ DRAWING EQUIPMENT 


e DESIGNING AIDS 


e MEASURING DEVICES 


EARN UP TO 50% PROFITS 


Here’s QUALITY merchandise for engineers, draftsmen, 
architects, designers, students, etc. . . . at DOWN-TO- 
EARTH PRICES! Line-up with Alvin — sales stimulating, 
sure-fire traffic and profit builders. 


No. 5013D - FREE Counter Display, 
with 12 Alvin Mechanical Lead Holders. 
Pocket size, featherweight-push but- 
ton design with finger-tip control. A 
real sales stimulator! 


No. 5012D - FREE Counter Display 
contains 12 lead holders H, 2H and 
4H having 2 ea. with clip and 2 ea. 
w/o clip of ea. A traffic stopper. 


No. 5000D - FREE Counter Display 
with 12 Alvin Precision Lead Pointers. 
Four knife-edge blades- assures a per- 
fect true point every time. A sure bus- 
iness builder! 


No. 5018D FREE Counter Display 
with 24 tubes of refill leads. 12 leads 
to a tube. A choice top grade refill 
drawing lead of superior quality and 
strength. A real soles leader. 


THE ABOVE DISPLAYS ARE SUBJECT TO A 40% DISCOUNT. AN ADDI- 
TIONAL 10% WITH EVERY ORDER OF 3 ASSORTED DISPLAYS. 


FREE! 


GIANT - NEW 
1958 ALVIN 
CATALOG 


84 pages — fully illustrated showing Alvin's 
complete line. 1001 quality items at the right 
price. Orders promptly filled. Also an ideal 


sales tool. 


“QUALITY AT THE RIGHT PRICE” 


ALVIN & COMPANY, INC. 


Windsor, Connecticut 






ALVIN & COMPANY, INC. Windsor, Connecticut 


Please send me the following items which | have checked below. 


0 FREE 84 Page Catalog 


C) FREE folder showing Alvin's complete line of 


Sales Aids. 


0) No. 5013D 1 Ne. 5000D 


[) No. 5012D [1 Ne. 5018D 


0 Information on FREE imprinted envelope stuffers on above items. 


Title 








Company 


Address 





City 


Zone 





State 




















Carolina and Virginia is Ben F. Johnson, 301 West Side Dr., 
Lexington, N. C. 

Meanwhile, Wholesale Office Equipment Co., 81 Minna St., 
Los Angeles; 419 First Ave. So., Seattle, Wash., and 2762 Wal- 
nut St., Denver, Colo., has been appointed western factory 
representative of Stylex. Expanded western warehouse facilities 
are thus made available 





R. L. Wendling Frank Zeigler T. R. Henderson 


Three Cosco executives have been appointed to the com- 
pany’s board of directors and have also been made vice-pres- 
idents, announces Clarence O. Hamilton, executive vice-pres- 
ident. 

These executives are Robert L. Wendling, purchasing; Frank 
Zeigler, production; and Thomas R. Henderson, sales. 

o 

Edwin J. Hurley, former assistant to the product analyst, has 
been appointed product analyst for the Royal typewriter divi- 
sion of Royal McBee Corp. His headquarters are at the home 
offices, Port Chester, N. Y. 





Edwin Hurley Wayne Boulton 


At the same time Wayne K. Boulton, formerly the product 
analyst, has been appointed assistant manager, advanced prod- 
uct planning department 

= 

M. C. Peterson, formerly assistant to the president of Bent- 
son Mfg. Co., has been appointed sales manager in charge of 
dealer sales for Hillside Metal Products, Inc. Mr. Peterson will 
be in charge of co-ordinating the activities of Hillside’s sales- 
men in connection with dealer sales. 

= 

Appointment of John L. Dugan, Jr., 
as treasurer of Underwood Corp., has 
been announced by the business machine 
company. Mr. Dugan, assistant to the 
president of the Grace National Bank 
of New York City before joining Under- 
wood, also has served with Booz, Allen 
and Hamilton, management consultants 
He is a graduate of Swarthmore College 





of Pennsylvania. 


John L. Dugan - 


The supplies division of International Business Machines 
Corp. has announced the appointment of Richard E. Frederick, 
Jr., as plant manager of the division’s card manufacturing plant 
in Greencastle, Ind. Formerly plant manager in Greencastle, 
Edward L. McCall has been named to similar capacity at the 
new plant in Dayton, N. J 

IBM also announces appointment of John R. Raines as man- 
ager of marketing planning for the company’s military prod- 
ucts’ division. John W. Luke has been named sales manager of 
the division. Both positions are newly created. 

+ 

Promotion of Herbert E. Reading to mid-central area sales 

supervisor, duplicating products division, has been announced 
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MAKERS OF THE WORLD FAMOUS 
PATENTED “STA-CLEAN” METALLIC 
PROTECTIVE-COATED MASTER UNITS 


| U. S. PAT. 2.671.734 


A reputation can not be bought. It must be 


earned. 


We have earned ours by strict adherence 


to these rules: 


- Set one standard, but set it HIGH 
- Serve one trade, but serve it WELL 


* Make one product, but make it BEST 


SPECIALIZING IN MASTER UNITS 
SPIRIT & HECTOGRAPH CARBON PAPERS 


* 
SUPPLIERS TO DUPLICATING SPECIALISTS EVERYWHERE 





i, IO RIBBON AND CARBON MEG. CO., INC. 


a GENERAL OFFICES AND FACTORY 
HARRISON, NEW JERSEY U.S.A. 
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OFFICE TOOLS 


% A COMPLETE LINE & 
THE FINEST IN TIME SAVING STEEL OFFICE SPECIALTIES 
Clears The Desk For Action! 





EELETTER SORTER Soi 02 Shelves 


NO CORNER POSTS TO DODGE! 


Sorts, Classifies, Distributes the papers 
of daily work. Sloping Trays Catch and 


Hold the papers. 
GREEN-GRAY-BROWN-MIST GREEN-COPPER TAN 
NO. 202 LETTER SIZE, 2 tray incl. base 

NO. 203 LETTER SIZE, 3 tray incl. base 

NO. 204 LETTER SIZE, 4 tray incl. base 

NO. 205 LETTER SIZE, 5 tray incl. base 
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Daily Business Sorter! 


SORTING TRAY 





Active papers can be re- 
ferred to instantly... open 
like a book. When used with 
A-Z index folders or tab 
guides, the corrugations in 
the bottom prevent slipping. 
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STATIONERY 
SEPARATOR 


Fits into standard typewriter 
desk drawers without papers 
catching when drawer is 
used. 3 inches high, 4 letter size and | half 
size trays. Holds 200 sheets. 8%" x 18"' x 3" 
Electrically welded one piece. NOT ADJUSTABLE. 


NO. 310 LETTER SIZE with 5 divisions — Wt. 4 Ibs. $4.5 














STATIONERY AND 
ENVELOPE SEPARATOR 


Fits into desk drawer. Has 
four letter-size and one half- 

size trays, also pockets at end to 
hold a good supply of both large 

and small business envelopes. Keeps sta- 

tionery and envelopes handy, clean and ready to 

use. Saves Stenographer's time. Made of art steel, electro 
welded into one solid unit. 3° high x 9" wide x 2!" long. 








NO. 311 LETTER SIZE — Individually boxed. — Wt. 5 Ibs. $5.50 


CASHIER’S PAD RACK 


Every business has various pads, 
bank checks, receipts, contracts, 
partial payments, delivery and serv- 
ice forms. This rack holds each, 
easy to reach. Saves space and con- 
fusion. All one piece welded steel. 
Hollow space inside. 











No. 566 Six Pocket 8”x71/2”x4” $4.00 
No. 568 Eight Pocket 8”x91/2”x51/2” $5.00 
No. 570 Ten Pocket 8”x91/2”x65e” $7.50 


CORRESPONDENCE 
SEPARATOR 


Keeps letters, price lists, folders or 
catalogs separated for quick, easy 
reference. Not adjustable. Special 
sizes made to order. Distance be- 
tween uprights 134". Label slot each 
side. Comes in five colors. 














NO. 105 LETTER SIZE with 5 divisions — Wt. 6 Ibs. .$6.00 





DEALERS WRITE FOR COMPLETE CATALOG AND 
DISCOUNT SCHEDULE 
INC. |->>> 


CURRIER MFG. CO., 


2448 W. LARPENTEUR AVE., ST. PAUL 13, MINN. 
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by Minnesota Mining & Mfg. Co. With headquarters in St 
Louis, Mo., he will supervise sales of 3M copying products in 
all or parts of Missouri, Illinois, Kansas, Nebraska, Iowa 
Colorado, Wyoming and Utah 

= 


lianapolis, Ind., was recently appointed 
the Smead Mfg. Co., covering territory 


exclusive of the 


John Crawford of In 
sales representative f¢ 
comprising Indiana, Kentucky and Illinois 
Chicago area. 


Ditto, Inc., announces that the board 
directors elected Ogden C. White 
vice-president of marketing. Mr. White 
has for 16 years served in various sales 
inagement capacities with the United 
States Gypsum Co. He takes the place of 
Larry A. Watkins, whose resignation ef- 
fective February 28, due to poor health, 
was accepted by the board of directors 


Ogden C. White ° 


Smith-Corona In announces appointment of Morris C. 
Fuller, Jr., as sales nager of the portable typewriter division 
He was previous! anager of Smith-Corona’s Dallas branch 
oftice, which post | eld since 1955. 

Wesley W. Strong named manager of the Dallas branch 


and Alvin Satz chi Baltimore branch 





Harold Kotler H. N. Beam, Jr. 


Appointment of Harold H. Kotler and Harry N. Beam, Jr., 
representatives of Smith-Corona Inc., was 
Kotler’s territory will include the Harris- 


as home office field 
also announced. Mr 
burg and Scranton areas in Pennsylvania. He succeeds Edgar 
M. Hughes, Jr., who will concentrate his efforts in the Newark 
irea 

Mr. Beam will be home office field representative for the 
Seattle branch territory 


e 
John D. Seick was named by Comptometer Corp. as sales 
manager for its newest product, the Compto-Tape data process- 
ing unit. Mr. Seick was formerly associated with the Digit- 
ometer Co. of Denver 


processing equipment 


manufacturers and distributors of data 


o 

Bostitch, Inc. has appointed M. Claude Schuler sales man- 
ager, moving to his new position trom the managership of 
Bostitch-Atlanta, Inc., the 
southern states 

New product research manager is Loren K. Grimes, assisted 
by W. Eric Hofer. William Kernan, sales office manager and 
Grimes as market research 


company’s branch office serving six 


statistician, will work with Mr 
analyst. 

New Bostitch director of foreign sales is Arthur P. Collins, 
assisted by Export Manager William J. Foley. New sales train- 


ing and promotion manager is George G. Slade. 


Paul Golden Promoted by Ideal Systems 


Paul Golden has been promoted to position of assistant sales 
manager for The Ideal Systems Co., according to Leo Pearlston, 
Mr. Golden will work closely with major ac- 


bookke € ping 


eneral manage! 


counts for Ideal, publishers of ‘do-it-yourself 
and tax record books 

Backing up the nev 
sales of Ideal Systems in the first three months of 


appointment was the announcement that 
this year are 


highest in the company’s 34-year history 
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BORROUGHS 


Swing-door and Slide-door Cabinets 














There are 3 standard 
models in Borroughs 
swing-door cabinets — 
supply, combination, 
wardrobe. They are 78” 
high, 36” wide, 18” and 
24'' deep. Borroughs 
steel slide-door cabinets 
come in 3 heights — 29”, 
42”, 78” — 36” wide — 
12” and 18” deep... 
glass or borite doors also 
obtainable for the 29” 
and 42’ models. All 
units have sliding shelves, 
adjustable without bolt- 
ing. You have your choice 
of 4 modern colors in all 
Borroughs furniture units 
— Spring Green, Dark 
Green, Gray, Fall Tan. 











Gentlemen!...are you overlooking a good deal? 


You must play your cards right to win any card game . . . and you must have the right 
merchandise to win customers. If you are a Borroughs dealer, you know exactly what we 
mean. Borroughs Products sell on sight. They are good looking, sturdily built, and priced to 
make a good deal for both you and your customers. Check your stock now, and see if you 
are well supplied with Borroughs swing-door and slide-docr cabinets. If not, place your order 


today. Why miss out on this quick-turnover, profitable line? 














3 © @ 4 oO U G H Ss MANUFACTURING COMPANY 


OF KALAMAZOO A SUBSIDIARY OF THE AMERICAN METAL PRODUCTS COMPANY OF DETROIT 
3004 NORTH BURDICK ST. all). KALAMAZOO, MICHIGAN 
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SELL HANO AUTOGRAPHIC 
REGISTERS AND FORMS 


~ is oreo ; 


me urrsen SHOP | 
: sare Fe . te i 
Saas 
é 
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There's real profit for you 
in Hano registers and 
forms, as any Hano dealer 
can tell you. Your cus- 
tomers’ orders carry your 
imprint, are shipped under 
your label and are billed 

to you. Repeat form 
orders come in almost 
automatically. 


Your choice of 22 register 
models and today’s most 
complete list of Standard 

Body, Hano-Sav (semi- 
custom) and Custom 
autographic register forms 
can be yours to sell. 


Write today for complete 
information on how 

you can increase profits 
when you sell Hano. 





. “ae PHItLie 
Ce] « Wr 
wO «S 
COMPANY INCe 
" 
4 General and Sales Offices: 
~ x Holyoke, Massachusetts 
| 


Warehouse and Branch Plant: 
Mt. Olive, Illinois 
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Store Needs Personality, 
250 Midwest Dealers Told 


Today a stationer can’t exist merely by making goods avail 
able, even though the goods may be nationally advertised 
You have to pull people into your store 

And your store must have a definite 
living personality that attracts people to 
you in preference to others who 
have the same goods,” some 250 Mid 
west stationers were told recently 

The occasion was the second annual 
Merchandising and Sales Conference 
sponsored by Federal Stationery Co. in 
Kansas City, Mo., for stationers from 
Missouri, Kansas, Iowa and Nebraska 

[he speaker was Roger F. How of 
Minnesota Mining & Manufacturing Co 
St. Paul, Minn., advertising manager for “Scotch” brand cello 


Roger How 


phane tape, one of seven leaders in sales and advertising who 
addressed the stationers. V. O. McGaughy of Federal Stationery 
pre sided as host. 

How emphasized that the right store personality is “a tre- 
mendously important thing.’ He reminded stationers that a 
major share of their business is being lured away by other types 
of retailers on a variety of appeals such as price and con 


venience 


‘Make Your Store Stand Out' 


Your best defense,”’ he said, “is to make your store stand 
out in thousands of minds as the logical, efficient and most 
pleasant source of supply, whenever they need some item you 
handle. . . 

Your competition is selling price and consequently offering 
the minimal service which a cut-price operator must give 

This is your golden opportunity to make your shop into a 
place where people like to buy, and can buy with confidence. 
You can do it by making 
a better store personality one of your advertising objectives.” 


and build a more secure future 


He cautioned that the store and the sales people must have 
the right kind of personality, first of all. Then advertise it 

Discussing a stationer’s best use of advertising, How said, 
The basic function of advertising is to reduce the cost of sell- 
ing 

He outlined five ways advertising could help a stationer cut 


selling costs, and offered three rules to be remembered by any 
stationer who acts as his own advertising manager 
Five ways to cut sales costs with advertising: 
1. It can help you tell your customers about new things 
you have for sale, which will enable them to save money or 


live better. Tell them vow to sell them nou 

It can increase the effectiveness of your sales people 
Every time a customer reads one of your ads, the explaining 
you must do to ‘sell’ him is reduced. This means quicker 


easier, more sales 

3. It can increase your store traffic. It will find new cus- 
tomers for you and bring them into your store where you 
can ring up extra sales 

4. It can help you solve inventory problems. Selling out 
an over-stock usually is simply a problem of finding enough 
logical purchasers of the item. Advertising will discover them 
ror you 


Customers Can be Pre-Sold 


5. It can help you build a personality for your business 
People like to do business with pe ple not cold impersonal 
Organizations. Give your store a warm, friendly personality 


hen they come 


in your ads, and customers will be pre-sold w 
in 
Three rules to remember in managing your own advertising: 
a. Always tell prospects what your product will do for 
them how it will save money for them or make life easiet 
and more fun for them. This means you must think and talk 
like a customer, not a salesman. People don’t buy ¢hing 
they buy ideas, hopes, and dreams-come-true 


b. Use the advertising medium that best fits your selling 
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Your customers can be sold 


Hercules Insulated 


Ledger Files 





to protect their 
bookkeeping machine records 


Our ads in NEWSWEEK, U.S. NEWS and BUSINESS 
WEEK tell your customers and prospects that their 
bookkeeping machine records are too valuable to be kept 
in non-insulated files. Your personal contacts, pointing 
out the advantages of Hercules insulated ledger files, can 
result in profitable sales for you. 


Make it clear to your customers that: 


43 out of 100 firms losing their vital records in a fire | 
never reopen. 

Non-insulated files can be incinerators in a severe 
office fire. 

Hercules insulated ledger files carry the Underwriters’ | 
Laboratories C label. 
Hercules insulated ledger files are available in both | 
legal and standard widths with one or two drawers, | 
with caster or pedestal bases, and with a complete | 
line of posting and cross trays in standard or special | 
sizes for every possible filing need. | 
Posting trays are adjustable (by simply loosening | 
wing nuts) to accommodate sheet widths from 5” to | 
7% "’ (small tray) and from 8%” to 11” (large tray). | 
Linoleum tops, flush on all sides, are optional. 


There is a big market for fire-resistive desk-side files for 
machine records. Our catalog on Hercules insulated files 
will help you plan your selling talks. Study it carefully. 
If you don’t have a copy, write for one immediately. 





To our dealers: 
Pay us a visit 
in our new 
show room at 
440 Fourth Ave., 
New York 





MEILINK STEEL SAFE COMPANY - TOLEDO 6, O. 


EILIN 





Producers of the most complete line of 
insulated products: A, B and C label 
safes, insulated files, money chests, vault 
doors, home VAULTS ®—as well os busi- 
ness machine and typewriter stands, | 
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pattern. Don’t waste money on media which reach a lot of 
people you don’t want to or can’t sell...and... 

“c. Check the effectiveness of your program in every 
possible way . by watching movement of advertised goods, 
by asking customers where they heard about your store, by 
trying different approaches to make sure you're using the 
the best ad is the one which brings 
dollar . . . regardless of the number 


right one. Remember 
you the most sales 
of dollars spent 


Modern Steelcraft, inc. Adds 
New Models, Accessories to Line 


Modern Steelcraft, Inc., 2973 Cropsey Ave., Brooklyn, N. Y 
has enlarged its facilities and consolidated its showroom, mov 
ing its New York showroom to its Brooklyn plant. A number 
of new models in office equipment and accessories are being 
added to the company’s line and several units are on the draw 
ing board in the planning stage 

Bernard Gunzburg, president of the company, said that he 
viewed the future of the office furniture field with optimism 
and that the company was backing his faith in an expanding 
market by the variety of new models it plans to produce in the 
months ahead 

Said Mr. Gunzburg, “Not only are we producing a number 
of new models for today’s office, but we have radically changed 
some of the models that have been standard with us for years. 
The trend today is for space saving, and we have engineered 
our line to do just that. 

The new models will be shown at the New York Stationery 
Show, New Yorker Hotel, May 18-23, Room 905 


John D. Horne Elected Member of 
Eberhard Faber Pencil Co. Board 


John D. Horne, vice-president in 
charge of Marketing of the Eberhard 
Faber Pencil Co., was on March 18 
elected a member of the board of direc- 
tors at the annual stockholders’ meeting, 
it was announced by Louis M. Brown, 
president. Mr. Horne has been with 
Eberhard Faber for 20 years. In 1955 he 
became vice-president in charge of sales, 
and last December was named to head 
the company’s new division of market- 


John D. Horne ing 





Mosler Display Features Satellites .. . 





As part of a program to keep the public informed on the 
satellite program, the Mosler Safe Co. has devoted a complete 
window display in its Fifth Ave. (New York City) showrooms 
to satellites. Shown viewing the display are Edwin H. Mosler 
(left), president of Mosler, and Brigadier General Charles B 
Duff of the Anti-Aircraft New York Defense Area 
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winning choice of modern business... 


| 4 PRESTIGE 


SERIES 


widely acclaimed for clean-lined beauty and 





superior comfort...chairs of exceptional appeal 
...designed with sell in mind. 


Stock and display the 





) ‘““PRESTIGE” group. 

' + . 

Full details on request. 
: 


4@ Side Armchair 
430 UL 


Swivel Chair 








430% UL 
Executive 
Posture Chair 
434% UL 
os | &? makers of fine chairs for over half a century 
- 
MILWAUKEE CHAIR COMPANY : Milwaukee 45, Wisconsin | ‘# 
58 157 
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Don’t break your back 
digging up buried information! 


LOCATE YOUR RECORDS EASILY—No more fussing 
and fuming. With Pronto files your records are 
as active as your regular files. 


‘ BEAUTIFUL APPEARANCE—Finish in attractive 
i olive green to match your regular office files. 


STURDY CONSTRUCTION—Built of 275 !b. tested 
corrugated fibre board... reinforced with steel 
on the shell and the four corners of the drawers 
as well. 


SAVE FLOOR SPACE—Prontos are constructed to 
interlock into solid units and stack as high as 
the ceiling. 


RONIO 
STORAGE FILES 


$4.55 













Legal Size 









Letter Size $3.70 


Prices slightly higher 
in Texas, Colorado, 
West of the Rockies and 
outside the U.S.A. 


PRONTO FILE CORPORATION 
415 MADISON AVENUE, NEW YORK 17, N. Y. 


Check Size $2.50 
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Knickerbocker Notes 


Milton Stone, Correspondent 
320 Broadway, New York 7, N.Y. 


In and Around Little Olde New York 

Ye correspondent is happy to begin his chores with some 
goode news. Frank Metzger (Brooklyn Desk Co.) is on thé 
mend after a serious eye operation. Harry Lefkowitz (Guide 
System & Sup. Co.) is gaining strength after an extended illness 
Arthur Gordon (Offureps’ Club luminary) is recuperating 
nicely from his spinal operation. 

oe 

[The NOFA Convention in Philly attracted a strong delega 
tion form the New York area—far too numerous to attempt to 
report in full. John Mossman (Desks, Inc.) left the presidency 
of NOFA in a blaze of glory in heading up their greatest con 
vention ever. Should also make mention that the grand prize of 
the many awarded went to a grand guy from N.Y.C., namely 
Phil Heideband (Samuel Lakow Co.) He won a 1958 Rambler 
American sedan, and when last seen was worrying as to where 
he could keep it 

e 

The Eastern Commercial Stationery Show of 1958, its second 
is Off to a jet-propelled Start 

Governor Al Pickar has a contest going to christen District 
13 with a fitting title. Herewith, your correspondent’s sugges- 
ton—the ‘Knickerbocker District 

. 

The Joint Meeting of March 13 at the Belmont-Plaza con 
bining the forces of the Stationers Association of N.Y. (Carl 
Judkoff, Pres.), the 13th District of NSOEA, and the Metro- 
politan Travelers Club (George Nicklaus, Pres.) was success 
ful to the tune of nearly 300 present. They gave a grand recep 
tion to speakers Dr. Ralph D. Cies and Paul Fisher. 

om 

Ihe stationery trade of New York wishes Dick Karasik the 
best of good fortune as the new owner of the Frank A. Weeks 
Manufacturing Co 

« 

The next big furniture trade event will be the Area Con- 
ference on May 2 at the Roosevelt Hotel. Area Chairman Bob 
Gibby (Desks, Inc.) is shaping up an all-day program of im 
portant speakers who will have messages that add up to more 
business for dealers and their sales forces. 

. 

Your correspondent asks that you funnel your important 
news to him, and he will do his best to see that it reaches yout 
friends in the stationery and office furniture industries by means 
of this column 


R. T. Pratt Named V.P. of Nathan Firm 


Robert T. Pratt of Summit, N. J. has 
been named vice-president in charge of 
sales and advertising of Charles S 
Nathan, Inc., office planners and dec- 
orators, New York City. Mr. Pratt, who 
joined the Nathan firm as director of 
sales last year, is a veteran administra- 
tor in merchandising and marketing of 
office equipment. He was with the Clary 
Corp. for 11 years. 





Scripto Reports Profit Increase 


Scripto, Inc., has reported an increase of 20% in 1957 profits 
over 1956, with an increase of 24% in consolidated sales. Con- 
solidated profits for 1957 after taxes were $1,845,000, or 70 
cents per share, as compared with consolidated profits afte1 
taxes of $1,533,000, or 61 cents per share, for the year 1956 
[hese figures include earnings of Scripto’s foreign subsidiaries 

Consolidated sales of 1957, the largest in Scripto’s history, 
were $23,201,000, as compared with consolidated sales of $18,- 


782,000 tor 1956 
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SALES—EASIER AND QUICKER 
witH EAGLE BRAND!” 


Says— DON WAGNER, V.P. 
PERRY OFFICE SUPPLY CO., SYRACUSE, N.Y. 


BILL PERRY adds: “Our typewriter ribbon sales 
caught fire when we put in your Eagle Brand self- 
serve display rack. Now our customers serve them- 
selves quietly, quickly, and easily—leaving our 
sales people free to serve others, thanks to your 
revolutionary merchandising system. Your trans- 
Pres. Perry Omce parent package also has eliminated costly wrong- 
many nat‘l mer- 

chandising awards 


PERRY, 
Pr 


ribbon exchanges. 


“The compact display rack has freed valuable shelf space pre- 
viously used by ribbons packed in obsolete boxes. We have your 
rack out on the counter in full view of our store traffic where it 
has created many impulse sales—something we never had before 
with our previous brand. The customer is also happy because he 
is getting a ribbon with the original factory freshness sealed in 


by your novel vacuum packing. 


“I personally think your Eagle Brand Self-Serve idea is the finest 
typewriter ribbon deal on the market; it’s new, it’s different, and 


it really sells. Believe me, we know.” 


WE CAN DO THE SAME FOR YOU! 


Self-Serve 
Rack Holds Over 
1 Gross of Ribbons 
In 1 sq. ff. Area 





100% 
SELF-SERVE 
MERCHANDISING PLAN 


CREATES 
IMPULSE SALES 


EACH RIBBON 


VACUUM PACKED 
NO EXTRA COST 
60 DIFFERENT RIBBONS 


ON ONLY 12 SPOOLS 
2 COLORS 





Special Introductory Offer Now in Effect 
— Write for Details TODAY 


AMERICAN RIBBON AND CARBON CO., INC. 
Manufacturers Since 1898 
Dept. CS, Box 1212, Rochester 3, N.Y. 
Lan er ae ae 
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VACUUM PACKED 


TYPEWRITER RIBBONS 


@ Finest quality 
® Sharper writing © No extra cost 





@ Aiways fresh @ Last longer 











with 
TIFFANY STANDS in 
every price range... 








( : Order from one source 


7 ©] u ? Have maximum weight 
* for minimum freight 
A 3, Buy at minimum prices 
4. Get maximum profits 
Ma : 


The 
Industty $ 
Finest --° 


EXTRA-HEAVY DUTY stand for , 
Electric Typewriters, Book- = j 
keeping Machines, etc. 

VIBRATION FREE, amazing strength and 
rigidity. Open-top...the “‘escape- 
























MODEL 
8000 


One inch square 


| 4th District Notes 





hatch” for noise dissipation. tubular leg construction 





i FIRST CHOICE OF OFFICE WORKERS AND 
MANAGEMENT EVERYWHERE 


Because of superior 
construction 
and design 
features 








Rigid . providing 
“safety insurance” for 

costly office machines. 
@ Framework Ye" thick, 
angle and channel 
steel, reinforced. 


@ 4-cup open top reduces ma- 
chine noises and vibration 
Mode! 5000 identical with 2 : 
Mode! 5002 except thot and adjusts to hold most size 
\ it has one drop leaf machines. 


...and for the "limited budget” buyer... 


TIFFANY <226° Se 


Quality constructed 
in the 


True grand CO 
Tiffan tradition 


For use in Offices and Homes, for 
standard and portable type- 
writers, etc., where space is a 


MODEL 
factor and the features of the 


larger models of TIFFANY STANDS are not required. 7711 








Top undercoated for sound-vibration abatement 


YY TIFFANY STAND CO. 


7350 Forsyth St. Louis 5, Mo. 
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R. E. HILBURN, correspondent 
P.O. Box 2935, Greensboro, N.C. 


Man at work" would make an appropriate sign for Alvay 
Alcock to hang in front of his new store in Forest City, N.C 
Alvay has been in the printing business there for many years 
with a small office supply section attached. However, the 
printing plant took most of his time as well as space so when 
a Jeweler around the corner on E. Main St., closed, Alvay took 
it over and opened a very modern office supply store. His 
general manager” handles it most of the time but when oc 
casion warrants Alvay can hop across the street in no time 
flat. The new rig is air-conditioned too. 

The present store is using 20 x 50 feet but there is additional 
pace at the rear for future expansion. It’s always nice to see 
one of “our boys” expand but especially so when it is one 
that has had to really get in there and struggle as Alvay has had 
to do. His printing plant has always been known as A. & M. 
Press so he retained that name for the new store with the one 
exception of A. & M. Office Supply, 118 E. Main St., Forest 
City, N.C. 

* 

I mentioned last month that Funderburk Office Supply Co., 
Charlotte, N.C., was moving a couple of doors down the street 
Well, they are now nicely located in said new store and a 
big improvement it is, too. This is a much lighter and brighter 
store, complete with modern slanting picture window and door. 
Gene actually took over two stores and is using the other for 
storage except for the front window section which is to be 
converted into a modern office display. The new address is 510 
S. Tyron St. 

e 

Ramsey Co., wholesalers out of Jacksonville, Fla. have 
opened a second branch in Tampa with John Snead aad Bill 
Carey in charge. Homer Nix is now back in the fold as travel- 
ing salesman for Ramsey, covering the entire territory. Wel- 
come back, Homer, and congratulations to you, too, Watson. 

Ss 

The South Florida Stationers Association got together March 
15 at the Columbus Hotel in Miami for a banquet and installa- 
tion of the new set of officers. Maurice Brody is the new 
“top kick” with a feller name of Blank as second in command 
(first name not known). Paul Barnett does the writing up of 
events and Red Long counts the money. 

© 

Kale-Lawing’s store in Concord got back into action after 
the fire the day after Christmas with just 30 days’ loss of time. 
A completely new paint job and some new fixtures here and 
there brightened the place up a lot and anybody who hadn't 
been there in a long time would never know the firm had a 
fire. Reed Pangle must have skipped sleep for several weeks. 

2 

Speaking of snap-backs after the fire—Spencer’s, Inc., Gas- 
tonia, N.C. got back in top “selling form’’ even faster. The 
store burned to the ground on Saturday morning and less than 
a week later they were in temporary quarters with more space 
than they could use, a good stock on hand and even the print- 
ing plant was back in action. Arthur, Jr. has had the bulk 
of the work thrown on him as his dad fell and fractured a 
hip a week or so after the fire. He is coming along fine at 
home but will be away from the store for some time yet. In- 
stead of rebuilding on the entire 50-foot front they have sold 
15 feet to the bank next door and will actually build on 35 x 
100 feet with a beautiful new two-story and basement building. 
The printing plant will be in the basement. Arthur showed me 
the architect's plans for the new job and believe me it is going 
to be a honey. About August or September will be the opening 
date. 

os 

Talman’s Office Supply, Asheville, N.C., had its 25th an- 
niversary celebration on March 20 but complete details will 
have to be included next month. The firm was to have “open 
house” for the newly-refurbished (with Bulman) main store 
but the new shopping center store, Talman’s Book Center, 
and the revamped warehouse were all to be included in the 


OA-5/58 











0. 















To all 


profit conscious 
dealers! 


For 40 years GUSSCO has maintained its original intent 
and purpose to provide dealers with a complete line 
of filing supplies at competitive prices and serving 


DEALERS ONLY. 


Here's what that means to you. 1. You fill most all 
of your customers’ requirements from stock items. = 


When you do have specials GUSSCO gives you real 


service. ». You are always in a solid competitive posi- 


tion. |. You never encounter “house” competition. 


This all adds up to real profit! Get the full story in our 


catalog now. Wire or write today. 





Also manufacturers of “TRANSFILE’’ FILES — “GUIDE-O-FOLDER’’ — ‘“‘GUIDE-O-FILE’ — ‘“‘GUIDE-O-TRAY”’ 


GUIDE SYSTEM & SUPPLY CO. 


335 CANAL STREET NEW YORK 13, N. Y. 
WEST COAST REPS. — GUSSCO SALES INC., 337 WINSTON ST., LOS ANGELES 13, CAL. 
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OLD ENOUGH TO KNOW HOW 
.. YOUNG ENOUGH TO TRY IT/* 


*Old enough to know how to build the most practical 
drafting tables.... 

Young enough to introduce the latest functional innovations 
in drafting room furniture. 


Ah 


No. 850 ANCOWOOD 
DRAFTING TABLE 
¢ Spring balance 
height control. 
« Fingertip tilt control. 
* Ample shelf space. 


No. 800 ANCO DELUXE 

FOUR POST DRAFTING TABLE 
The old standby of drafting 
rooms throughout the 

country. 


No. 602 ANCOBILT 
PEDESTAL DRAFTING TABLE 


The most widely used 
table in drafting room 
and studio. 














71-08 80th Street, Glendale 27, New York 


Write for descriptive literature on 
ANCO equipment for the artist and draftsman. 


*ANCO never deviates from its strict policy 
of selling through dealers only. 








doins. Just one of the prizes to be handed out was a trip to 
New York for some lucky Asheville secretary 
a 

As one of my “once in a blue moon” helpers put it, ‘‘every- 
body seems to be fixin up”, which is certainly true, but Stand- 
ard Office Equipment Co., Albermarle, N.C., with Wallace 
Biggers and Harvey Garrison at the wheel, has stepped well 
out in front of the pack when it comes to a fancy delivery 

vehicle”. The store has one of the sharpest lookin Ford 

Ranchero” jobs my old weak eyes ever saw. It’s baby blue 
and white with an open back section covered up with chrome 
stuff and the front end looks like the poor man’s you know 
what. Those Royal typewriters won't even speak to any other 
brand now 

* 

Congratulations are certainly in order to the Russens at Zac 
Smith Stationery Co., Birmingham, Ala. for the fine job of 
winning the “Brand Name Retailer-of-the-Year’’ award. As all 
of you know this takes a lot of doin’ so it’s quite a feather 1n 
the Fourth’s cap to have one of our own take the top award 

Incidentally, another Smith, P. K. this time, down in St 
Pete, was actually in the final running of this race but was 
nosed out by the Birmingham branch 


e 
We've all heard of “bouncing babies’ but it’s not often that 
expression is used after they start shaving. However, when | 


asked Bill Lawing, Kale-Lawing, Charlotte, how he got the 
busted arm he told me somebody pulled the tramboline out 
from under him at the health club and the floor came up and 
hit him. Have always had a yen to try one of those things if 
the opportunity ever presented itself but now I don’t think 
so. Anyhoo, its nice to know Bill still has plenty of “bounce” 
left. 
- 

Paul Wyrick, S. T. Wyrick, Greensboro, N.C., has been in 
the hospital undergoing tests and x-rays trying to determine 
what has been causing so much pain in his stomach. Last 
report was they had found what looked like arthritis of the 
spine but no heart ailment as was first thought to be the case. 
Arthritis can be a tough customer too, however, so all of us are 
pulling for you, Paul 

- 

“Shell” J. R. Sheorn, sales manager and buyer at T. H. 
Payne Co., Chattanooga, Tenn., has added still another title 
to that list. This time it is “V.P.” Nice going Shell. Big 
raise go with it?? 

€ 

“Dick” Taylor, recently with Williams Printing Co., § 
Spartanburg, S.C., has now taken over as manager of the office 
supply section of the Gaffney Ledger, Gaffney, S.C. Mr. 
Sosserman has been looking for a good man for a long time 
to take over the greatly expanded office supply store so Dick 
has a nice opportunity to build. 

Ed Gunn, firm of same name in Reidsville, N.C., isn't losing 
any time in getting his family built up to its proper number once 
he got started. On February 21 he and Virginia announced to 
the world that they had a little daughter, Margaret Starling, 
to play with her little brother, Tony, aged 18 months. I saw 
Ed a week after the big event and he still had that ‘Joe 
Brown” grin all over his face. By golly who wouldn't?? At 
the time he was trying to get a new roof on the house but if 
this keeps up he had better start adding a few new rooms too. 

- 

See where our boy, “Inky” Jackson Lydiard, has accepted the 
post of vice-chairman of the manufacturers’ division of the 
Wholesale Stationers Association for the Southeastern mer- 
chandising area. Bucking for “‘pres”, Jack ?? We'll vote for 
you. 

* 

Had something brought to my attention that someone just 
might misconstrue, so in order to keep the record as straight 
as possible would like to state that in reporting Clay Tousey’s 
new connection | stated that he had not gone back to Wilker- 
son's, Jacksonville, but had taken a job with a carpeting firm, 
traveling from Savannah to Orlando. All of this is correct 
with the exception of the fact he actually did return to Wilker- 
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COLUMBIA FOUR SEASONS CAMPAIGN 


HELPS YOU SELL RIBBONS AND CARBONS THE YEAR 'ROUND! 
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Summer, autumn, winter, spring . . . these 
sales-pulling ads in Charm, Glamour, The 
Secretary and Today’s Secretary —the mag- 
azines 1,950,000 office gals read and believe 
—will help you push Columbia ribbon and 
carbon profits to peak levels the year ’round. 


Get Free Summer Promotion Kit! Tie in and 
cash in on this big, year ’round campaign. 
The Summer Kit contains attractive, color- 
ful window displays, streamers, counter 
cards and mailing pieces designed to help 
you sell at the point of purchase. You'll also 
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NATIONALLY ADVERTISED TO REACH THE INFLUENTIAL SECRETARY! 





automatically receive kits for the other sea- 
sons in plenty of time to get the most sales- 
pull out of each. They’re all free! Write: 
Columbia Ribbon & Carbon Mfg. Co., Inc., 
385 Herb Hill Road, Glen Cove, N. Y. 


e * 
Columbia RIBBONS & CARBONS 


SILK GAUZE* CLASSIC’ MARATHON PINNACLE’ 
RAINBOW DH&D* COMMANDER’ TITAN’ 


Columbia Ribbon & Carbon Mfg. Co., Inc., Glen Cove, N. Y. 
Columbia Ribbon & Carbon Pacific, inc., Duarte, Calif. 






*Trade-Mark Reg. U.S. Pat. Off. 
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For 40 years Liberty Record Storage Boxes have been 
first in sales and first in use! These fine quality prod- 
ucts are designed and built to provide the most effi- 
cient storage of inactive records . . . at a low cost! 
Here’s why Liberty is first in record storage: 


Dealers have made Liberty Boxes first in sales 
because they have found through the years that the 
fast turnover, repeat sales and year-round volume 
of Liberty Boxes builds traffic, volume and profits! 


Customers have made Liberty Boxes first in use 
because they like the low initial cost per unit, the 
sturdy construction, the copyrighted, efficient record- 
finding system, and the convenient, standardized 
storage for all records it brings. 


If you’re missing this profitable business, we'd 
like to show you how Liberty Boxes can build your 
record storage business . . . and your profits! Write 
today for prices and complete information. 


NEW 3-PRODUCT DISPLAY 


This colorful traffic stopper does a sell- 
ing job in your window or on your sales 
floor. Complete packaged unit includes: 
4 No. 511 Staxonsteel, 1 No. 11 Liberty 
Box, 1 No. 725 R-Kive File, 2 metal 
shelf brackets, a four sided display card 
and brochures. $25.00 List—yours for 
$15.00 plus the display! Shipped any- 
where in U.S. 


B BOX CO. 
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son's for about two and a half months but left as a result 
of health considerations, this being his own decision 
o 

Nobody sent in any new places to dine out and I hate to 
keep harping on Nawth Carolina places so will just have wait 
until some of you far-reaching travelers wake up long enough 
to send ‘em in. Fact is, with the small exception of George 
Wilkerson, “Inky” Sanford Lydiard and a bit by our “Veep’ 
Jim Wilson NOBODY bothered to send in ANYTHING 
Johnny Floyd must still be too busy counting his money but 
good ole Joe Maura must be sick or somethin—he wouldn't 
have Johnny’s ailment, I'm sure. So—as long as you Southern 
Travelers are satisfied with North Carolina news I can sure 
keep piling it on. Bye now. 


McFarland Heads Carbon Paper Group 


F. B. McFarland, of Port Huron Sulphite & Paper Co., was 
unanimously elected president of the One-Time Carbon Paper 
Manufacturers’ Association at its fourth annual meeting on 
January 30 at the Hotel Roosevelt, New York City 

Mr. McFarland succeeds Samuel Meyers of Ace Carbon Paper 
& Ribbon Co. who had served as president of the Association 
since its Organization in 1955. 

Alfred Bollinger, of the Ault & Wiborg Carbon & Ribbon 
Division of Interchemical Corp., was chosen vice-president of 
the Association 

Unanimously re-elected as the Association's managing direc- 
tor was Philip O. Deitsch, who has served in that capacity for 
the past three years 

A highlight of the 1958 annual meeting was the unanimous 
approval of a resolution commending retiring President Meyers 
for his three years of outstanding service as the first president 
of the Association. This resolution presented by Managing Di- 
rector Deitsch, expressed the gratitude of the one-time carbon 
paper industry for the “zeal, forthrightness, and impartiality” 
with which President Meyers carried out his responsibilities. 

Of particular interest at this meeting too, was the decision 
to embark upon an extensive public relations program under 
the chairmanship of McClure Brewster of The American Carbon 
Paper Manufacturing Co. 

In addition to the president and vice-president, the following 
were elected to the Association’s board of directors: Philip 
Hano, Technicarbon Company, Inc.; Joseph S. Israel, Franklin 
Ribbon & Carbon Co., and Samuel Meyers, Ace Carbon Paper 
& Ribbon Co., Inc. 

The Association’s spring meeting will be held in May, at 
Shawnee on the Delaware in Pennsylvania 


Victor Adding Hails Stockwell & Binney 


Million Dollar Club’, top volume honor socicty of Victor 
Adding Machine Co.’s_ representatives, recently welcomed 
Stockwell & Binney Stationers, of San Bernardino, Calif. 

[The business machine and office supply firm was honored by 
Victor for exceeding $1,000,000 in Victor adding machine and 
automatic printing calculator sales in San Bernardino and 
Riverside counties 

A special commemorative plaque was presented to Stockwell 
& Binney executives by Kurt Vasen, Victor western regional 
manager, representing A. F. Bakewell, Victor vice-president and 
general sales manager. 

With its sales and service branches in four California com- 
munities, the Stockwell and Binney organization, franchised 
Victor dealer for nearly 20 years, is the dominant factor in 
the adding-calculating machine business in its territory, accord- 


ing to Mr. Vasen 


Sheaffer Develops New Ballpoint Ink 


The W. A. Sheaffer Pen Co. has revealed the development 
of ‘“Skrip” ballpoint writing fluid. This new product is said 
by the company to be an improved, smudge-proof formula that 
is completely permanent, instant drying and smoother flowing 

The new writing fluid will carry the pen company’s ‘‘Skrip 
name, and it will be available in Sheaffer's new line of Skrip- 
riter ballpoints 
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ARROW FASTENER’S COMPLETE LINE 
GOES IN A STRAIGHT LINE 


NEW! ROYAL fo more sales for you! 


BLACK AND GOLD 
STAPLER-TACKER-PLIER 


DELUXE 
STAPLER . 
» TACKER 








NEW! 
JUNIOR 
HOUSEHOLD 

TACKER 


. No. JT-21 Takes 100 JT 4” or 5,” staples. 
because there’s an Makes an ideal gift. Get your order 


in now and cash in on the 


Ye with plastic Arrow FASTENER aed. 


that’s so big today. 
cap that can be imprinted. 


loads 100 A-44 staples. for every price need and every purpose Lists at $4.95! 
* Lists at $2.29 


because the Arrow line is nationally advertised in Life, Saturday 


Evening Post, Popular Mechanics; Popular Science, Better Homes & Gardens 
and many more. 


because Arrow Fasteners make friends and influence people to re-order because their performance —_ 
is dependable. ‘. 





because Arrow does not sell direct and always refers inquiries back to you. 
Arrow sells the consumer constantly with National Advertising, and you 
get the benefits. 
because Arrow keeps ahead of the times with new 
precision-made products — new promotions, new 
power-packed selling tools. 





USUAL TRADE DISCOUNTS APPLY 
No. 202 STANDARD ALL-CHROME 


2h AueUnross weap curY 
HEAVY DUTY OFFICE STAPLER + . N TA . Takes -50 w - 
TACKER,PINNER, Loads 210 stand- Subject to Fed. Excise Tax pointed staples in 6 staple sizes 
ard staples. *List price $5.50 MY", Ke", %", Ya" Me" ond rr 
List price 2 


No. P-22 ALL-CHROME HEAVY DUTY 

INDUSTRIAL PLIER STAPLER. Takes 

} strip of 150 P-22 staples in 2 leg 
lengths, 4%" and %,"’. 

*List price $5.50 


T-32 HEAVY DUTY GUN TACKER. 

Takes 150 tackpointed staples in 

3 staple sizes %", 4%" or %,". 
List price $10.50 
















No. P-98 ALL-CHROME FLAT- 
CLINCH PORTABLE PLIER STAPLER. ; 
Fits vest pocket. Takes strip of 100 ™@|— 
P-98 staples. *List price $2.50 


No. 105 STANDARD ALL-CHROME 
STAPLER, TACKER, PLIER, PINNER. 
loads 105 standard staples. 

*List Price $4.25 


Lh 


A” 
MRrreow FASTENER [0.. /NC. a 


——— 
go f x 
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COSTA MESA EXECUTIVE 
answers on page 209 


s Costa Mesa 
? Check answers below— 
r Page” 


> what you save! 


| This Costa Mesa desk sells for? | $825| [$650] | | $421 


¢ R , From #1200 Series 














2 - _ 1 
From #1000 Series 


Not only is Costa Mesa economical—it meets 
very schedules as well. Hundreds of 
semi-modular and standard desks, 
»w coordinated chair line by MacDougall & 
Stewart. Quality pieces—priced to sell— 
ivered on time. Please inquire on your letterhead. 


SK | COSTA MESA 


A Vista af 





a 


Model 511 





Model 533A Model 524 


*ECONOMY QUOTIENT 


Costa Mesa Furniture Co., 1040 N. Olive St., Anaheim 3, California 


New York Showroom: Contemporary California, 351 E. 61st Street 
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Sth District Notes 





PAT PATTERSON, correspondent 
3710 Grosvenor Road, Cleveland 18, Ohio 


TRAVELERS’ CLUB CONTEST 


We can win it again; lets’ go! Annué ally 
a beautiful cup is awarded by the 
Dealers’ Division “NSOI A t tl 
Travelers Club which has tl largest 
number of points based upon the follow 
ing 

1. FIVE points for each new nber 


ship in the Field Division 

2. FIFTY points for each new mem 
bership in Distributors’ Division 

3. TWENTY-FIVE points for each 
new membership in Manufacturers’ Division 

4, ONE HUNDRED POINTS for each sales rally sponsored 


entirely or in part by a Travelers Club. To count in the con- 





test, these m ings must be directed toward a sales or training 





program fot dealers and their employees A report ot! these 
meetings must be nt to the headquarters office of NSOEA as 
they occur, and not later than September 1, 1958 

5. ONE HUNDRED POINTS to each Travelers Club select- 
ing one or more candidates for “Dealer-Salesman-of-the-Year 


in the area in which the club is located. Our choice for this 
year is Russ Thompson, Transylvania Printing Co., Lexington, 
Ky 

6. ONE HUNDRED POINTS for the Club in whose district 
dealer attendance at the district's annual meeting shows the 
greatest percentage of increase over the preceding yeat 


NOTE: No long 


etings held at dealer level 


will credit be given for individual sales 


The Travelers Club trophy will be presented to the president 
of the winning Travelers Club at the annual banquet at the 


national conve The winning club gains ‘possession for one 


year, and its na and the year will be engraved on the cup 
It must be won three times, not necessarily in succession, for 
permanent possession. The contest period began on September 
1, 1957, and ends on September 1, 1958. C’mon you guys, all 
you have to ASK FOR THE ORDER, and we can win in 

breeze 

© 

THE FRIENDLY FIFTH held its regional meeting at The 
Greenbrier, White Sulphur Springs, W. Va., under the leader- 
ship of the ebullient governor, J. Hanly Morgan, Morgan's 
Inc., Huntington. Those who attended really lived it up in 


this most lavish of all resorts; complet 





letails will be found 
on other pages of this publication. Our new governor is Scott 


S. Summerville, Summerville’s, Akron, Ohio 


New officers elected for the Travelers Club are: president 
Don LaVigne, Rockwell-Barnes Co.; vice-president, Don Han- 
over, Invincible Metal Furniture Co secretary, Andrew 
Miller, Swingline, Inc.; treasurer, Jack Macauley, Macauley’s 
Detroit, Mich. Yours truly, Pat Patterson, continues as cor 
responding secretary 

e 

MOTOR CITY TRAVELERS elected new officers for the 

coming year: chairman, Hugh Vail, Parker Pen Co.; vice-chair- 


man and treasure! “Al Lopotko, Binney & Smith; secretary 
Ray Foran, Joseph Dixon Crucible Co 
2 
THESE LUCKY VACATIONISTS: Mr. & Mrs. Stuart J. 
Koch, C. Loth, Inc., Cincinnati, Ohio, have just returned from 
a month’s stay at The British Colonial Hotel in Nassau 
Clara and Lawrence Phelps, Nestor’s, Detroit, off on a trip to 
Jamaica . . . The Leo Bigelmans, Modern Office Supply Co., 
Detroit, down in Bermuda. 
a 
Herbert Finkle, who has spent more than 20 years with 
Columbus Blank Book Co., Columbus, Ohio, and their sub- 
sidiary, Dayton Blank Book Co., is now associated 
tinental Office Supply Co. of Columbus, Ohio 





Lawrence Phelps, Commercial Stationers Supply Co., whole- 
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... It’s one of the “pencil puzzlers” in the new Linton Pencil TOP SELLERS... REPEAT SELLERS... 

Puzzler national ad campaign, now being exposed to 24,800,000 ’ 

readers of LOOK Magazine not once, not twice, but /6 times! THAT PROVE THERE'S A DIFFEREN 
IN PENCILS. IT WILL PAY YOU 


[hese ads are pulling thousands of requests for the free Linton 


Pencil Puzzler booklet-—(we'll be glad to send you one, too)— TO PUSH LINTON BONDED PENCILS. 


and making additional millions conscious of the Linton name 
and Linton quality. 
Ask us also for catalog and information about free direct mail plan to help 


you sell more Linton pencils. Linton Pencil Company, Lewisburg, Tenn. LINTON “Custom” 
A write-good 
pencil 








LINTON PENCIL 
LINTON: PENCIL PUZZLERS 


PUZZLERS 





LINTON “Consolidated” 
The World's 
finest pencil 

10¢ 








n Look. Shown here in greotly reduced size 


LINTON PENCILS 


OA-—5/58 167 


7 TM let os oor a 





Thoughttil design and construction 


-provides new comfort and safety 
for children of nursery schoo! age 














Sit comfortably — 
stand on front or 
back of seat — or 
lean heovily. 
These chairs 
won't wobble 

or collapse. 





NO. 231 
STEEL SEAT 







Easy to 
handie and carry 
Single motion 
opening and closing 
simplifies moving 
chairs from place 
to place. 





y 


/ 
Krueger non-collapsing 


JUVENILE CHAIRS 
remain firm and sturdy 
under ali kinds of usage 





NO. 232 — MASONITE 


Today from Krueger comes a new and 
PANEL SEAT 


needed concept in Juvenile folding chairs. 
They combine sensible, correct posture 
design and comfort with strong, safe 





construction. There's little chance for 
injury because this chair doesn't tip, 





wobble or collapse under any of the = 
normal gymnastics small children go / 
through. And, there's no pinched finger _* 
hazards because Krueger's safety folding f ¥ 
hinge sees to that. No dangerous sharp / 
edges or corners either! Built to rigid 
standards, they feature most of the same 
strong construction details as Krueger's 
dependable performance adult chairs. Fit 


NO. 233 — LEATHERETTE 
UPHOLSTERED SEAT 


them into your seating plans, today. 






NEW FREE CATALOG 


Describes the complete line of 
Krueger chairs, tables and other jf 
items in detail. Write for copy. 


CHAIR TRUCKS 


Seven standard sizes hold 
both X-type channel or Y-type 
tubular chairs — upright or 
horizontal. Regular or under- 
stage models. Demountable 
ends and exclusive chan- 
angle frames permit stacking 
empty trucks one on the other. 










METAL PRODUCTS + GREEN BAY + WISCONSIN 
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salers in Detroit, announces the purchase of the building in 
which the firm is located and surrounding property at 8725 
Harper Ave 
+ 
TRAVELER APPOINTMENTS: George Rouse is now covet 
ing Ohio for Cole Steel Equipment Co., having relocated from 
Philadelphia Herbert Mohbat is now the exclusive repre 
sentative for Burroughs Mfg. Co. in Ohio, plus his other lines 
. J. Richard Kane is the new representative for Blaisdell 
Pencil Co. in Ohio, Michigan, Indiana and Kentucky Pete 
Carrels is now associated with Don LaVigne in covering Michi- 
gan, Indiana and Kentucky for Rockwell-Barnes . John Mc- 
Leod has added West Virginia and eastern Tennessee to his 
Kentucky coverage for Eagle Pencil Co 
e 


SIR STORK FLIES ON: The Harold Shorts, Continental Of- 
fice Supply Co., Columbus, Ohio, were blessed with their first- 
born, William Eugene, on March 2. CONGRATULATIONS! 

* 

FRIENDLY FIFTH 1959 Regional Convention will be held 
at French Lick Springs Hotel, French Lick, Indiana April 16- 
18, 1959. 


Royal Metal Opens Showroom 
In Chicago Merchandise Mart 

Royal Metal Mfg. Co. opened beautiful new showrooms on 
the 14th floor of the Merchandise Mart in Chicago in March. 
The firm formerly had showroom and offices at 175 North 
Michigan Ave 

The move of the showroom to the Merchandise Mart was 
occasioned by the recent consolidation of its executive offices 
in New York City 

Robert F. Conway will have the title of showroom manager 
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Striking New Home . . . for Royal Metal Mfg. Co. in Chicago's 


Merchandise Mart. 


at the Mart. R. E. Reetz, office furniture salesmanager, will 
also make his headquarters in the showroom office. 

Opening day for the firm featured tours of the space by 
many customers who were invited as special guests for the oc- 


casion 


Clary Franchises 10 Dealers 

Appointment of 10 new franchise dealers to handle the com- 
plete line of Clary cash registers and 10-key and full keyboard 
adding machines has been announced by Clary Corp. 

The new Clary dealers are Haase Equipment Co., Stamford, 
Conn.; Raulerson Office Supply, Belle Glade, Fla.; Briggs Type- 
writer, Inc., Fort Myers, Fla.; Max Volpian, Key West Fla., and 
R. E. Stuart Office Equipment, Macomb, III 

Others are Benson Typewriter Exchange, Oskaloosa, Iowa; 
Percy E. Andrews, Merrimac, Mass.; Newburgh Cash Register 
Company, Newburgh, N. Y.; Capitol Typewriter Co., Provi- 
dence, R. I.; and Neilan Office Machines Co., Providence, R. I. 
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O~ is proud to announce 


| its new Electro—Wwrite 
CARBON PAPER 


*K 





with 





A 


*Matched Appearance (with Originals) 














MR. DEALER: You'll convert prospects into 
customers when you offer this unbeatable 
combination ELECTRO-WRITE Carbon Paper 
that matches the fine appearance of 
electrically-typed originals ... AND the 
exclusive, patented Codo Carbon Gripper Exclusive 


needed and wanted by every typist. CARBON GRIPPER 








included in each box 


-- CODO MANUFACTURING CORPORATION “1 
Dept. 2 
— Leetsdale, Pa. 
O We want to see for ourselves why Codo is so easy 


I ! 
! | 
| | 
: : 
s . —— to sell. Send us samples of Electro-Write Car- | 
MANUFACTURING CORP. | bon Paper with the exclusive Carbon Gripper. | 
Factory: Leetsdale, Pa. | 
ze . 
NEW YORK CHICAGO PITTSBURGH j NAME. weeseeeeenese veeceeenenssneeneenseteesenneenenannneen " 
79 Madison Ave. 564W.Monroe St. 401 Wood St. | ! 
| ADDRESS a 
L | 
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Ouraim. . 


“PROTECTED 
PROFITS FOR yoy" 
with 
Advanco’s 

Policy 

of selling 
through 
dealers 
exclusively! 



















For constant 









Use 
ADVANCO P HL 
U 
ti NCHLESS 
HOLDER 
++.» holds Papers in 
Place firmly. No 





holes to Punch, no 
holes to tear in re- 
Moving or inserting 
Popers. Holds UP to 
150 sheets. Samples 
On request. In Red 
Black, ond Gray. 25 
Point Pressboard. 

























For Permanent use 


ADVANCO’s Faas 
PRESs. 

BOARD BINDER. s...> 

Hinge oh * + Ored 


- to file awa 
bor Gway. Size 812" x Men 
roles punched to ft any 
+ sheet Up toll” x 815" 
qYipped wi < 
- PPed with 81, fasten. 
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MANIFOLD 
BOOKs | | ADVA 
Pressboard Page red MANILA Foun CATED 
cover. Wire-stitched b ged legal one-te 'S In 
cloth binding ri » black of 11 ter sizes made 
carbon nies, a owe stock +e o~ Ib. durable 
and triplicate — Ib. stock Peck ey Point, 133 
leaves to each book — 50 Scope box 500 to oe tele- 
d rfon 





Catalog and Price List! 

Manvfacturers of ... 

a. Manifold Books * Printed Stock 

i Forms * Pressboard Guide and 
Folders * Bristol and Pressboard 
Guides + Suspend-O-Folder - 
Collated Manila Folders Filing 
Supplies - Punchless Paper Holder 


ADVANCO PRODUCTS Inc. 


76-05 Sist Avenue, Elmhurst 73 Long Island, New York 
. Hickory 6-4848 


Telephone... 
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6th District Notes 





There are at least two innovations for the Great Lakes 
Travelers Club opening golf outing of 1958 
First, it will be held in connection with the regional con 


vention at Nippersink Manor, Genoa City, W 1s 

Second, for the first time a GLTC golf tournament will be 
open to women as well as men, announces chairman Walter 
(OA) Lennartson. 

Golfers will tee off about noon on Sunday, May 25, touring 
the beautiful Nippersink course in the afternoon and dining at 

p.m. Prizes will be awarded at the dinner, which is open to 
the non-goifers by purchasing dinner tickets from Nippersink 
Manor 

The package prize for golf and dinner is $10.00 a person 

Committee in charge is Chairman Lennartson, co-chairmen 
Ken Henderson, Gordon Kickels, Tom Gillice, Ray J. Eichen- 
laub, Bob Greco, E. W. Doepke and Robert Halbrader, the 
latter two from Milwaukee 

€ 

Don (Reyburn) Sharpe, in charge of rounding up advance 
registration for the Sixth District convention at Nippersink 
reports that by April 1 around 240 were already signed up and 
included in the figure are considerably more dealer firms than 
ver listed for a Sixth District session 

[he program this year is geared to the dealer level, more 
information of value in these hard-sell days 

o 


Golf dates for the Sixth District to keep in mind 


July 24—At Cog Hill 
September 6—Tuckaway Country Club, Milwaukee, Wis 
= 
The recent death of Mrs. Ray Baldwin at Kansas City, Mo 
was sad news for many travelers of this area who also make 
Kansas City 
6 


New members of GLTC include Charles Bassett, Herring 
Hall-Marvin Safe Co., and Jim Galligan of The O'Leary's, In 
oa 
A new roster is in the making for GLTC, out soon 
om 
Attendance at the GLTC Friday 
65 W. Monroe, has been near capacity 


tor more travelers 


luncheons at Toftenetti's 
But there’s always room 
and more dealers 
— 
Bill (G.J. Aigner Co.) Silberstorf, chairman of the GLTC 
fraternal committee, has been sojourning in Florida. Fishing 


too We het 


Chicago Firm Changes Name 
Furniture, Inc., 6111 W 


Ill., announces a change in name to Busines 


Steel Offi North Ave Oak Park 
Interiors, Inc., tor 


the supplying of interior design, office furniture, office plan 


ning and complet or service, 

Business Interiors is truly a one-stop shopping spot for 
everything from t top-level executive to general office, e1 
ployee rooms and even cafeterias,” states the announcement 

Robert E. Collins is director of design for the firm. New 
elephone numbers are EStebrook 9-5100 and EUclid 6-7192 
Fashion Show Introduces New 
Robert John Line in Philadelphia 

Features of the new Robert John furniture line were compli 

nted by fashions from Saks Fifth Aven in a unique pres 
entation marking firm’s second anniversary party during the 
NOFA convention in Philadelphia 

The showing, which featured girl models and furniture 

odels, took place at the Sheraton Hotel The long, lean look 
favored by top fashion designers complements and modern 
rdular lines of Robert John desks, seating and accessories 


explained Albert Straff, president, in describing the ever 
f 
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34th St. 


UPHOLSTERED LEATHER FURNITURE 






No. 1970 Sofa 












Sofas, sectionals and office chairs of every description . . . including side, 
arm, revolving and posture chairs. Outstanding modern and traditional 
designs superbly constructed of luxurious leather and fine woods. 7 
Bright! The line that is styled, built and priced for solid sales appeal. 


Write for the BRIGHT CATALOG today! 

















S-T-R-E-T-C-H 


TIMES THEIR LENGTH 


STAR Pure Rubber Bands 


Accepted everywhere—in office, factory, store, library, 










school or home because of their “snappy” action and great 
tensile strength. Always repeat in sales—the same satisfied 
customers prefer reliable STAR pure rubber bands because 
they're fresh, clean and reusable. Ask for the STARS for 
higher profit. STARS are a sturdy stock—specially treated 
for added strength and durability. 
idemark Reg. U. S. Pat. Off. 
—_— 
EBERHARD FABER ~@preammg 
RUBBER BANDS 


WILKES-BARRE, PA. ° TORONTO, CANADA 
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esigned 


... for sales! 


Distinctively styled with every feature 


designed 


for easier selling and 


greater customer satisfaction. Only Bent- 


son gives 


you Perma-hush construction! 


Only Bentson gives you so many out- 


standing 
easy 


furniture 


Executaire 


Double pedestal desk 
with full filler on 8 
erhang; top size 76x 
Overhang and color 


stions available 


2133-D 


Space-maker 


Double pedestal 60°'x30" sec- 
, ; desk with personal 
drawer Three box 

swers standard equip 

right pedestal. Avail 

field converted 

right pedestal model 


ii tat:| cabinets 
actically any office 
ement Unlimited 

arrangements in 


snd letter size 


need sell 


deluxe selling features It's 


when you sell Bentson office 


a—Pedestals completely sound 
proofed 

b—Reinforced framework 

c—Four channel top support 

d—Nylon glides for quiet 
smooth, operation 

e—Removable slides for drawer 
interchangeability 

f—Heavy gauge steel construc 
tion’ throughout 


Unique extra storage 
drawer in normally un 
used space provides for 
personal storage or extra 
record filing Available 
with either right or left 
pedestal 





Constructed to withstand the 
most rugged use; six vertical 
welded = uprights reinforced 
drawer openings, outer shell 
interlocked and welded, life- 
time cradle suspensions. Here's 


designed efficiency that SELLS 


line that makes friends of 


sell Bentson! A full line catalog awaits your 


write for yours 


today! 


The BENTSON 
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7th District Notes 


CHARLIE CORDRAY, correspondent 
914 W. 801/, St., Bloomington, Minn. 





Vivela Mexic It's Fiesta Time a 
Lucky Seven regional convention, Hotel 
Nicollet, Minneapolis, June 1 

Governor Robert Brown is top « 
seer 

General chairn 
Howard Schaub. 


Vice-Governor 


Entertainment chairman is Wally Hubbs 

Program chairman is Bob Jerue. 

Publicity chairman is Del Deming. 

Hotel Reservation chairman is Harry Bergquist. 

Golf committee chairman is Lou Erlich. 

First prize—Some lucky man and wife will win a trip to 
Mexico 

Second prize—Some lucky man, his wife and family will win 
a free week at a famous resort in Minnesota 

Sunday—June 1—Golf Tournament and get acquainted 

Monday—Jun«e (Day) business program; (Night) Fiesta 
costume party and entertainment, dancing, live music, smor- 
gasbord. 

Tuesday—June 3—(Day) business program 
quet, dancing, topnotch band. 


(Night) ban 


ATTENTION SENORS AND SENORITAS 
CARAMBA What a change! The convention in June will 
be held at the Nicollet Hotel instead of the Leamington the 





same dates 1¢ 1-2-3, the same town, Minneapolis. Very sorry 
for the inconvenience. However the people with confirmed 
reservations at the Leamington will automatically have thei 
reservations switched to the Nicollet. The reason: More room 


1 19> 


more hospitality at less cost. So Hasta Manana until June 1-2-3 


at the Nicollet Hotel 
Cabrillero Correspondo 


Traveling Travelers—Jim Roche of Stationers Loose Leat 
who is also Lieutenant Commander of the Reserves of the 
U. S. N., has 1 a flying trip to North Africa, Italy, Ger- 
many and England. Man, what a pilot 

Clarence Ahlstrom is just returning from a trip to Las Vegas 
Nevada and California 


I met Lawrence F. Bryngelson, Binny & Smith, Inc., and had 
a chance to meet Clayton Haij. It is quite surprising to find 
out that some of your competition are f ally mice people 
Met L. P. Wingert, Jr., from St. Louis while he was working 
Minnesota Got acquainted with Robert Eldridge, district 
manager of Y & E in Omaha. 


e 
List of the fellows seen working very diligently: Frank Gast- 

ner of Codo, Ronald Sandberg of Hunt Pen Co., Ed Stivers of 
Sanford Ink, Bill Sweeney, manufacturers’ representative, and 
Frank C. Linnan from Samsonite Co. You don’t suppose they 
are trying to get all their work done now so that when fishing 
season opens they will be out to catch a few 

+ 


Remodeling: Midwest Beach Co. in Sioux Falls, §. Dak., has 
done a beautiful job of remodeling the store. Mr. Shepperd in 


vites yOu to stop in and take a look 


A New Dealer: Drayson's Office Suppl: Inc. has opene 
up a new location in Duluth. Best of luck to Mr. Harris and 
Mr. Kessler. Gosh, I don’t know their address 


Bud Caruso, president of the Northwest Travelers, and Earl 
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by JASPER CHAIR COMPANY 








THE RIGHT CHAIR 





tories.Inc 


-Lavor® 


an 
OR \ as 


SENTRY STANDARD 


Big-safe features include Vermiculite 
insulation, heavy all welded con- 
struction, built-in 3-number com- 
bination lock, heavy duty bank vault 
type lock bar, baked enamel finish. 
imensions: Outside—2414”x 174” 
x 17%"; Inside—15” x 12” x 13” 
(2340 cu. in.) Weight: 260 Ibs. 


Suggested List $79-95 


Standard discount plus adv. allow. 
SENTRY MAJOR—Same as above but 18% ” deep inside—$113.95 
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Designed with a certain flair, a restrained elegance 

that marks the best of Danish design, the NORDIC group 

is meant to complement, not overpower, their office setting. 
Built the quality way, the sound, sure way by Jasper 
Chair Company of solid woods—oak or genuine walnut— 
these chairs are not bulky, not heavy, but graceful and light. 


J They are an asset in the sophisticated office. 
‘ 
| AT THE RIGHT PRICE! 


WRITE TODAY FOR FREE CATALOG TO 


JASPER CHAIR COMPANY « JASPER, INDIANA 





America’s Lowest-Priced Protection! 


co SENTRY SAFES 


Sell for 35% to 50% LESS than 
comparable labeled or unlabeled safes 


Here’s everything your customers want in 
a personal safe—quality construction, mod- 
ern design, and proved fire-and-theft re- 
sistant features. In fact, all new single 
compartment SENTRY floor safes carry 
the U.L. Class C label indicating 1-hour 
1700°F. fire test, 2000°F. explosion hazard 
test, and 30 ft. drop test. Yet you can sell 
these SENTRYS for 35% to 50% LESS 
than labeled or unlabeled safes of compa- 
rable size and quality. ..and make your full 
profit. That’s because SENTRY specializes 
in mass production of just one basic type 
safe—with resultant savings. 





Every Home and Business a Prospect 


Every householder, professional man, farm- 
er and small businessman is a prospect for 
a personal safe... yet only 5% own one. 
Why not cash-in on this virtually untapped 
market? Write today for details. 


JOHN D. BRUSH & CO., Inc. 


545 West Ave., Rochester 11, N. Y. 


SENTRY 
Safe-and-Cabinet 


Exclusive! Genuine African mahog- 
any cabinet (also available in walnut 
or blond) conceals safe... makes a 
handsome end table, night stand, 
TV base. Sells for less than most 
comparable safes ALONE! 


Suggested List $119-95 


Standard discount plus adv. allow. 











THE “Unduplicated” 
DUPLICATOR VALUE! 





LIQUID DUPLICATORS 


It's VALUE that has put MASTER LIQUID DUPLICATORS 
at the top of the duplicator sales picture. Right down the 
line they stand out for value — in quality — in customer 
preference — in faster, easier sales — in bigger sales profit. 


There are || reasons for MASTER'S growing popularity .. . 
all of them point up an unduplicated value to your cus- 
tomer and YOU! 


Check Them! 
1. LOW INITIAL COST — America’s lowest priced Liquid 
Duplicator. Letter size retails at $37.50 
Legal size retcils at $44.50 


Both with supplies and case 
2. HIGH QUALITY REPRODUCTION — Clean, sharp copies every 


time 
3. VERSATILITY — Reproduces everything written, typed or 


drawn 
4. PRINTS UP TO 5 COLORS AT ONCE — Red, green, blue, 


purple or black, or any combination 

5. QUICK SET UP AND FAST OPERATION — Ready in seconds, 
prints up to 15 copies per minute 

6. EASY SIMPLE OPERATION — No special skills or training 
necessary 

7. COMPLETE PORTABILITY — comes with metal carrying case 

+ @asy to carry and store 

8. LOW OPERATING COST — Less preparatory cost, waste and 
maintenance 

9. EXTREMELY CLEAN — Prints with spirit solution, uses no 
messy inks, stencils or gelatins. 


10. TWO MODELS AVAILABLE — Letter or Legal size ... the 
latter prints an area up to 8” wide. 

11. NATIONALLY ADVERTISED — completely warranted by the 
manufacturer. 


vou $F/ [more—vou MAK F more 


with MASTER LIQUID DUPLICATORS! 


Be a ‘coupon clipper’ . . . get all the facts about 
the Unduplicated MASTER LIQUID DUPLICATOR 





MASTER ADDRESSER CO. 


6500-OA West Lake St., Minneapolis, Minn. 
Tell me more about your Unduplicated DUPLICATOR values 
PE) cheese at ehervewe ee e+ 5.4 
i iat cu Gites aha amines oe os bd ace eeuik at ae amteoae 











Collins are beating the bushes to get the dealers to attend the 
coming convention to make it the largest District 7 has ever 
held 

. 

Mr. Hyde of Hyde Typewriter Co. in Fairmont, Minn. is 
spending several months in Florida. I hope he enjoys his stay 
According to latest reports he did not bring his snow shovel. 

ce 

Curling Champs: Ed Erickson of Hibbing Office Supply 
participated in an invitational at Milwaukee, Wis. He and the 
rest of his team in the process of winnng made an 8 head. To 
you non-curlers this is quite a rarity and usually accomplished 
only once in a lifetime. It would be similar to Babe Ruth's 
batting or three games in a row of 300 in bowling. Nice going, 
Ed 

2s 

Just found out why a fat man is so good natured—he can't 

run and he can't fight 


Mr. 5 x 5—Charlie. 





8th District Notes 


2001 S. Hanley Rd., St. Lovis 17, Mo. 


March 7 and 8 were the dates of the last pre-plan meeting 
held at Western Hills Lodge, Wagoner, Okla. Spearheaded by 
Governor Lou Blair, General Chairman Jack Coleman and Al 
Perry, president of Midwest Travelers, all the details were 
ironed out and plans were approved for one of the greatest 
and most informative meetings to be held in our district on 
May 22 and 23. The following were in attendance at this meet- 
ing 

Mr. & Mrs. Lou Blair, Mr. & Mrs. Al Perry, Mr. & Mrs. 
R. R. Bricker, Mr. & Mrs. Bill Shockley, Mr. & Mrs. Jack Cole- 
man, Mr. & Mrs. Sidney Anderson, Mr. & Mrs. Joe Wilner, Mr. 
& Mrs. Bill Wolfe, Mr. & Mrs. Cuba White, Mr. & Mrs. Jack 
Lang, Mr. & Mrs. H. Blanchard, I. Voda, Clint Cooper, Fred 





- 7 
. apparently at Western Hills Lodge, Wagon- 
er, Okla., scene of the 8th District convention May 22-23. 
Displaying the catch are (from left): Lou Blair, governor; Mr. 
& Mrs. Joe Willner, Stanley-Sargent Co., Kansas City, Mo., 
and Izzy Voda, Wallace Pencil Co., St. Louis 


Fishing’s Good . . 


Pfaff, Jack Haney, Floyd Marshall, Jr., Bill Brown, Bob Sheron, 
Dan P. Scott, Maxwell Anderson, Dan McDougal, Jimmy 
O’Brien, L. E. Scott, Max Keating, John Chowning, Glen Evans, 
Karl Tallifsen, Wayne Gibson and Gene Glaser. 

Let me give you just a smattering of the highlights 

Free color RCA-TV, address by internationally known Louie 
G. Throgmorton, vice-president of Republic National Life In- 
surance Co., Dallas, Tex., and very informative and educational 
production written and directed by Clint Cooper, Esterbrook 
Pen Co. These alone will repay you many times your expense 
and time attending this meeting. 

a 
Lou Blair, 8th District governor, and Mrs. Blair have just 
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More than 


1,000 WAYS to MAKE MONEY 


DAV-SON BULLETIN 
my, BOARDS yr 


TMENT eee ! 
NO SO EeTOCKING NECESSARY! 


EVERY ONE of the more than 
1000 styles and sizes of DAV- 
SON Bulletin Boards gives you 

an opportunity to make extra 
profits—without a penny of in- 
vestment! Take the order— |} 
DAV-SON drop ships for you 
with your label. 


with 





Bulletin Board. 


Sell the most complete line of Bul- 
letin Boards in America—made 
by the largest, most reliable man- 
ufacturer in the industry! Prac- 
tically every business in your 
area is a prospect for one or more. 


Changeable-Letier 
s 






veers 





















A. C. DAVENPORT & 


DEPT. OA. 311 WN. DESPLAINES ST. 


SSB SSBBSBBBBBBBBBBBBBBBBBBBBBt BBB BBBBEE EEE EESERES 


FAULTLE 


RING BINDER 


7 ; 
V. 
ATT OTIce 
a a ALL PEREOUS WORKING 
Cork-Backed EASY TO SELL Or BUSINESS! Wh THE GEPARTMENT 
Bulleti 
5 every TYPE MUST WEAR GOG5LES 
Also manufacturers of Flashing Safety ' 
Signs, Outdoor Bulletin Boards, etc. Stock Metal 
WRITE FREE 1958 Cataloe Safety Signs 


Deluxe Change- 
eble Letter An- 
nouncement Board 


Walnut finish 
frame with glass 
door mounted on 
5’ 5” standards. 
Size: 27” x 39°’. 
Ideal for lobby, 
foyer or hallways. 
Portable, easily 
moved from one 


locauon to an- 
other. 


Portable An- 
nouncement Board 


20” x 15” Chrome 
Frame Changeable 
Letter Board with 
glass front and 
removable back. 
Mounted on 48” 
Chrome Pedestal. 
Overall height 
63’. 


DEALER 
INQUIRIES 
INVITED 


SON, INC. 





Now in Our 26th Year of Quality Service 


CHICAGO 6, iil. 
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CHURCH BULLETIN BOARDS 
for every Church need. In- 
doors or Outdoors. Wide 
variety . . . Extruded Alu- 
minum, Stainless Steel or 
rich Bronze Baked Enamel 
frames. Removable, 
changeable-letter panels. 


CHALK BOARDS 
Black or Green. Exclusive, 
smooth Duro-O-Plate Chalk 
Surface . . . easy to read, 
easy to keep clean. Wide 
range of sizes. 


NAME PLATES 
Desk, Corridor or Door 
Styles. Complete with let- 
tering. All finishes to match 
any decor. 





<< 
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When you show this binder. . . no other will satisfy ! 






Exclusive with 


Steel-Hinged. 





the rings 
punched holes. 
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300%, LONGER SHEET LIFE 


Reinforcement of holes is unnecessary. No 
more torn holes and loose sheets. 


_ — RINGS ACTUALLY SLIDE APART 
Sheer Lifter ™ No snapping open. Sheets won’t jump off the 


rings. No snapping shut to endanger fingers. 


BUILT-IN AUTOMATIC SHEET LIFTER 


Steel hinged, it lifts the sheets up freely over 
reducing friction and wear at the 








Only the FAULTLESS S-0O has these big advantages 


20% GREATER SHEET CAPACITY 

Design and construction of the rings provide 
1/5 more capacity without danger of spilling 
sheets. 


S-O SALES BRING BIG EXTRA PROFIT! 

S-O Customers stay sold — they insist on S-O 
.. no “pop-open” substitute will do! So make 

sure all of your customers know about 

FAULTLESS S-O Binders. Let them try its 

effortless operation. You'll sell lots more .. . 

and repeat orders are assured. 





STATIONERS LOOSE LEAF COMPANY 
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the 
ORNA METAL 





““. Strictly 
for the records!” 


Comprising all the 





features you desire when in 
search of the best in filing 
cabinets at a price you can afford. 
Full 28-inch depth, assures maximum 
number inches in filing space. An 
important consideration in this age of 
bulging files. Decorator colors 
available to harmonize with 


your office interior. 





Shown 8341, letter. 
also available in four 
drawer legal size. 


Shown 8452, letter 
also available in 
five drawer letter size. 





Shown 8229 
letter, also available in 
two drawer legal size. 


Write for descriptive literature. 


O RNA METAL Inc. 
2412 South 7th St. St. Louis 4, Mo. 
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returned from the first regional at White Sulphur Springs. Lou 
is planning on attending several regional meetings in order to 
gain important knowledge of problems in other parts of the 
country so that he may bring back the solutions to our meet- 
ing. While he was gone his place of business, The Blair Office 
Supply Co., St. Louis, was burglarized. It sure cost money to be 
governor. 
- 

From John Chowning, Federal Stationery Co., of Kansas 
City, Mo., I received the following information: Raytown Of- 
fice Supply & Equipment Co. of Raytown, Mo., (suburb of 
Kansas City) has leased new quarters which are much larger 
than his present store. Opening is scheduled for July 1. Mr. & 
Mrs. H. Hendricks are the owners and operators. 

= 

John Trehouse has been employed by Mission Office Equip- 
ment Co., Mission, Kan. He will specialize in duplicator equip- 
ment and supplies 

* 

Excel Office Supply Co., Kansas City, Mo., will move soon 
from 1009 Broadway to larger quarters located at 1019 Broad- 
way. Good luck in your new location, Harold and Bella 
Karpin! 

es 

Mr. & Mrs. Howard Blanchard, Fidlers Inc., Kansas ° City, 
Kan.; Mr. & Mrs. Bill Shockley, Sam’! Dodsworth, Kansas City, 
Mo., and Mr. & Mrs. Bill Wolfe, Dixon Pencil Co., spent 13 
hours driving home in a snow storm from the pre-regional 
meeting. Normal driving time is about six hours! 

° 

Mr. & Mrs. Lou Wingert, (mfrs. rep.), St. Louis, Mo., spent 

the past three weeks vacationing in Mexico 
. 

At a recent St. Louis Stationers Association meeting the fol- 
lowing officers were elected: 

President—John Griffiths, Ace Office Supply. 

Vice-president—John Hughes, Buxton & Skinner. 

Secretary—Chester Kennedy, W. J. Kennedy Staty. Co. 

Treasurer—Robert Burkart, Miller Prtg. Co 

Mr. & Mrs. Joe Wilner, Stanley-Sargent Co., Kansas City, 
Mo., attended their first pre-plan meeting. Thanks for attend- 
ing! If you have never attended write or call the Wilner’s to 
find out what you are missing! 

= 

Mr. & Mrs. E. J. Lessard, Lessard Printing & Stationery Co. 

of St. Louis, recently spent a winter vacation in Havana, Cuba. 
. 

Moe Schwartz, stationery buyer for Famous-Barr Company of 
St. Louis, recently flew to Europe on a buying trip for the 
entire May Co. stores. He is expected to stay in Europe for five 
weeks. The day before he left he moved into his new home 
at 1120 Olwaire, St. Louis 24, Mo., and left his wife with all 
the mess. Good planning, Moe! 

. 

Mr. & Mrs. Robert Lee, Elkin-Swyers Co. of Springfield, Mo. 
on March 10 moved into their new home. We hope you and 
your family are real happy on your 40 acres 

“LET’S GO WESTERN” 
WESTERN HILLS IN ’58 
May 22-23 


John J. Ennis Opens Branch Store 


John J. Ennis, owner of Business Equipment Unlimited of 
839 First Ave. N, St. Petersburg, Fla., has opened another new 
store in the Clearwater-Largo area located at 1617 S. Missouri 
Ave. A display booth at the Largo Fair offered an opportunity 
to show various types of office machines and at the same time 
call attention to the new branch store 

Featuring the Victor Printing Calculator, the new location 
will stock an adequate line of new and reconditioned adding 
machines, cash registers and typewriters, as well as wood and 
steel office furniture. A top-drawer maintenance department 
will provide excellent service facilities. 

This recent district store addition to serve North Pinellas 
County followed the opening of the Maderia Beach store 
last October. 
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NEW wood equipment — NEW PROFITS for you 


NEW LIFETIME QUALITY 
woo D MASTER 


DRAWING DRAFTING TABLES 









incorporating the best qualities of wood and steel 


Distinctively designed in selected hardwood . . . steel reinforced for 
“lifetime” wear . . . attractively finshed in rich dark oak. 

Efficiently planned with features never before found in a wood line; 
such as 


q 3-Receptacie electrical outlet 

q Stee! drawers with wood fronts 

4 Matching auxiliary cabinet on 
drafting tables 


Positive-lock tilting arc > 

Single hand wheel controls > 

Heavy steel angle braces in > 
drawing tables 


DON'T WAIT .. . send for complete catalog and price lists. 


Liberal Dealer Discounts. 


oo Sonne ae QU rene CO. 


Manu rs of Lifetime Quality Drafting, Schc 


“ 





| & Library Equipment 


309 Emmet Street, Newark 5, New Jersey @ Bigelow 2-6600 





other 
STACOR 
LIFETIME 
QUALITY 
products 


Fiat Files 
for maps 
x s+ * drawings 
i= blueprints 
= =f) artwork 


Pian-Mobile 
. mobile 
4 storage 
h unit for 
rolled 

drawings 

plans, 

tracings, etc 


_ Stacor-Matic 
- Drafting 
Table and 
Reference 
Desk Unit 


Stee! Base 
Drafting 
Tables 


4-Post 
Steel Base 
Drawing 
Tables 


Taborets 


Reference 
Tables 


Tracing 
Tables 








UNGROUND 


able where quiet operation is desired. 


Distributors in All Principal Cities 


Kilian Manufacturing Corp. 
(Canada), Ltd. 
240 Fleet St. East, Toronto 2B, Ont. 
SERIE 


Fischer Bearings (Canada), Ltd. 
240 Fleet St. East, Toronto 2B, Ont. 


ASSOCIATED 
COMPANIES: 


KILIAN MANUFACTURING CORP. 
SYRACUSE, NEW YORK, U.S. A. 


Kilian Steel Ball Corporation 
100 Wellington St., Hartford, Conn. 





BALL BEARINGS 


For the Office Equipment Industry 


ILIAN 


Long life and service are assured you because — 
1. All component parts are machined from steel bars. 

2. Each component part is properly heat treated. 

3. Every Kilian Bearing is designed for a specific application. 
Neoprene and Nylon tired outer races are avail- 


Catalog on Request 
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MORE 


Economical to Use 
Profitable to Sell 


SURERDEX 
\ 


ELA ///1 


TR AOE MAR K 


FILE FOLDERS 


Regular and Reinforced 

Durable, Ready Collated 

Manila: 8 pt.—9'/2 pt.—11 pt.—13 pt. 
Kraft: 8 pt.—11 pt. 

Colors: 11 pt. 











INDEX CARDS 


Guaranteed uniformity 
of size and ruling, lint-free 
Ideal for addressing machine use 
100% Sulphite Stock 
Sizes: 3” x 5”—4” x 6”—5”" x 8 
Colors: White, Buff, Salmon, 
Green, Blue, Cherry, Canary 
Also available in 50° rag content stock 














Free Samples and Information from 


THE WARSHAW MANUFACTURING CO., INC. 


One of America’s largest manufacturers of file folders and allied products 


1 MAIN STREET,.BROOKLYN 1, N. Y. 
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9th District Notes 


CHARLES C. MCDANIEL, correspondent 
4909 Overton Ave., Fort Worth 15, Tex. 





Many, many thanks to Bill Scheffler, Tom Flaherty, Bob 
Strafford III and Mike Holberg for the news items they sent 
in this month. You will find them written in this edition. By 
the way, some of you fellows travel over in Mississippi—how 
about sendng 1 some news items from over there? We have a 
fine group of dealers over there and I know that THINGS 
must be happening 

e 

Ooops excuse I Tom Flaherty, Former Governor Tom 
Ketchings has a new man on the buyer's desk, over in Natchez 
Miss., howdy E. H. Burger. And in Arlington, Tex 
Chester Meaders is the new manager of Ferrell Office Supply 
Chester was formerly associated with the Majestic Reproduc- 
tion Co., Ft. Worth, Tex. . . John Nystrom, formerly outside 
salesman for Henson's in Waco, Tex., is the new manager of 
the stationery department at L. M. Crow Printing Co. in the 
same city. The name was changed from Bone-Crow Co. recently 
to L. M. Crow Ptg. Co 

€ 

Overton H. Crawford, Maverick-Clarke Co., has been trans- 
ferred from Corpus Christi, Tex., to the Austin, Tex., store as 
manager. We might say, welcome home Overton, as he was 
located in Austin before being transferred to Corpus Christi. 
Congratulations to all these fine stationers in their new posi- 
tions 

An old name on a new shingle— J. C. Bair & Son, 1221 W. 
6th. St. Austin, Tex. J. C. “Slim” Bair and son, Warren C. 
“Cub” Bair, recently severed their connection with Maverick- 
Clarke Co. Austin, and have re-entered the retail business under 
their own name. Some few years ago “Slim” sold his business 
to the Maverick-Clarke organization and retired for a while. 
He returned to active business to take over the contract de- 
partment. During this time, “Cub” was working up the ladder 
and was manager of the Austin store when he and “Slim” re- 


signed. We wish them every success in their new venture. 
Manufacturers are requested to please send catalogs and 
travelers are most welcome. 

e 


Scotty Cazes, formerly with Garrett Office Supply, Alex- 
andria, La. is now associated with Standard Office Supply Co 
Alexandria, La 

* 


Sorry to report that some of our good dealer friends have 


been under the weather recently—Henry Sassman, Victoria 
Typewriter Co. Victoria, Tex., suffered a heart attack shortly 
after the first of March and is confined in the hospital as of 
the present time, March 23. I understand Henry is getting 
along OK, but will be away from the store for some time. Sure 
will miss you in New Orleans Henry. Hurry and get back on 
the job Then, I hear that John McKim, Caddo Office 
Supply, Shreveport, has had a heavy bout with the flu again 
and had some complications with a kidney infection. He is up 
and about, but not too full of energy. Take care of yourself, 
will you, “Ug . I saw Frank Grounds, Wagner Office 
Equipment, San Angelo, Tex., recently and he reported that 
Dick Wagner has been ill for quite some time, and is in a 
serious condition. Frank, please convey best wishes from all 


of us to Dick, for a speedy recovery And then there is 
that fellow, Dwight Alverson, Ennis Tag & Salesbook Co. 
Ennis, Tex., who was to take over the Arkansas, Louisiana 


and a portion of Mississippi territory a long time ago. Dwight 
sold his home in Ennis, bought another home in Monroe, and 
then took sick, and couldn't move to Monroe. Hurry and get 
well, Dwight. Those dealers over there want to see and meet 
you 
e 
Welcome to the Texas Travelers—Ed Albertini, American 


Carbon Paper Mfg. Co., and Bill West, Eberhard Faber Co. Bill 


is covering South Texas and Ed goes everywhere in the U.S 


l 


News comes in that the Drake Co., Shreveport, La., has pur- 
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WAREHOUSES: 
e 4048 POLK ST 
CHICAGO, ILL 

e 901 VICKERY BLVD 

FORT WORTH, TEXAS 





aa 


EXECUTIVE STEEL DESKS 
& SECTIONAL DESKS 
FILING CABINETS 
BOOKCASES 
SECTIONAL BOOKCASES 
ROLLER FILES 
TELEPHONE CABINETS 
SPECIALTY CABINETS 
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URABLE STEEL OFFICE EQUIPMENT 
IMPROVED LINE - FIRST IN THE LOW PRICED FIELD 


PRIME STEEL ¢ ELECTRICALLY WELDED * NYLON ROLLERS * COMPRESSOR FOLLOW BLOCKS 
ALUMINUM PULLS * PERMANIZED BAKED ENAMEL FINISH 








WRITE FOR ILLUSTRATED CATALOG +46 AND DEALER PRICE LIST. 


“QUALITY” Seals mean “QUANTITY” Sales! 


EVERY DEALER WISE ENOUGH TO SELL REYBURN 
SEALS WILL BENEFIT BY QUANTITY SALES. 


& Se Bs a oe Be So PA a 





Yes, you will be pleased beyond words whe 
become re-orders and profits begin to mount. 

We are staffed with designers capable of accommodating any 
manufacturer's needs and our printing processes insure crisp, clean 
quality results. 

Give yourself a chance to please your many customers while 


increasing your profitable sales. Carry Reyburn’‘s complete line 
and you'll be more than pleased at the results. 


n your seal orders 


4 





THE REYBURN MANUFACTURING CO., INC. PHILADELPHIA, PA. 

































= =| FAST SELLING! 

| cm SPACE SAVER! 

MODERN ISLAND BASE 
“= | SALESMAN'S DESK 


J Linoleum top (40°x2542”) 
| ee Desert sage, 


q mist green, grey 
NEW! PRICED TO SELL! 
EXECUTIVE CONFERENCE DESK 


Linoleum top (60”x30”) 
Desert sage, mist green, grey 


Linoleum top (50”’x24”) == : 
=| Desert sage, 
mist green, grey 


: 
| TERRIFIC BUY! 

_|} MODERN SALES DESK 
se OVERHANG TOP 


Linoleum top (53”x2542”) 
Desert sage, mist green, grey 












od 












Files 4 Cabi nets 


| URABLE METAL PRODUCTS co. Sama 
38-42 REVIEW AVE., LONG ISLAND CITY 1, N.Y.- RA 9-3580 Surman 
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'm SOLD on 
fblhaws 


SORTERS 





Sell your customers a sorter from the 

Kohlhaas line—best in all-around sorters 

for manual classification of all types of 
media—and you can be sure they'll 
STAY SOLD. For Kohlhaas has kept 

pace with modern requirements in all phases ; 
of sorting work . .. more than forty years / 
experience built into every sorter. 











HOLDING FILES 
No. 912-25 Letter Size 
No. 915-25 Legal Size 


NUMERICAL 
SORTERS 
No. 472-W 

2 digit, 00-99 


Each Kohlhaas sorter supplies your customers with all the 
features their work requires—Speed, Accuracy, Space 
Saving, Easy Operation, Flexibility and Sturdy Con- 
struction. Every sale brings you attractive profits and 
excellent prospects for repeat sales. Write today for 
catalog, discounts and full information. 


THE AthUiaas COMPANY 


8012 South Chicago Ave. « Chicago 17, Ill. 
Telephone: BAyport 1-4433 
Manvfacturer of Vertical Sorters for— 
Checks, Sales Tickets, Invoices, Bills of Lading, Correspondence, 
Mail, Purchase Orders, any size or type of media. 









chased the building it now occupies and the site next door. 
Plans call for a complete remodeling job, and one of the most 
modern stores in all of the Southwest . . Those James 
Brothers up in North Little Rock, Ark., are busy on this 
redecorating business also. Then, Buddy Stewart, Midway 
Office Supply, Arlington, Tex. found that the move he made 
some time ago, was into a building that he outgrew all too 
soon. Now, he is back in his original location with almost 
double the space. The sales force is growing, too, headed by 
Bill Brimer, manager; Lindy Lewis and Chas. Gauntt in the 
typewriter service department and Zen Bauer, S. A. Reasoner 
and Jack Ferguson. Nice goin’, Buddy. 
» 

Mike Holberg advises that Oxford Filing Supply Co., Inc., 
has opened a warehouse in Dallas, Tex. It is located at 105 
S. Austin St. and the phone number is RIverside 8-3925. The 
complete line will be carried in stock. Weekly truck service 
will leave St. Louis every Thursday morning to keep the 
warehouse well stocked. Joe Malavear is warechouseman. 

+ 

Word has been received from Ray Howard, Esterbrook Pen 
Co., that Pete Mantzel has resigned from Cargill Co. Houston, 
Tex., and has returned to American Printing Co. Galveston, 
Tex. Sorry I failed to acknowledge this last month, Ray. 

° 

Had a note from R. W. Kelly, Louisiana Paper Co., Ltd. 
Shreveport, La. plugging the Louisiana Printers & Stationers 
10th annual convention in Alexandria, La. This meeting will be 
May 9, 10, and 11. Headquarters will be at the Bentley Hotel. 
Ali travelers are invited to attend. 

The Southwest Regional meeting of the Wholesale Stationers 
Association will be held at the Adolphus Hotel, Dallas, Texas 
on Monday, May 5. Members of the Texas Travelers Club 
are eligible for membership in WSA and the dues are only 
$2.00 per year. We can use your support in WSA and your 
attendance at this day-long meeting will prove to you that you 
can use the support of WSA. A very fine program has been 
developed for this meeting, the first of 12 to be held this year 
in the various regions. How about showing up and proving 
me wrong 


Storch-Tepper Associates Open 
New Showroonrs in N. Y. City 

Storch-Tepper Associates announces opening of new show- 
room and offices at 154 Nassau St., Tribune Building, in down- 
town New York City. 

Showroom facilities are being maintained to service and as- 
sist the dealer in his striving for simple and effective of- 
fice furniture, partitions, layout and planning surveys. Romco 
modulars and desks, Riteform chairs, Challenger steel filing 
cabinets, Thomas reception room furniture and G. R. partitions 
are displayed at the new location. Aid supplied by these man- 
ufacturers will make it possible to offer suggestions as to har- 
monizing colors, layout, office furniture selection, and choice of 
G. R. wood and steel partitions from floor to ceiling height. 

“The office furniture dealer, working with his customer, will 
have a one-stop service when it comes to planning layout, cor- 
related with a selection of fine office furniture. All dealers are 
cordially invited to avail themselves of our services,” says 


Arnold Storch. 


New Houston Quarters for Royal McBee 


Royal McBee Corporation announces that it is now occupy- 
ing new quarters in Houston, Tex., in which its sales and serv- 
ice divisions are integrated. 

The company moved its offices to 3275 W. Alabama St., 
from its former locations at 2606 Fannin for Royal typewriter 
and 3030 Louisiana for the McBee Co. There are 7,000 square 
feet of space in the new offices which are in a new modernistic 
building whose facade was designed by Raymond Loewy. 

The move brings together the company’s typewriter, data 
processing and appliance divisions. 

Harry H. Foiles manages the Royal typewriter division with 
Richard A. Flemmer as district representative in charge of 
portable typewriter sales. Ernest J. Schafer Jr. manages the 
data processing division. 
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Mr and Mrs George R Weryford 


let a pretty face stimulate sales for you! Parcs: 


from the Flower Wedding Line 


BASQUE 


Wr. and Mrs Thomas Barry Nichols 


LONDON TEXT 


most popular faces < of the year! 
Dy REGENCY Bee ee ee 


joined letters in exclusive new scripts! new effects with superimy lemme laleme- lal 4i-te| 
| sharper, more legible letters! superior craftsmanship at an amazingly | 
e FE ¢ — ‘ ‘ = a 3 
b ; a ee fees Flower. Wedding Line Catalog features a 


selection of all the most asked-for styles! Postpaid 


hipment within tw 


address your request on your business letterhead to: 


Mm REGENCY THERMOGRAPHERS %.'ss'8'"" 





also commercial announcements and business cards 










of beautiful 
spun aluminum © 2m 


Costumer 





No. 1900 
WGR 
Bel Air Wall 
Garment Rack 


Smoking 
Stand 






No. 56-S 
Regal Sand Urn 
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No. 17-C 
Monarch 
Costumer 





No. 1500 When you sell the VALCO line you can 


f)_y Nobility be sure there won’t be complaints and 
\ Costumer ‘C 
/ returns . .. or calls from irritated cus- 


5 } tomers to “please come fix the darn 
* 7 thing!” VALCO accessories are lifetime! 


They’re built to last forever. 








Torchier 


4 
wer 
“or | No. 25 














AVAILABLE 





LIFETIME “™ 


OFFICE ACCESSORIES 





AT NO COST 


Write today for the com- 








plete folder that contains 
all specifications and price 
data of the complete VALCO 
Line. It’s designed to fit a 
standard file and aa | 


separate reproductions of 





VALCO COMPANY e 1311 ANN AVE. « ST. LOUIS 4, MO. 


Put 
efficiency 
at your 
ingertips 


MORRIS ~ \ 
SAFE-T-SET 1 
Smoothest writing ) 


pen and ink set. 
Can't leak or spill. 

Holds 2 full oz., G) 
easy to fill. 








MORRIS 
MEMO HOLDERS 


Keeps memos 
neat and handy. 


With or without 
ball point ~) 
pen attached. 


MORRISHARP 
ELECTRIC PENCIL 
SHARPENER 
Starts automatically. 
Stops cutting when 
pencil is perfectly ) 
sharpened. Med., &#~- 
fine, ex. fine points. 


MORRIS | 
ASH TRAY 


Big, sales-meeting 
size, with 


removable glass 
liner. Matches i) 4 
modern office decor. 7 





MORRIS 
PHONE REST 


Frees both hands. 
Easily attached and 


adjusted. Fits all 
phones — either $) 
shoulder. 


MORRIS TRAYS 

—LETTER 

& LEGAL 

fear suspension 
giv x 

wack to any) 


Ask your stationer for these 
MODERN DESK TOP ACCESSORIES 


BERT M. 





DEPT. E 8651 WEST THIRD ST., LOS ANGELES 48, CALIF. 


WRITE FOR FREE CATALOG. Write today for the Bert M. Morris 
Co. 1958 catalog of modern desk top equipment. You will find 
it a big help in your office planning. 
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Sunny Side of the 
Golden State Travelers 


AL BAUGHER, correspondent 
11707 Sunset Bivd., Los Angeles 49, Calif. 

[he Southern California Stationers held a dinner meeting 
at the Rodger Young Auditorium on the evening of March 20. 
This session was tied in with Pencil Week and was presided 
over by Jerry Horton of Horton’s, Burbank. Art Baker's “You 
Asked for It’ film highlighting manufacture of pencils was 
shown. Fred Beard, Wallace Pencil Co., provided the film. As 
the representative of the industry, Bill Van Ness, Eberhard 
Faber Pencil Co., gave a concise talk on the marketing of 
pencils. Questions from the audience were answered by Bill 
and Jerry Horton. Robert Adler, Atlas Stationers, spoke briefly 
on the retailers’ point of view in selling pencils. 

* 

George Frey, Charles E. Barry Co., has a baseball game 
lined up for Friday night, July 11. And as each of you know, 
there are two more big golf outings scheduled. Make your 
reservations early 

* 

Bill Lashbrook, Esterbrook Pen Co., has need for a new copy 
of Robert's Rules of Order, one with unusually large type so 
that he may make his rulings quickly and clearly at our busi- 
ness meetings. 

* 

Two area stores have been doubled in size recently—Ken's 
stationery, 8322 Foothill Blvd., Sunland, and Temple City Sta- 
tioners, 9548 Las Tunas Blvd., Las Tunas 

a 

Tom O’Rourke, Savel’s Commercial Stationery, was the vic- 
tim of a hepatitis attack recently. Let’s hope that he reads this 
while back at work at the store. Good luck to you, Tom 

* 

Monday luncheon meetings have been well attended this 
year. Generally, you will find among those present Stu Ander- 
son of Dixon, Ivan Cornelius of Northern States Envelope, 
George Hatton of Eaton, George Frey of Charles Barry, Ben 
Vorack of Blaisdell, Dick Kirpatrick of Old Town, Tom Dan- 
iels of All Steel, Fred Coots of Linton, Ralph Maneval and 
Tom Olson of A. W. Faber-Castell, George Morgan of Oxford, 
Loyal Carlon of Bates, Roy Baughman of Prang, Ernie Daniels 
of Venus Pen, Willis Clark of Cook’s, Pete Masterson of Acco, 
Bill Lashbrook of Esterbrook, Bob Lauterjung of Quality Park 
and Walt Waldvogel of National Blank. 

Along with these weekly regulars we have had a chance to 
visit with Joe Davis (mfrs. rep.), Stan Breton of Charles Barry, 
George Lazier of Smead, John Radovich of Eversharp, Max 
Spak (mfrs. rep.), Oz Verket of Parker Pen, J. R. Bradley of 
Rediform, Carl Draper, Jim Montgomery of Higgins Ink, Dick 
Mulhaupt of Sheaffer's, Ken Fullerton, Sig E. Sieger and Don 
Hanne of Eagle, Al Coffey and Bob Blair of Dixon and Bill 
Tonkin of Tiffany Stand. 

a 

Ralph Maneval, A. W. Faber-Castell Pencil Co., brought a 
splendid idea for 1959 before the members. It has been sug 
gested that the NSOEA regional meeting which is to take place 
in Las Vegas in 1959 be a joint session between Districts 14 
and 12. Everyone agreed that the idea should be followed 
through 

* 


Jerry Troy, who operated the Pacific Coast Stationers at 
1424 §. Main, Los Angeles, died recently. Our sympathy goes 
to his family and associates. 
e 

Captain Pete Masterson, Acco Products, has a brand new 
Johnson outboard motor to power his sailing vessel in the 
event that it becomes becalmed. Those of you who wish to sail 
with the navigator of Balboa can now enjoy the experience to 
the fullest. No more poling the boat, no more rowing in 
the dinghy, no more sitting still in a hot sun far at sea 
Pete’s ship now has auxiliary power. And what's more, Pete 
is taking a course in navigation. All that’s needed now is me- 
chanical refrigeration in the galley. 
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WHAT WILL YOU HAVE IN RUBBER 


We make every type, size, width 
and color in our new modern plant. 











MAIL 
| We sell only through regular 4 
trade channels. KEENER RUBBER, INC. TELEPHONE 
800 COMMERCE COURT, ALLIANCE 2, OHIO 1.3536 
We invite you to send for GENTLEMEN: PLEASE RUSH SAMPLES AND PRICES: 
samples and prices. COMPANY NAME (PLEASE PRINT) 
K E E N E 7 The Name Indicates the Quality’ ‘Street city STATE 





Mn. Dealer: here'sa & REF OFFER 


you can't afford 
to miss! 


We'll send you absolutely FREE a sample of the NEW AND 
BETTER SPEED-MO Typewriter Quiet Pad (#100) with each 
order for Speed-Mo Stamp Pads and Brush Type Cleaner that 
you send us during the next 60 days! 





Like our famous Stamp Pads, our new Typewriter Pad is made from genuine Sponge Rubber and is priced for 
you to sell at only $.69. Shipped in bulk (without fancy, expensive packaging) your price: Less 50% on | doz. 
Less 50-10% on 6 doz. Less 50-10% on 12 doz. (and on orders of 12 dozen we'll stencil your name, address, 
and phone number on each pad free of charge). Be certain to request your sample when you send your next 
order OR send a trial order for a dozen. If you don't sell the trial order and order more within 30 days, return 
ihe unsold ones for full credit or refund. Order your free sample or first dozen right now! 


SPEED-MO Division Rivet-O Mfg. Company 600 Pencil Street Orange, Mass. 




















SELL THE LATEST IN MEMO PADS 









Check These Sales Features 


Continuous roll writing surface / patented construction / 
guaranteed perfect rolling and re-rolling/extra loose sheets 
and holder / complete with attached mechanical pencil 
and holder / operates by turning knobs / deluxe model 
No. 57-X has disappearing handles in knobs / lowest and 
most convenient desk top writing height / especially 
suitable for telephone notes / sturdy all metal construc- 
tion / black and gray baked enamel / reversible for right 
or left hand operation. 











Write for dealer discounts 


WECKESSER COMPANY 


Chicago 46, 








5703 Northwest Highway, 





Your customers will like the style, 
beauty, design and mobility of 
Shepherd Casters. They roll easily over 
carpeting and protect against surface 
wear. 

Shepherd’s new caster concept does 
away with conventional yoke and ex- 
posed axle. Totally enclosed, perma- 
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Model 111 metal tread 
retail priced from 
$7.95 in sets of 4 





Model 171 rubber 
tread retail priced 
from $8.75 in sets of 4 





U.S. Patent No. 2539108 


nently lubricated and guaranteed not 
to clog or jam. 

Build your sales volume with the 
fast turnover of Shepherd Casters. 
Available in a variety of standard 
adapters and in three decorator fin- 
ishes: antique copper, satin chrome 
and bright brass. Write or wire, today, 
for full facts on how you can qualify 
as a franchised Shepherd Caster dealer. 


SHEPHERD CASTERS, INC. 


P.0. Box 472, Benton Harbor, Michigan 
(lm Canada: Shepherd Casters Canada Ltd. Torente, Ontaris) 
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copying jam 
machines 4 


pencils 
























Help Clear up your customers’ © — —_ 
confusion about copying ~ ‘ 
machines and pencils. Some 
pencils reproduce on copies, 
some don’t. Only the Dixon 
FAX line covers them all... 
a line of reproducing and non- 
reproducing pencils for every 
copying machine made. 

It’s easy to match the right 
FAX pencil to the right 
machine because FAX pencils 
are color-coded, keyed for 
use and smartly packaged in 
the industry’s first flip-top box. 
Made in 2 blacks, 5 colors. 
Packed in dozens in half-gross 
boxes. 

Also available in counter-top 
sampler display. 





Only Dixon makes FAX 
+++ the complete line of 
11 copying pencils 


Wyatt TLL 






Write for the FAX chart 
and information on prices 


D IXO N 


Pencil Sales Division TOA-5 

THE JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City 3, New Jersey 

Dixon Pencil Co., ltd et . 


Newm k 
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Canadian News 





Our Industry Across the Border 
By Special Correspondence 


George M. Watson has been appoint vice-president and 
neral manag Esterbrook Pen Co. of Can i, Ltd Loronto 
He was formerly general sales manager, L. E. Waterman Pen 
Co., Ltd., Montreal, and in his new pi eeds R. Edward 


cepted an appointment as vice-president 


Fugler who recently a 
[ Eversharp Ltd loront Mr. Watson was 


and general mana 


born in Owen Sound, Ont educated at the University of 
Toronto 
o 

G. M. Sanborn is manager of Underw 1, Ltd.’s br in 
Halifax, N. S. Fi recently opened spacious new sales and 
sery e offi f 

— 

Elected a director and secretary of | y Continuous Forms 
Ltd., Toronto, recently was James L. Rauh. He is national a 
count sales manager of ‘gry Register Co Dayton Ohio 
Canadian subsidiary enjoyed its largest year in 1957, t an 
nual meeting was told 

se 
On the staff of Gestetner (Canada) Lt Toronto, tor 33 


] 


years, C. H. Barnes died recently during a of-Spain, 


Trinidad. For many years he was a branch manager for the com- 
pany in Toronto 
a 
Completion of a 12,600 square foot addition to its present 


plant located on the Queensway in suburban Toronto was an- 


nounced by William H. Smith, vice-president, Venus Pencil 
Co., Ltd., in Canada. Extension doubl firm’s production 
facilities. Venus recently received an award from the Province 
of Quebec Safety League for its efforts on behalf of traffic 
safety in Canada. Year ago, the firm marketed a pencil de- 
signed to tie in with school safety prograt 

Said Mr. Smitl It's a great feeling to know that y prod 
uct is planting the seeds of safety in t minds of school 


childre Nn 
a 
furnishings was demon 


New approach to 


executive type 


strated recently to architects in the Toronto area by Albert 
White Associates Toronto. At a Royal York hotel dis} lay they 
were shown the Mandarin—a unit that rests flat on the floor, 
enabling the executive to sit on the floor and work—if he 
wishes; if he doesn’t, he can add legs whi elevate the unit to 
any height requir 
a 
Appointed Maritime Provinces representative for Acco 


Canadian Co., Ltd., Toronto, is J. H. Vernon Todd. He will 
ake Halifax, N. S. his headquarters. Well-known in the area 
he has covered the territory for some eight years 


- 

A marketing researcher for Victor Adding 
Galt, Ont 
of the Galt area of the Junior Chamber of Commet 

z 

Max W. Riggenbach has been named m: 

Thomas Edison Co. of Canada, Ltd., 


Verdan Lavery was recently ted a vice-president 


vary, Alta, branch of il 

Toronto, by Kurt R. Swinton, general anager. Mr. Riggen- 
bach, born in Switzerland, came to Canada in 1951, joining 
Edison the following year. For a time he served in Toronto, 
later became service manager in Ottawa and subsequently in 


Vancouver 


* 

G. H. Sheppard, president, International Business Machines 
Ltd., Toronto, told a Canadian Club meeting in that city that 
electronics are now the first line of defense in the Canadian 
economy. Automation, through electronics, he said, is vitally 
necessary for the survival and growth of trade and co! erce 
at home and abroad. He declared we must give the scientist the 
ritical instruments he needs “to bridge t vices of knowl- 
edge and gi ffice worker an opportunity to « yp into 
something more than a human cog | syste wing 
paper 

— 


Designed to take care of the fir ent expansion pro- 
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one roof for the first time, Ditto of 

( Lt s new $750.000 head off and plant in 
Etobicoke It was 1 quired to handle 

operations of the Canadian branch. In 

Ditto four-man staft now employs about 200 

Ditto business had increased 


and business equipment showrooms are 
Winnipeg 
M Modert play units have been added to the store of 
Stationery td., Prince Albert, Sask. Now located in 

pr 1 tl town of Brampton, Ont. is the firm 


G y-Cartwright Stationers, Ltd 


. 
s 1 Toronto headquarters of Eversharp, Ltd 
March, s stock valued at $18,000, R. Edward Fugler, 
nan told police. He urged dealers being ap 
by unkr n persons offering bargain or distress 
f Eversharp pen and pencil sets and 


1 ‘ P ; ford 
i IS If) IT) 


inters to ntact their local police authorities as well as 


. 

Mills-Gurnsey, Lt Kingston, Ont., dealer, has announced 
ntment of Wilfred A. Crump as manager of the firm's 
Ss ichines and systems division. He was born in Eng 
Cat a in 1948. For a time he was associated 


Leamington, Sarnia and Kingston, Ont., with Remington 
eo 
Gordon Follett s been named factory manager of National 


Cash Reg ( of Canada, Ltd., Toronto, by George A. 
Marshall, pres t. Mr. Follett has been with NCR for 23 


° 
Jack M. Young has been appointed regional sales manager 
t [Todd Co unada, Ltd., a subsidiary of the Burroughs 


~ 


to direct Toronto branch sales opera- 
working in a liaison capacity between 
il B s offices throughout Canada. He has been 
1 sin 48, holding several important posts in field 
nt. H ; assistant manager in Chicago in 1954, 
ng full management of that branch in 1956. He became 

nanager in Toronto last January. 

s 


William Kay, general sales manager, William E. Coutts, Co., 


Lt loronto March addressed the Sales and Advertising 
Club of Guelph, Ont. Subject: merchandising and the greeting 
in y 
aa 
Evelyn Adrian, a Toronto professional model, was the unan- 
e of bers of the Stationery & Office Equip- 
Guild Club as “Miss Stationer—1958" at a recent dinner 


meeting. Runners-up in an obviously staged contest were 
Vernon Todd, Frank Dyon, Keith McDonald, Sid Dawes and 
Martin Strom, lisguise in feminine clothing. Terry Bir- 
rell is current club chairman. Guest speaker of the evening 
John Fisher, publ relations expert. He urged members to 
Canada to visitors from the U. S., other 
possible 
od 

Robert McGurk been appointed purchasing agent for 

McFarlane Son & Hodgson, (Ltd.), Montreal, while Jack Lord 


s been named to the post of assistant general manager. 
+. 
Dennison Mfg. ¢ of Canada, Ltd., Drummondville, Que 
the appointment of Owen D. Waide as resident sales- 
n n Ottawa, Ont. H formerly covered Western Ontario 


rters in London 


e 
yundry Co., Ltd., Toronto, has been ap- 
tributor in Canada for the line of automat- 
nserters tomatic collators produced by Cummington 
( Boston, M Canadian firm’s activities include sales 
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For the most important seat 
in an executive's life .. . 


SENG ACTION CONTROLS 


Executives — and indeed all office personnel 
— spend far more time in their office chairs 
than in any others. Remind your customers that 
they deserve the best — chairs with Seng Action 
Controls providing the comfort and firm sup- 
port that reduce fatigue and step up efficiency. 
The Seng line features such basic models as the 
Syncro-Tilt for executive posture chairs and the 
Style P for secretarial posture chairs, as well as 
Style V and G controls for regular tilting chairs 
with or without arms. 


Advanced engineering and design incorporate 
such features as life-time Nylon bushings and 
bearings, and easy-to-adjust height and tension 
controls. Precision workmanship assures lasting 
satisfaction, 


You'll please your cus- 
tomers and build repeat 
business by featuring 
Seng fixtures. 


Seng Syncro-Tilt Control 


The SENG Comaany 


CHICAGO AND LOS ANGELES 
General Office: 1450 N. Dayton St., Chicago 22 





K.0. 


twice 


the sales 
with 





CARTERS 


yor Yow 


Carbon Paper Ribbons 


You'll punch out twin profits with this top-selling 
Carter's combination: 






CARTER'S SUPER NYLON 


@ gives typing the 
“printed look” 

e exclusive Silver Tip for 
smudge-free fingers 





@ tough long-wearing 


fabric ——_ 


@ individually cellophane-wrapped for freshness 


CARTER'S CARBON PAPER RIBBONS 
@ precision-coated ... typing rivals printing 


e all needed weights, finishes for any electric 
typewriter 


@ famous "“Tag-along-Tip” threads itself, saves time 
@ thickness quality-controlled 


Step in the “big money” ring now 
with Carter’s Super Nylon 





ANiy 
and Carbon Paper Ribbons. ih a 
Saas . 
0 IN 2 
0 i \ 2 





a 


Since 1858 specialists in Fine products for Office, School, Home 
and Industry: Carbon Papers; Typewriter Ribbons; Adhesives; 
Stamp Pads and Inks; Duplicator Supplies; Writing, Drawing, and 
Indelible Inks; Eradicators; Artist Colors; Marking Devices and Inks. 
©THE CARTER’S INK COMPANY, CAMBRIDGE 42, MASSACHUSETTS 
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n Montreal, London, Edmonton, Winni 
Maritimes 

a 
Edward John Kastner, former general sales manager, Water 


nan Pen Co. In vho recently died in Glen Ridge, N.J. in his 


and service 


peg Vancouy 


84th year, was well known to the Canadian trade. In the early 
years of the century, he established Waterman's Canadian com- 
pany in Montreal and its factory in nearby St. Lambert, Que. 
He returned to the U. S. in 1916, retiring in 1938 

a 


Credited with over a half-century of social and commercial 


stationery merchandising in Canada, the Willson Stationery Co 
Ltd., Winnipeg, Man 
in Brandon, Man 

On hand for the opening ceremonies were 
Irvine, vic 


recently opened a new branch location 


two of the com- 
pany’s top officials, James C. president, and Lloyd 
Bruckner, secretary-treasurer. They assisted local branch man- 
ager Floyd Dubord in showing off the new premises to a crowd 
of new customers, old friends. Company was established in 1900 
by the late Harry I 
grown into the largest firm of office outfitters in Canada, oper- 
with a staff totaling more than 1,000 
_ 

General-Gilbert Corp., New York, recently appointed Resulta 
Adding Machine Co 
produces a line of adding machines. 

Tom Stiles, Costain-Stiles-Langford Ltd., London, Ont. dealer, 
vas guest speaker at recent meeting of the Stationers’ Associa- 


Willson with two employees. It has since 


ating and serving 


Toronto, as Canadian distributor. Firm 


tion of Hamilton. He detailed the importance of modern selling 
techniques. Presenting a brief report on plans for the May 25 

28 convention of the Stationery & Office Equipment Guild 
was Fred R. Smart, sec Enter 
form of slides of a trip abroad recently taken 


ot Canada, In retary-managet 
tainment took the 


by Gord. Lowe, Luckett Loose Leaf, Ltd 


oe 
Commercial Stationers Association of Toronto elected the 
following executive at their March meeting: New president, 


Norman Brown; vice-president, Duke Marnoch; secretary- 
treasurer, Al Feheley; also on directorate, George Callow, Bill 
Grand, Herbert Kent, Lloyd Holden, Ralph Roger, Ross Imrie, 


Jack Chipman, and immediate past-president, Bill O'Reilly. 


Six More Join Stationers 12:30 Club 


The ranks of the Stationers 12:30 Club of New York City 
were swelled with the addition of six new members whose 
names were announced at the March 24 meeting 

President Stanley Geismar, Joshua Meier Co., 
newcomers into the club 

The Region 13 slogan contest received a plug from Mort 
Libien, Libien Press, New York City, who asked that the mem- 
as possible Governor 
Newark, N 


welcomed the 


bers get their slogans in just as soon 
Al Pickar, Acme Stationery & Printing Co 
present 


J., was 


Hold National Tempo Sales Conference... 





These regional sales managers and nationwide Tempo repre- 
sentatives gathered recently for a sales and new products clinic 
at the Tempo headquarters and factory of the Milo Harding 
Co. in Monterey Park, Calif. The conference covered all the 
marketing facets of Temp and Geha inks, stencils, duplicators, 


accessories and supplies. 
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fabulous type cleaner.. Ww uno? 50% markup... WHY? 


dal 


disposable TYPE CLEANER 























quick, easy and safe to use 
..-no stains—no spatter 


sensational NEW disposable 
type cleaner! Cleans adding 








—no messy rags to use... 
keeps hands clean. 


machines, teletype, stamps, 
& stamp pads, too! 



































50% mark-up! FAST turn- 
over! (daily use prevents 
carbon from accumulating) 


Just pinch off small amount 
of dab... knead—then press 
against the type... 

& throw away the dirt! 





for Information write: 


DAB manufacturing company 1609 N. 14th St. St. Louis 6, Mo. 











T FOAM RUBBER 
Perfect CHAIR CUSHIONS 


7 












DeLuxe CONVERTIBLE... . Foam rubber neatly 


upholstered with a rich corduroy on one side, fibre on the other. 2" 
thickness with boxed edges. Colors: Brown, Green, Maroon, Grey. 


Sofseat STOOL CUSHION 


. TRANSFORMS HARD, UNCOMFORTABLE 
STOOLS INTO SOFT SEATS 


Made of resilient foam rubber covered with 
sturdy material. SofSeat Stool Cushion is in- 


) stantly slipped on—to 


stay until removed. 
Cloth and leatherette 
THE PERFECT RUBBER SEAT 
CUSHION CO. 


coverings. 
Colors: Brown, Green 

Stock sizes: 13", 14", 
PHILADELPHIA 35, PENNA. 


15" diameters 


Write for 
New Illustrated 
Folder Giving 

Complete 

Information 





6435 EDMUND STREET 
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. HASCO 
rorere BT sean 

OFFICE 
MACHINE 


STANDS 
RATE “FIRST CHOICE” 
e® ECONOMY ¢ STYLING 
e PERFORMANCE 
And, HASCO provides an 


office machine stand for 
every office machine need! 


PLUS ... GUARANTEED 
SATISFACTION! 













The many extra exclusive 
features make HASCO 
office stands first choice 
with office workers 
everywhere. 


HASCO’S national 
advertising . . . national 
acceptance means a 
demand in your area. 


i] BETTER ORDER 
HASCO STANDS TODAY! 


manufactured ond 
guaranteed by 


}o Var: Pan DP > CD >D = Ge OF OF 


308 So. Fourth St. «¢ 


St. Lovis 2, Missouri 


Note: Write for our new, free, full-color brochure covering the 
entire HASCO line of Office Machine Stands 





AMERICAN CHAIR COMPANY 


SHEBOYGAN WISCONSIN 
Wide assortment of chairs and occasional tables. Write for catalog. 
permanent displays: CHICAGO—Space 1650, Merchandise Mert 
NEW YORK—Decorative Arts Center, 305 East 63rd St. (9th Floor) 
MIAMI—3900 Biscayne Boulevard BOSTON-—92 Newbury Street 
SAN FRANCISCO — *558 Western Mdse. Mart, 1355 Market St. 


| 
‘ 
—4 
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HOLLAND MICHIGAN 


THE’ 400’ SERIES IVITANA 


by 
UNDER-COUNTER 


Worden of Holland CASH DRAWERS |ieeaeeaaas 


assure profit 


COMPLETE LINE y PY} ie 
4 Popular Models 


@ No stock to carry © 


— we will make 
drop shipment — in 
24 hours. 


@ Full dealer discount. 


@ Finest product of 





58 x 32 its type available. 
Model R - 1 
ipment dealer ym 

WORDEN Company offers the office equipment dealer a cor os penal Glial meen 
plete line of wood desks, tables, chairs, leather upholstered tray with lock-on lid 
chairs and suites al] manufactured with good quality as a . —— —a neta a 

; tigate the many advantages of ° se ndiana Cas rawers a A. at is necessary is to splay 
neneere. a seeee. soe a Sees y ‘ A 2 ns one. Your customers will like this high-grade product made of 
selling Worden products. A complete catalog will be furnished Indiana hardwoods — with smooth finish inside and out. Quiet 
on request. roller mechanism — warning bell that rings when drawer opens 


— high-grade disc tumbler lock. 
Write for bulletin. 


INDIANA CASH DRAWER CO. 
oan © Fam -) ©), Gay 1-3 = 


the 
WORDEN company 


meer ville, 3 Indiana 





“i COLORED RING BINDERS 


SELL ON 
SIGHT ! 


New Eye Appeal 


AQUA 

CORAL 

AVOCADO 
GREEN 

FIRE ENGINE 
RED 


OYSTER WHITE 
CHARCOAL 
GREY 


Made 
with 
Fabulous 


DURAHYDE 
Scuff-Proof Vinyl 


5S YEAR GUARANTEE AGAINST ANY DEFECT 
Styled with eye catching color. Built with vigor and strength in every stitch 
JUMBO SIZE . . . has extra large rings and tremendous capacity. Two pockets 
Zipper compartment. Identification card frame. Choice of 2 or 3 ring style 
Complete Binder line at Popular Prices .... 


$1.95, $3.95, $4.95, and $5.95 














ORTHWEST 


GOODS 


TIONAL INSTRUMENTS @ STENCILS © PROTRACTORS © OTHER DEVICES 


Quality 


Craftsmanship 





ARTFOROD (lel iNyieniyy 311 N. Desplaines St. 


P Phone 
Chicago 6, Ill. ANdover 3-4488 
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Dates to Remember 


May 25-28. N Oftice Management Ass ation annua 
Conrad Hilton Hotel, Chicago 
Mav 25-28. S & Oftice Equipment Guil ot Canad; 
ntion, Royal York Hotel and Queen 
B onto, Canada 
Machine Dealers association 


June 29-July 2. Nati lL Oftice 


4 


Hotel, Milwaukee, Wis 


September 27-October 1. National Stationery & Office Equip 


Hilton Hotel 


\ onvention, Cont! 

{ 

October 20-24 Y Business Show, New York Coliseum 

( 

October 25-28. § Annual Eastern Con rcial Stationery 

S N York le Show Building, 500 Eighth Ave., New 
City. §S Association of New York—Metropolitan 

| Ci 

October 27-28 f istern regional division of National 

Off Ma f Dealers Associaton convention, Grossinget 

( trv Cl ( r N.Y 

NSOEA Regional Dates 

R 
Hot Westw Ho, Phoenix, Ariz May 2, 3 
S \ Idaho May 8, 9 
Hotel A n Yosemite, Calif May 12, 13 
( tan Hotel, Denver, Colo May 16, 17 
AN H I Sequoyah State 
Park, \W r, Okla May 22 3 
Nip} k Manor, Genoa City, Wis May 26, 27 
Hot N Minneapolis, Minn June 2, 3 
Cav H Virginia Beach, Va June 8, 9, 10 
s ( M r, Schroon Lake, N.Y June 13, 14 
G i ( ntry Club 
Grossit N.Y June 16, 17 
I H Manchester, Vt June 23, 24 

WHOLESALE STATIONERS ASSOCIATION 
MERCHANDISING CONFERENCES 

May 5—Sou Adolphus Hotel, Dallas, Tex 

June 16—N England, Somerset Hotel, Boston, Mass 

July 9—Eastern Canadian, Royal York Hotel, Toronto. 

July 28—Mount States, Brown Palace Hotel, Denver, Colo. 

August 18—M tern (part 2), Drake Hotel, Chicago 


September 8—S rn California, Biltmore Hotel, Los Angeles 


September 13—Mid-Coast, Mark Hopkins Hotel, San Francisco 


{ 
September 15—Nort st, Olympic Hotel, Seattle, Wash. 
September 17 ’estern Canadian, The Vancouver, Vancouver 
October 17-18—M Atlantic, Pocono Manor, Pocono Moun 


I 


November 3—S 


Denkler-Plaza Hotel, Atlanta, Ga 


NOFA Dates 


May 24-29 NOFA basic management seminars; one fort 
ie f nufacturers. Kellogg Center, Michigan State 
ity, East ] ing, Mich 
October 12-16 A Management Seminar for all who 
partici] basic seminars. Kellogg Center, Michigan 
State Un tv. East Lansing, Mich 


Hugh T. Morgan to Sell Eisen Line 


Hugh T. Morgan, vufacturers’ representative of New York 


( s b by Eisen Bros. to handle its office tut 
New York City to Washington 
oC. 7 N York City representative is active in the Offu- 


known to many dealers in the eastern 
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Barkley 


FOREMOST 
in FILING 












For-the-most in filing supplies, 
investigate the wide selection 
of Barkley file guides, file folders, 
and filing supplies. You'll find 
that only Barkley has the file 
guide or folder to suit every 
filing need in any business. 


: File guides in all standard sizes 
eo \ 


and materials; over 200 
different file folders; plus report 
folders, index cards, labels and 
many more filing supplies. 


Write today to reserve 
your copy of the new Barkley 
catalog now on press. 


& e 
WV Z 
) XP 


( 3 












Serving 
Stationers 
Since 1921 


Cc. L. BARKLEY & CO. 


1220 West Van Buren Street . Illinois 


Chicago 7 
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OA REPRINTS 


The following reprints are available at §.25 each: 


15—Electric Typewriter Rental Plans and Office Machine Leas- 
ing Opportunities. 

16—Office Furniture Nears $1 Billion Status. A special analysis 
of census data by OA’s Resea Bureau 

17—Booming Potential in a New Olfice Buildings. 
Study by Ken White Associates of new office market and 
how it should be sold 


3—Dealers Are in the ‘Packaged’ Office Business. A special! 


research project determining the extent to which dealer 
are furnishing designing and decorating services 
4—Developing a Sales ges arenmeaa Program. Four down-tc 


earth articles on sales management 


5—How to Select an Office Equipment Salesman. Outstanding 
material on the selection and training of both inside and 
outside salesmen. 


6—Tested Sales Training Ideas. An excellent booklet to check 
your own sales development prog 


7—Incentives for Office Equipment Salesmen. Several studies 
of special incentives that make salesmen tick 


The following are available at $.15 each: 
13—Basic Color Guide. For dealers and salesmen selling the 
compl ste office interiors 


1—School Equipment and Supplies. Four excellent case his 
tories showing how to penetrate this big market 


2—Self-Selection. Three approaches to the problem of dis 
playing merchandise for visual selling 


14—Discount Selling Spreads Its Tentacles. 


The following booklets are available at §.50 each: 





18—Today’s Best Buy—Office Machines. An extensive study 
by OA’'s Research Bureau compar he bi i 
creases in general consumer items 
in office machine prices. Excellent 


The following booklet is available at $1.50 each: 








i?) 
5 
A 


ll—The Salt Lick. A compilation of 47 brief but intensely 
practical essays written for sa en by a _ successtul 
salesman, L. R. Addington, Vice President of Art Metal 
Construction Company 


+ 
Special prices are available upon request for quantity orders. 


+> 


Circle the number of the reprint and enclose this coupon with 
the exact amount in coins, stamps or check. 








Service Bureau, OFFICE APPLIANCES 
600 W. Jackson Blvd., Chicago 6, Illinois 


Enclosed please find $ to cover the cost of the 


booklets circled below: 


1 2 3 - 5 6 7 
iW 12 13 14 15 16 17 18 


Position 

Firm 

Address 

SSS 


O Check here for quantity prices on items circled. 


Zone State 
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Deaths 





Bernard Feldman, 


) 415 E. 52nd St New York City president of the Tab Tex 
Corp., manufacturers of filing supplies, and treasurer of Henry 
Fuchs & Son, In paperboard specialties, died recently at 
Richmond, Va., where he was on a business trip. He was 63. 

Mr. Feldman was a founder of the Forest Hills (Queens) 
Jewish Cent 

Surviving are t widow, Rose; a son, Stanley; a daughter 
Mrs. Joan Kron; two brothers, two sisters and three grand 
children 

s 


Onon E. Earnshaw, 


53, former Dayton, Ohio, resident, where he had been vice 
president and manager and buyer for the st 
for the Roth Office Equipment Co., died March 18 at Holy 
Cross Hospital, Fort Lauderdale, Fla. He had been with the 
Roth firm for 12 years, leaving Dayton five years ago. His 


widow, Mary K.; two daughters, Mrs. Donald F. Mosely and 


ationery department 


Mrs. William J. Norris, of Ft. Lauderdale brother, Howard, 
Bucyrus, Ohio; and sister, Mrs. John P. Houlihan, Girard 
Ohio, survive 

. aa 
A. J. Szafir, 
74-year-old partner in the E. Szafir & Son Co., Beaumont, Tex., 


office supply and stationery firm, died February 26, in his home 


in Beaumont. H vas a native of Galveston, Tex 


New Business Machines Corporation 
Formed on West Coast 
Wilbur Clark, hotelman and 
Corp.; Thomas W. Evans, attorney, oilman 
chairman of Great Basins Petroleum Co.; Howard J. Sherman, 
oilman, real estate developer, and pioneer executive of Phillips 
Petroleum Co.; and Wm. R. Good, Jr., president of Wolfer 
Printing Co announce the formation of Office Dynamics Corp. 
through its president, Edward A. Krupotich, formerly of Stan- 
and director and joint founder of Shalco 


president of United Hotels 
industrialist, and 


ford Research Institute 


Corp 

[The company has appointed Joseph E. Gilligan, formerly 
president of Cummington Corp., Boston, as eastern representa- 
tive. Mr. Gilligan has 25 years of business machines experience 


in missionary sales and management. 

Based on Stanford Research studies, valuable Swiss develop- 
ments were acquired for the 
all mailing operations of folding, nesting, 


application, and stacking. First of 


“Automailer,’ a new type office 
achine combining 
inserting, sealing 


a series of business machines to be released by the company, 


postage 
this product is in production at Lanston Industries, a manu- 
facturing aftiliat 

At the 


has already begun development of a new 


equest of a major banking organization, the company 
product to be an- 
nounced later this year. 

The company’s executive offices are at The Beverly Hilton, 
9876 Wilshire Blvd., Beverly Hills, Calif. Sales and service fa- 
cilities will be provided through the company’s own branch 
offices and through qualified distributorships now being organ- 


ized 


New Catalog Issued by Farnham’s 

Farnham’s Stationery & School Minneapolis, 
Minn., has issued its 1958 catalog of office supplies 
Announcement is made 
automation 


Supply Co 
equip- 
ment and furniture also of a new serv- 
s, business forms for office 
w to the firm, in opera- 


ice to custome! 


The business forms’ division is ne 


tion for more than 65 years and maintaining seven complete 
design 


furniture, office 


school and church 


departments—office supplies, office 
business 


furniture ar 


service, machines, upplies, school 


public seating 
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- “RIP-PROOF” 
INS | INDEX SHEETS 








Binding Edges Reinforced With 
Dupont's MYLAR*, The Tough- 
est of Plastic Films! 

@ Prevents The Holes From 
Wearing, Tearing, Ripping, 
Pulling Through! 

@ Assures Triple Life 

@ Is Thinner Than Cloth or 
Metal Reinforcement 

e@ Yet, Rip-Proof Indexes Cost 














Fe Ff a t } No More! 
/ 
/ oat a aie —™ < 
, ON. 
a 


ef Fe | 
: . xt ~ 
—_ lebea) ~ 
L TE | es 


TESTS PROVE 2 TO 5 TIMES MORE STRENGTH In 5026 tests made, the 
old fashioned style of Index, with reinforcement of paper, metal or 
cloth, pulled through the rings at 6 to 14 Ibs. pressure whereas, RIP- 
PROOF Indexes required 28 to 34 Ibs. 


FREE: Write Dept. OA For FREE SAMPLES, 
PRICES And Test For Yourself! 











426 S. Clinton Street, Chicoao 7, Ill. 
Plants in Chicago, New York, California. 














Large Variety of Sizes and Styles. 


Noesting considers QUALITY 


is of first importance. 





NOESTING PIN TICKET CO., INC. 
728 E. 136th Street, New York, N. Y. 
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ROBERTS for SALEABILITY 


MODEL 95 
A highly saleable combination 
rugged construction and great 
fle xibility. Ha c ry meant 
consecutive Jur ate, triplicate 
quadruplicate and repeat, con 
trolled by a dial which locks in 
position. Smooth balanced action 
ch ce f 6 tT 1] wheels: we ahs 
20 oz. One of a full line of fam 
& pert noer ng m sch nes. 
MODEL 99 





Most versatile of all numbering 
machines. You dial the action 
wanted (up to 13) on outer cir 
cle. Inner circle tells number of 
impressions run off. Also regular 
repeat, consecutive and dupli 
cate; 6 to I! wheels; weighs 20 

Write Roberts Numbering 
Machine Division, Heller Roberts 
Mfg. Corp., 700 Jamaica Ave., 
Brooklyn 8, N.Y. 














A proven way 
$ to accumulate 


$ money 


























STEEDS S<rRONG 
COIN HANDLING SUPPLIES 


Sold exclusively through Stationers and 
Office Supply Dealers for over 40 years 


COIN HANDLING ACCESSORIES 
Seal Presses * Legal Seals * Downey Change Trays 
Teller’s Moisteners * Currency Racks * Manual Coin 
Counters * Packaging Trays * Linen Shipping Tags 
Steel-Strong Coin Trays & Lift Pans 


COIN WRAPPERS 


Old Style * Rainbow * Aut tic * Duzitall 
Kwartet * Tubular * Gunshe 





BILL STRAPS 
Federal * Colored * Banding 
o 
Write for information! 


THE C. L. DOWNEY CO. HANNIBAL, MO. 
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ARD LECTERNS & COSTUMERS 


FOLDING LECTERN 


Beautiful crafted, low 
priced. Folds to 2” thick 
for carrying, storage; 
15” high set up, 12”x 
18” top. Natural birch. 
Your decal applied free 
if furnished with order. 


No. LW-F2, list $30.00 


No. LW-F3, 161/2” 
wide, 14”x191/2” 
i ae $34.00 





COSTUMERS 

















No. 14CB illust. Revolving 
pedestal style witt triple 


bend hooks, 12” polished 
wheel, 158” tubular chrome 
column, 25-lb. black crack 
le finish base $31.90 


No. 14BB, black ysta 
line wheel and base $30.90 





TABLE & FLOOR No. 14CC, polished wheel 
MODEL LECTERNS chrome _ shaft and ase 
ei 90 


No. LW-1 pictured. Hard- 
wood base and standards, 
natural wood top, front 
panel for decal. Base 
15”x21”, top 16”x22”, 
19” high at front, 12” 
at rear. List ...$45.00 Usual maximum deale 

Also furnished with counts. Send for Catalog 
genuine Formica’ top showing more than 77 
Other models available. profit makers for dealers 
Write. Prompt shipment 


We Sell Thru 
Dealers Only 


EVANSVILLE, INDIANA 
















Serves as a baby-sitter, 
picks up baby’s slightest 
whimper, lets mom relax 
elsewhere. 











Ideal for inter-office con- 
versations, relieves 
phones for external 
calls. Remotes can be 
closed for privacy but 
still receive calls. 





2 Station master and remote 





Futura styling, economically 
ed. Solderless installation in a jiffy 
by anyone. Saves time, saves “leg: 

rightens everybody's day! Add 
te anytime. Write for details 
ft. wire list $29.95 

list $12.50 


Lat Va Lo), Be 2 tend ilemicie han). [on 
Brooklyn 8, N. Y 





For busy stores, stock 
rooms, factories .. . re- 
motes Can answer Calls 
from a distance without 
operating switch. 





98 Berriman 


e Rad 

















* SELL THE Best -SELL MOORE 
~ (Map Companies do- EXCLUSIVELY) 
—~MOORE METLHEDS ARE 
~ Nationally Advertised 


, \ 
\ 
Makers of famous MOORE Picture Hangers & Push-Pins 


MOORE PUSH-PIN CO. Since /900 


113-25 BERKLEY ST. PHILADELPHIA 44, PA 





TOP BUYS IN STORAGE EQUIPMENT 
Complete line of metal specialties 


CHAIRS ® SHELVING © BENCH LEGS * DRAWER CABINETS 





ce | 


—ee of fair dealing 





Dealers write for our latest catalog & prices 
341 West 38th Street 
New York, N. Y. 


METAL PRODUCTS INCORPORATED BRyant 9-8771 
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Patents 


(Copies of patents can be obtained from the Commis- 
sioner of Patents, Washington, D. C., for 25 cents each. 
Stamps and personal checks are not accepted.) 


Granted March 4, 1958 


825,280. Ad ng Machine Master. Samuel G. Jack bbock, Tex 





825,394. Chair -B ack Mounting. Bertis F. Hamilton, Columbus, Ind.; Wi 
tor ex f aid Bertis F Hamilton, deceased, assignor to Hamiltor 
2,825,403. Strip S evering Mechaniom John T. Davidson d Percy G. Stims 
t ard Reaister ( [ yh 


2,825 445 Storage Device for. “the Control Bars of Business Machines. David 


825 450. Sef parable ‘Cartridge for an Inked Arcang Ribbon. Harry Long Lan 
j ynor to Royal f New York, N. Y. 


: 825, 481. W re Basket Construct ion. Clarence 3lenny, Rockford, Ill., assig 
} > hs 
2,825 503. Comt yn Tabulati ng and Card Punching Machine Hunter E. Hooe, | 
) i e gnments to Roya e Corp 
25,559. Feeding Device for High: ‘Speed Printers. Jot T Davidson, Daytor 
} l jar t Dayton, Oh 


Particularly Punched- 
to Anker-Werke Ak | 


eee for “Accounting Machines 
Germany, assig 


2,825,561. Record Feeder 
Card Machines + h Bielefe d, 


2,825,61 F Cabinet Construction. Samuel P. Card anton, Ohio, assignor 


825,616. Automatic Filing Cabinet. Frank E. Cole, Jr., Manchester by the Sea 


r M 


2,825,620. Line Space “Memory and Counter for ‘Electric Typewriter. A bert F 
y t A derson, Deerfield, | assignors to Panellit, Ir 


Granted March |!, 1958 


826,125. Apparatus for Notching the Edges of Addressograph Plates. Leo F 
826,140. Inking Ribbon Means for Checkwriter. Hubert ger, Maywood, | 
r Tt Chicag 
2,826,141. Sheet Feed Control Means for Rot ary Hectogr raph c Copying Ma- 
nes. Roland ' ngland, assignor to Block erson, Ltd., Lor 


Cyl nder for Duplicating Machines. Herbert F. Bruns, Chi- 
Chicago, Ill 

Oskar ssweiler and Manfred Gossweiler, Nie 
Germany. 


2 826,142. Adjustable 


826,173. Lead Change Pencil. 
snors to Adolp % Waldman Pforzhein 


2,826,174. Replace ab e Cartridge Type Fountain Pen Henry E Morse and Noral 
N MH 1, I apphire Product Holland, Mich 
2,826,175. Finger-Movement- ‘Writing Instrument. Frank 0 Ce mnell, Girard 
™ 
6,203. Corresp ndence bee Mechanism. Frank i Wassell, Westport | 
rt Vassell, Westport, Cor | 
6,362. | unter Selecti ng Means Ott » Max Philipp, Augsburg, Germany 


Granted March !8, 1958 

2,826,858. Adjusting Mechanism for a a Stand. W ur mpkins, St. Louis 
A ynor t ff Lou 
826,987. Pocket 


2 Check Writer. Joseph ‘A. Eckhoff, Flushing, N. Y 
2,827,018. Per Henry Tweeten and w am H. Sheffer, Chicago, II! 
2,é Heater. Ra Iph Corvino, Ct W. Pedersen, and William 


27,144. Typewrit 
h > Vari ler 


Feeding eens a an Accounting Mac hine 


N 


> 827 145. Paper Walter A. Ander 


Tr r t nderw i Corp f N. Y 

2,827,146. Form Handling Means for Business ‘Machi nes. Fred Becker, Queer 
oe N.Y nderwood Corp., New York 
827,147. Typewriter and the like with Elongated Platen Carriage. Ralph & 
ry, R ” to Underwood Co New York, N. Y 
27,230. Ten Key carly ‘oan and Index Ret ention Mechanism. Walter A 
T f r to Underwood Corp., New York, N. Y 

327,231. Seque al Ins pecti on Means for a Preset Sample. William L. Tar 

r to nderwood Corp New rk. N.Y 


Sheet Feeding ~— Charles W. Geisler, Flushing, N. Y., assigr 
odine ‘Mechanism. David W. Reed Endicott, N. Y., a 
it Machines Corp., New York, N. Y 
827,290. Vacuum Feed Frederick A. Dixon and W am M 
} t A rp., New York, N 
Pa aper Cross- Feed for Autographic Reg sters. 
f E fen and F. B esback 


2,827,289. Paper Fe 
Anderson, Athens 


Aloysius Becker 


827,310. Carbon 
ton } Hamilton, Ohic 


and Cor yntre iting ee for Desk Drawers and the like 


N assignor to Yawman and Erbe Mfg. C 
2 827.354. Cabinet for Rotary File. Frank Lloyd Wasse d ge W. Wassel 
estp raene Par Wassell. Westport, Conn 
2,827,355. Adjustable Heads for a Magnetic racers Drum amuel Lubkin, Bay 
: 1¢ | c t Forest Hill N , 4 t Underwood Corp 
Granted March 25, 1958 
2,827,879 ned Pen and Penholder Desk Set. Anthony G. Rosa, Lyndhurst 


yening Construction for Window Envelo opes. Vincent E. Hey | 


r to United States Envelope pringfield, Ma 


2,828,065. Qu 


> 298 17 Filir hinet n D. Jot r oper 


| G/W Expert Participates in Filing Clinic 


Mrs. Norma Hinds, systems consultant of The Globe-Wer- 


icke ¢ " panel member of the University of Georgia's 
S Institut City Clerks and Municipal Finance Officers 
| Athens, Ga., March 16-18. 

) Mrs. Hi ipated in sessions on filing systems covering 
. pin Ss rds such as contracts and deeds to city prop- 
: nd in Kit these hies. 

' 
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Other Products 
by Maple Leaf 


Nothing pleases customers more than 
a quality product ...and nothing 


brings them back faster to buy where * WIRE BOUND 


they know they get the best value MEMO BOOKS 
for their money. * SKETCH BOOKS 
Maple Leaf Stenographic Note Books redeninieaen 
PAPER 


provide everything a good 


stenographer could ask for: a rigid, * INDEX CARDS 


golden-kraft cover, rubber edged * BIOLOGY 
to eliminate slipping on desk tops; ot 
spiral wire binding for quick, * TABLETS 

easy page turning and to provide flat * THEME PADS 


surfaces for writing; high quality 
paper, ideal for pen or pencil, white 
or green tint; choice of ruling patterns: 
Gregg, Pitman, or All-purpose; 

and a full sheet count of 60, 70 or 80. 


* MUSIC BOOKS 
* COMPOSITION 
BOOKS 


* FILLERS 
* TYPING PADS 


Paper quality, substance and sheet counts fully guaranteed. 
You Can Buy Cheaper — But You Can’t Buy Better! 


MAPLE LEAF 
Manufackuring Co., Inc: 


EMPIRE STATE BUILDING, NEW YORK 1, NEW YORK 
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COPIES 
ANYTHING! 


... typed, written 
or drawn 





PHOTO MASTER 
. other models as 
low as $89.50 





*% The ultimate in simplicity of operation 


% Compact design — Just 23" wide, 13" deep, 
and only 6" high. Approximate weight, 20 
pounds. 


* Sturdy, durable plastic construction. 


CHECK THESE ADVANTAGES: 





No special installation or 
Comes ready to use 


venient electric out! 


or running water... J De . o- « Sat 
Reproducti n f anytt na printed 

made in seconds . . . Cos 
ard r special paper r card 


or transparent, black and 


or tw ded, wit 
type f ink S 
operation. 

















Dealer territories are now being allotted for this 
easy-handling, efficient, time-saving office machine. 


Write today for full details. 


FORMFOTO MANUFACTURING CO. 


3713 Milwaukee Avenue _ Chicago 41, Illinois 


Title 








Firm Name 





Address 





City Zone __ State 
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W. W. Pennels . . . at left, receives an inscribed silver tray 
from H. Carl Davis, Royal McBee marketing vice-president. 
Occasion marked Mr. Pennel’s 30th year with firm. 


Honor W. W. Pennels for 30 Years 
Service with Royal McBee Corp. 


W. W. Pennels, vice-president of Royal McBee Corporation, 
was honored recently by colleagues at a dinner marking his 
30th anniversary with the company. 

Mr. Pennels is in charge of Royal office typewriter sales 
and service for the business machines company. He joined the 
firm as a salesman in Detroit on March 6, 1928. A native of 
Kalamazoo, Mich., he had attended Kalamazoo College. 

He served successively as manager in South Bend, Ind.; 
Port Chester, N. Y.; Albany, N. Y., and Chicago, and became 
manager of sales training for the company in 1954. 

After advancing to sales administration manager, he was 
named sales manager in 1955 and was elected vice-president 
in 1956. 

He is a member of the Sales Executive Club in New York 
City and White Plains, N. Y., having previously been active 
in the organizations for more than two decades in Rochester, 
Chicago, and Albany. 

[he anniversary event was held at the Greenwich Country 
Club in Greenwich, Conn. 


H-O-N Introduces New Products. . . 





Two new product lines were presented, and discussions held 
on improving sales techniques at the recent annual sales meet- 
ing conducted by the H-O-N Co. Salesmen and manufacturers’ 
representatives present at the three-day session included (left 
to right): C. F. Green, Decatur, Ga.; Dick Honeyager, Dela- 
van, Wis.; John Hahn, Muscatine; R. M. Cleary, Highland 
Park, IIl.; Bob Goss, Philadelphia; E. M. Stewart, Dallas; Sam 
Newman, New York City; Jerry Boulund, Muscatine; C. M 
Stanley, H-O-N president and general manager; Bob Marshall, 
Mission, Kans.; and Bill Duval, H-O-N sales manager. New 
products presented at the meeting included a complete line 
of hinged-lid steel card files and a low-cost 26% inch deep 
suspension file available in 2-3-4 and 5-drawer models. Similar 
sales meetings were held in March for sales personnel of 
Wholesale Office Equipment Co., who represent H-O-N in the 
West Coast and Rocky Mountain states. 
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NEW Phone Amplifier 
Frees BOTH Hands! 





Tel-O-Master 


New Improved Model 


@ Amplifies INCOMING Mes- @ Completely PORTABLE 
age for individual or @ NO INSTALLATION re- 
group use quired 


Transistorized Tel-O-Master picks up voice from phone 
receiver and amplifies it for easy reception anywhere 
in the office. Ideal for conferences. Operates on long- 
life battery. Handsome hammertone finish. Fully Guar- 
anteed. Only $49.50. Immediate delivery. 

Dealerships available now. 


7 
Fisher Research Laboratory, Inc. 


Dept. OA-1, Palo Alto, Calif. 
Electronic Instruments Since 1932 














THE FINEST NAME IN 


AND BULLETIN BOARDS 











Framed in wood or aluminum, there’s a size and 
style for every use—school, office, store, industrial 
or home. Chalkboards are in See-GREEN or black; 
cork bulletin boards in tan. All Rowles bulletin 
boards and chalkboards have brand acceptance, and 
are priced right for quick turnover. Sell the line that 
sells itself—sell Rowles! 

Many other styles available including boards with 
easels and floor stands. 

Get the facts—Write today for Dealer Catalog! 


E.W.A. ROWLES CoO. 


MANUFACTURERS OF SCHOOL EQUIPMENT 
| 16 N. Hickory St. / Arlington Heights, Ill, 
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ffer ROWLES 


»WALL HANGING CHALKBOARDS 
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if he has an office... 





oe 

1000 SERIES 

Handsome . . . flexible . . . sectional 
. modern-minded — that’s 

the exciting new concept design 

group of Hale bookcases. 


In genuine walnut with dark, light 

or oil hand-rubbed finishes and with 
colored interiors, Hale cases assure 
perfect matches now or in the future. 
Write for free catalog. 





Illustrated is the two- 
section 1007 case—ideal 
for a desk companion. 
Sections can be stacked 
or placed end-to-end or 
back-to-back. With 
receding, sliding or 
INDUSTRIES, INC. ty eae NEW. YORK "shoji’’ doors. 


DIVISION OF F.«£ Kale, MANUFACTURING CO 


YOU CAN’T AFFORD TO OVERLOOK BOOKCASE PROFITS... 
TRADITIONAL, CONTEMPORARY OR MODERN ...HALE HAS IT! 
SRG US IE SOR Tk IUPAC E LE OLE TA AOD 


ATTENTION 


OFFICE SUPPLY DEALERS 





These Michaels products are always in demand, and 
it’s profitable business, too. 

Cast Bronze and Aluminum desk and door plates; 
name plates and plaques of every description; metal 
letters; ““Time-Tight” display cases in many styles, 
standard units or custom-built. 

All Michaels products are well-known for their 
exceptionally high quality. Write for literature, and put 
yourself in a position to get your share of this profit. 
able business. 











THE MICHAELS ART BRONZE CO., Inc. 


P.O. Box 668-OA Covington, Kentucky 
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announcing the n-e-w 
® 


CENTER LINE WRITING 


SATELLITE 


PEGBOARD SYSTEM 
FOR PAYROLLS 


a truly “One Write” 
system designed to 
handle payrolls with 
speed and accuracy. 








Fastest payroll system 
yet devised . . . for 
large or small payrolls 

. one of 22 Multi- 
Rite "One Write" peg- 
board accounting sys- 
tems. 


Limited number of territories still open for profitable 
Multi-Rite dealerships. Write today for complete details. 
Your inquiry also brings you the new Multi-Rite Catalog 
—44 page handbook on pegboard and strip accounting. 


1 i\- an On -) |) 7-1 OP 


44-07 21st Street Long Island City 1, N.Y 











DEALERS . . . AN OPPORTUNITY TO 

STOCK THE FINEST OFFICE FLOOR MAT 
EVER MADE! THIS IS AN ITEM YOU'LL 
ar TO HANDLE . . . BE PROUD TO 





uw CRYSTO-MAT 
NEW = 

Finer than anything you've ever seen to combat the an- 
noyance of office chair movement on luxurious office carpet- 
ing. Crystal-clear '/4" transparent aircraft plastic allows full 
blending of carpet color. No more unsightly “blobs” in 
the middle of wall to wall carpeting. 

Extra-hard long wear surface. Impervious to alcohol and 
other discoloring agents. Attractive and decorative. Neat, 
beveled edges slope gently to rug surface, removing the 
"ledge" effect of other type mats. Comes in three sizes for 
any type office. 

Dealers, this mat is of absolutely top quality. You can 
sell it with assurance and pride. Crysto-Mat is fast becom- 
ing a much-wanted office item. It will move fast and bring 
you steady profits! 

For Full Sales and Profit Particulars Write: 


CRYSTO-MAT CO. 


(Aluminum Marine Hardware Co., Inc.) 


211 NORTH ST. AUBURN, NEW YORK 
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Easy sales in numbers 






















A sales “‘natural’’ when- 
ever large figures and easy 
readability are called for. 
This popular machine 
gives customers easy-to- 
read numbers on time 
cards, file folders, records 

. and gives you quick, 
profitable sales! —_— 

_ 


oar A. =FORCE & CO., rete 


s NEW YORK e« e SAN. FRANCISC e MONTREAL 


MOHAUK 


Quality Papers at 
Competitive Prices! 


The Stationer’s Complete Line 





* Scratch Pads 

* Ruled Pads 

* Legal Pads 

* Add Rolls 

* Steno Books 

* Mimeo Bond 

* Duplicator Bond 
* Typewriter Bond 
* Second Sheets 

* School Supplies 


Special Quotations on 
Board of Education 
Requirements. 

Send for Price List Today! 


MOHAWK TABLET COMPANY 
Main Office—1703 East End Ave., Chicago Heights, Ill. 
Branches—3200 Main Street, Dallas, Tex. 

1647 Blake St., Denver, Colo. 
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Financial Notes 


National Cash Register Co. Sales 


=n 
Move Up 12% Over 1956 
S I { nada > [ l S i \ ynal ( 
( } ) high of S848 ti 
\ ove NCR's 195 
Stanley ¢ Allyn n of the b 
nings were du greater research 
1- ng ires during 1957, Mr. Allyn told the 
[ olders. He said tl expenditures 
y $8.483.000 1n 1956 to $13 50.000 in 1957 
pe olume achieved in 19 represented an 
e $4 8,000 over the company 156 world-wide 
‘a $34 j It was the third su year in which 
e tot NCR tablished a new record, with domestic vol 
ls p 59 foreign sales rising 10% 
A, 
“ c 
Dennison Issues 1957 Report 
Denn Manut turing Co reported rnings of $2,103 
1 with $2,817,000 t year previous 
) S 542,810,000 in 19 $40,992,000 in 
4 I nif in addition to reflecting the influence of a 
vere adversely affected by higher wages 
s and services pt which, undet 
nditions, could not be fully recovered 
P ing prices 
( aling $1.90 } sl paid on the 
equaling the rate pai previous yeatr 
ends paid on the debenture stock, a total 
$1,424,0 isbursed to shareholders 1957. There 
Lit 10 for reinvestment in the business,” said 
1S. Keir n of the board 
> 
y ° 
«a 
4 Royal McBee Declares Dividend 
. 4 f 15 cents per share on tl ommon stock 
y Royal McB ( rt was declared atart ting of the board 
tor ‘ M ’ } a 


clared the following re 


quarterly diy 


S | preferred stock for t current quarter 
ending April 30, 1958: $1.1214 on the 
S a. & 5 on the 5% Series B; $1.3714 on the 
Se! ‘ ‘ on the 6% Series D 

paid per share of common stock by Royal 

Mcl in t is fiscal quarter was 35 cents 
In reportit t action of the board, Chairman Allan A 
Ryan not t “Royal McBee, in company ith many othe! 
sSses perienced a downward trend earnings. The 


} 


ken today by our board brings total divi 
in the current fiscal year, which ends 
S nts per share on tl mmon stock 
preferred dividends are payable on April 
lers of record on Ma 31, 1958 


Dictaphone '57 Sales Hit All-Time High 


Dictay 1e Corp. and its subsidiary, Dictaphone Corp., Ltd 
ord in 1957, the successive yea! 


in in total net sales, according to C. K. 


W oodbridge, in of the board and chief ecutive office 
S f chines, service and a ssories, includ 
ts billed, totaled $36,033,039, compared to 

850 Net earnings were §$ 14.690, or $4.38 a 

igainst $2,760,431, or $4.75 a share, in 195¢ 


and operating expens (including depré 
¢ 1) totaled $31,067,084, whereas in 1956 it 


i 
S 124 3 (including depreciati $408,931) 
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, chairman of e boat iking publi 
report to sharehol that net in 
S1s ) 100 ympar t $18,420,000 for 
on 
sed eat } ' 


ADDING 
MACHINE 


The 
Smallest Adding Machine 
in the World 


“Engineered to last a lifetime!” 


SWIFT BUSINESS MACHINES CORP. 


Great Barrington, Mass. 


GUARANTEED 
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NEW! BIGGEST 








PROFIT MAKER 


IN THE INCOMPARABLE BANDES 
NEW STEEL CARD CABINETS .. . 


with quality features that sell them 


on sight. 10 sizes, 3 beautiful colors. 





Check these unusual features ... 


© IMPROVED BEAUTIFUL DESIGN 


© FULL PIANO HINGE — _ internally 
welded — no rattles in cover. 

@ FULLY BEVELLED TOP EDGE 

@® DEEPER SEAT — cover cannot ride over 


bottom. 
®@ SOFT, GRACEFUL APPEARANCE 


The 3” x 5” steel boxes are available in 4 depths. The 8” and 
13” units are equipped with spring action, positive locking 
compressors . . . and with cover checks to keep covers from 
falling back. 

NOW AVAILABLE FOR THE FIRST TIME IN THE NEW SPRUCE 
GREEN (MIST) AND SANDALWOOD FINISH . . . to blend with 
the new tan and desert sage furniture and mist. Also avail- 
able in the new office grey. Prompt deliveries. 

BANDES OFFERS THE BEST AND MOST MODERN PRODUCT ON 
THE MARKET TODAY ... Check now on your own requirements. 


Complete brochure and price list available. 


Desk and Office Accessories of Quality. 


JULIUS BANDES & CO., INC. 


171 Hillside Avenue, Williston Park, L.I., N.Y. 
Telephone PRimrose 5-4800 and Ploneer 6-1779 
|e © F&F FF FF FF FF FF Ff Fh UeTLCUGF 
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industry Awards 


Salesman Award Presented to 
Henry Gripekoven... 





Henry Gripekoven (right) of VISIrecord, Inc., receives the 
Distinguished Salesman Award of the Sales Executive Club of 
New York City from former Postmaster General James A. 
Farley at a banquet at the Waldorf-Astoria Hotel. Sales Execu- 
tive Club president John W. Hubbell looks on. Gripekoven, 
whose sales territory is New York City, recently was honored 
by VISIrecord as its outstanding salesman of the year 
rs 


Smith-Corona Portable Wins Award... 





The recently-introduced Smith-Corona electric portable model 
5TE is a winner of a 1958 National Industrial Design Award 
Here, Floyd F. Chalmers (right), president of MacLean- 
Hunter Publishing Co., presents the award certificate to W. R. 
Woodrow, president of Smith-Corona (Canada), Ltd., at the 
recent award ceremonies in Ottawa, Canada 


Sentry Safes Get Underwriters’ C Label 


John D. Brush & Co., Inc., Rochester, N. Y., announces the 
granting of the Underwriters’ C Label its entire line of 
single-compartment Sentry floor safes. The Class C label in- 
dicates that the safes are able to withstand a one hour 1700 
F. fire test, a 2000° F. explosion hazard test, and a 30 foot drop 
test 

The complete Sentry line includes a number of basic models 
and variations. 
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LOOKING 
A FOR THE 
BEST? eee 


i : You'll find... 

: °; “THE 

/ CROWN LINE” 
OF DATERS 
CLINCHES THE 
EXTRA SALES! 
guaranteed to 
outlast any 
competitively 

priced stamps 

on the market. 





a 
f 







an 
~¢ {heart 
Lee ah otab 

4e 


\ 


Send fo? . 


informat 


mn 
on ou? 

, 
complete line 


today! 





R. A. STEWART AND COMPANY, INC. 


80 Duane Street - New York 7, New York 





ADDRESS-A-MATIC 


ADDRESSING MACHINES 
now available to DEALERS 


MODEL 
805 


165° 
F.O.B. 
Dallas, 
Texas 
Liberal 
dealer 

discount 








Combines the principles of the modern print- 
ing press with the simplicity and economy of 
a stencil addresser. 


All you want in a low Complete List 
cost ADDRESSING MACHINE of supplies... 


you want simplicity 


you want economy . Stencil address plate 


! 
e you want clean 2. Ink 
trouble-free per- 3. Cabinets and trays 
formance | 4. Electric stencil cutters 
you want portability | 5. Cutting attachment 





you want versatility for any typewriter 





For full details on how to obtain an EXCLUSIVE DEALER 
FRANCHISE in your area write today 
to 


Address-A-Matic Co., Inc. 
1410 S. Harwood DALLAS, TEXAS 
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Why do SMOKADORS continue to 
OUTSELL all in their price class? 
Nos. 7, 7-C, 7-B have Mason 
Glass Jar Receptacle; whereas in 
Nos. 1, 1-C & 9-H the Bowl is the 
Receptacle. 


(—_ x) Cannot Tip Over & Spill 


* 
Rag a 





Smoketight. 
Easy to Clean. 
No Odor. /% \ 


“eee ewes eee eee 
/ 





aw le Te ee ee meee eee e rey 


Pictures & Prices of 101 
Products mailed on request 








SMOKADOR MFG. CO., INC., Bloomfield, N. J. 
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Itiple Ti 
Double Tier ne et 


Modern-Flow Lockers with their “years 
ahead” styling and construction make 
them your best buy by far. You'll find 
that they have an extra rugged pilfer- 
proof construction .. . are completely 
free of unsightly nuts and bolts . 

and assemble six times faster than con- 
ventional lockers. You owe it to your- 
self to compare them feature-for-fea- 
ture with any other locker at any price. 





610 Prairie Avenue, Aurora, Illinois 





Manufacturer of World’s Finest Steel Shelving . . . Ports Bins . ~. 
Drawer Units . . . Lockers .. . Carts . . . Work Benches. 
ca ee ee 
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USEFUL DECORATION . . 


* _ Maps 


FOR DISTINCTIVE, 
Hammond 


standard Editl 


* World ¢ United States 
* North America «¢ Asia 
* South America * Europe 
* Canada « Africa 
¢ Australia & Pacific 


A complete series of attractive, 
authentic maps in exciting color— 
covering the world and 10 major 
geographic sub-divisions. Popular 
50” x 33” wall-size is perfect for 
decorating office, den, playroom, 
etc. Each map folded and inserted 
in a colorful 9 x 12” booklet — 
a combination selling jacket and 
stocking aid. At only $1.00 each, 
these fine maps are extremely 
popular sellers. 





HAMMOND'’s 


NTERNATIONA MAP 


f the 
WORLD 


The World's Most 
AUTHORITATIVE 


Map Series 

















FREE — handsome, versatile display 
rack for eye-catching presentation of 
maps and atlases. Write for details. 


Why not investigate the meny 
opportunities offered you by the 
extensive line of Hammond maps, 
atlases and globes. Call or write 
today for your copy of the latest 


Cc. S. Hammond catalog. 








Maplewood 
New Jersey 


> Haun & C0. 


ANOTHER 
OF 


Rest 
Collers’ 


y MODEL F-C 601-F 


Fa THE FRITZ-CROSS COMPANY 300 £ FOURTH ST. ST.PAUL 1, MINN 
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Carefully balanced palm-fit for effortless erasing. Quiet, 
efficient, trouble-free 115V, 60C a-c electri motor. 
Highly dependable . thousands in use. A good-profit 
good-selling item for you. Accepted by Underwriters 








Amfi, 
a ae Fasteng * or 

é re 

on tents fir Pa te ee 
- — —_Place 





Way) automatic electric eraser 






3 


a a ea Mi 
Get your share of the profitable electric eraser business. Sell the 
fully automatic Barber-Colman electric eraser with exclusive 
self-starting feature. Just pick it up and start erasing. Quickly, 
smoothly erases pencil, ink, type . . . fine lines or solid blocks 
A valuable timesaver needed by engineer-draftsmen 
architects, artists, business offices, schools, studios 





Write now for prices and descriptive foldes 


6arber-Colman Company 


Dept. E, 1244 Rock St., ROCKFORD, ILL. 
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Japanese Safe Manufacturer Visits U.S. Firm... 





ring-Hall-Marvin Safe Co., Hamilton, Ohio, was host re- 
to S$ hi Kumahira, president of Kumahira Safe Co., 


Hiroshima, Japan’s largest manufacturer of safes and 
equipment. Visiting with Mr. Kumahira was his in 
t Thomas Y. Arai of Washington, D. C. Left to right 
T. Lawrence, director of marketing; Earl V. Flaherty, gen- 


r; Mr. Kumahira; Mr. Arai; Harvey L 


jent 


in charge of manufacturing; George 


Oscar Davis and Sons 
Purchase The Review Co. 
K ( f Savannah, Ga., founded in 1919 by the 
Thomas W. Gamble, has been purchased by Oscar Davis 
James Lee Davis and Thomas W. Davis, it was 


O f to publish the Weekly Naval Stores Re- 


since expanded into one of the largest 
niture distributors in the area. 
D oined the firm in 1937 and was named man 


pply department in 1940, general manager 
t 1 1953 


Oscar Davis tive of Raleigh, N. C. His sons James and 


s of Savannah High School. Thomas is 
ss administration school of Armstrong 
] ttends the University of Georgia 


Eaton Retains Ken White Associates 


Eat r Corp has retaine 1 Ken WX hite Associates 
| undertake extensive studies of the com 
S pack progran 
A rding L. G. Morris, Eaton sales manager, the Ken 
t a continuing re-evaluation of Eaton's 
light of changin arketing condi 
M M [he tremendous advances in retailing 
ilarly self service that are prevalent 


market outlets for business and social 

perative that manufacturers keep a con 

tiveness of their merchandising materi 

We f t t iddition of outside professional design 
luable asset in maintaining Eaton’s long 


yn in the stationery field 


Tupelo Firm Enlarges Quarters 





a; ae a [Typewriter Co., has opened for business it its 
rs at the corner of S. Spring and Maga 
S M 
Guest Book 
Nevin J. Rodes, a marketing counselor of Louisville, Ohio, 
1 OF! A \NCES with a call at its offices on March 11 
of his recent travels had been in the 
proposes to produce a line of acces- 
ind starting with an attractive line of 
R s, in the midst of an intensive bit of 
several important firms in Chicago and 
line t in epresentatives 
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TOS: 
Tite 


Aurora Steel 
Products Company 


ie 


Cases 


Just the thing for busy 
executives, sales offices, pur- 
chasing departments, secre 


DESK-HI taries, etc . Qui ckly relger 


vides needed shelf space 
ei Fe 12” x 301A", alongside the desk, under 


ot aa sliding | windows or as counter-hi 


glass doors. room dividers. 
















THE AURORA STEEL 
PRODUCTS LINE 


of bookcases which of- 
fers you unlimited sales 
opportunities. 
@ MODERN DESIGN COUNTER-HI 
double wall construc 
tion, rounded cor- Size 36” x 12” x 42”, two adjust- 
able + with or without sliding 
glass doors. (Model shown without 
glass doors.) 


ners, flush sides [no 
unsightly shelf sup 
ports to snag books, 
etc.) . 
EASY TO ASSEMBLE OTHER Quality PRODUCTS 
ATTRACTIVELY y—- , —_ 
PRICED aT Me ih 
ole] Rol Se — Sh 
STANDARDS .. . =e — an 
Other colors on 4 
request. 


ALSO, Book Racks * Box Lockers | 
* Space Saver c 
¢ Basket Racks I" 





WRITE TODAY 


FOR COMPLETE 
DEALER INFORMATION 


STEEL 
PRODUCTS 


Established 


/ 153 THIRD ST 


ewan AURORA ¢ 














wedded 
for turnover and 
profit! 





NEW BATES “DIRECTOR” 
in matching telenhone colors 
“RED HOT” in sales and popularity! 


Sparked by the dominant four-color advertising in Better 
Homes & Gardens, sales of the Bates DIRECTOR List Finder 
are beginning to zoom. Millions have read about it. . . millions 
more will. So useful .. . so beautiful in choice of 10 telephone 
colors. Cash in on the steadily growing demand for this popular 
List Finder. 


Remember — year round promotion by the Telephone Company 
is increasing the use of color telephones all over America. Your 
local Telephone office has been authorized to help you by 
supplying color telephones for display purposes. This is bound 
to stimulate sales of the Bates DIRECTOR. 


Stock 'em... display ’em... you'll sell 'em. 


the BATES manufacturing co. 


Orange, New Jersey 
New York Office, 30 Vesey Street, New York 7 
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Flying Showcase Boosts LePage’s Products... 


Permacel-LePage’s president, George C. Riegger, and Flying 
Secretary-Stewardess Pat McKeen make a final check of the 
displays in the ‘’Flying Showcase’’ which is being used to in- 
troduce the new line of LePage’s products to wholesalers and 
jobbers in 38 major cities. Says Philip B. Hofmann, board 
chairman of Permacel-LePage’s, ‘“We tell wholesalers and 
jobbers they don’t have to travel all the way to our plant 
at New Brunswick, N. J. Instead, we will fly to their cities and 
show them our new line.’’ 


Underwood Reports on 1957 Sales 


Underwood Corp reported to its stockholders’ consolidated 
sales of products and services of $83,444,632 for the year ended 
December 31, 1957, compared to $85,790,678 in the previous 
year. A net loss of $605,580 on world-wide operations was re- 
compared to a loss of $7,455,222 in 1956. 


ported for 195 
Earnings of foreign subsidiaries in 1957 amounted to $1,007,- 
591, no part of which was remitted to the United States 

Operations in 1957 included non-recurring charges of $1,- 
522,946 in connection with the discontinuance during the year 
of work on large scale electronic computers 

Frank E. Beane, chairman and president, stated in the report 
to stockholders that operations of the company had improved 
so that by March, 1957, modest prohts were earned at the 
then existing level of business. He pointed out that the office 
equipment industry is particularly sensitive to general business 
activity and that during the last quarter of 1957 unsettled con- 
ditions throughout the United States created a substantial de- 
cline in demand for typewriters, adding and accounting ma- 
chines. As a result, Underwood's fourth-quarter operations 
were at a loss. 

During the year four major new products were introduced 
to the market, although three were not available for market- 
ing until the end of the year and provided no benefits during 
1957. The expenses for the year included $1,380,219 for pro- 
duction engineering and start up costs in connection with new 
products. 


Clary Makes Anti-Recession Move 
A bold anti-ré 


backlog of orders for business machines to the highest level 
since the period immediately following World War I, Hugh 


cession move by Clary Corp. has increased its 


L. Clary, president, recently reported 

We return he fundamental American business philos 
ophy of low t and high volume,” Mr. Clary said 

The company drastically reduced the price of several of its 
business machines and gambled that resulting increased sales 
would raise production volume with a sponding cut in 
production costs 

Our gamble paid off with an avalanche of new orders,’ M1 
Clary said. “People have plenty of money with which to pur 
chase merchandi they need and want—they are just waiting 
for good buying opportunities. Aggressive selling efforts aré 
the best w business activity and stimulate employ- 
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Hedges 


puts EFFICIENCY 
into daily routines 





Se 
es ef 

“DANDY” “age 
BOX FILES { 





AGATE 
CARD TRAYS 





HEDGES MFG. co. 
2931 WENTWORTH AVE. 
CHICAGO 16, ILLINOIS 





one stroke 
and 
it’s sold 


with the 


MARSH 77 


FELT-POINT PEN 


Counter Test 













When customers try it, 
they'll buy it. Heavy 
consumer advertising makes 
it profitable for you to 
stock the swift-selling 
Marsh 77 ... with smaller 
inventories, easier ordering. 


Send today for 
FREE sales information. 


Instant-dry ink ® 
Marks ANY surface ® 
Ten ink colors ® 


MARSH 


Marsh Co., 83 Marsh Bidg. 
Belleville, Ill. 
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Here is the with 1000 SO staples 
: NEW LOOK Markwell Premium 
Quality Office Staplers 
that will bring — designed, styled 
wil Markwell and oleed le ony 
Dealers increased sales stapling need 





» Markwell Office Staplers now furnished 
complete with Staples 


) New lower Dealer prices on Markwell Staples 
>» New lower Consumer prices on Markwell Staples 
‘> New and exciting Sales Aids 








FOR EVERY 
| OFFICE NEED 











KOL office stands are 


known for top quality 
everywhere ... strong... 
quiet . . . versatile . . . 
colorful . . . these KOL 


stands come in five har- 
monizing Decorator Colors 
at no extra cost. Every 
stand equipped with all the 
famous features you expect 


from KOL. 








Write today to DEPT. OA for folder. 














INC. 
2323 ELLIS AVENUE. ST. PAUL 14, MINN 








203 











. another BIG Profit-Maker 
fom GOMANCO 





a 
NO. 112 SORTING RACK 
STEEL — ADJUSTABLE 


@ Nine removable — adjustable shelves 
@ Makes up to a dozen compartments 
@ Identification slides on shelves and base 


NEW EXTRA STURDY CONSTRUCTION 
WITH DENT PROOF CORNERS 


Individually cartoned — Shipping wt. 28 Ibs. 


IDEAL FOR 
OFFICES — SHIPPING ROOMS — GARAGES — 
A MILLION USES 


Write for our latest brochure 


GOMANCO 


1712 Arcade Place 
Phones: CH 3-1138 





Chicago 12 




















2-WAY DICTATING 
TAPE RECORDER 


JANRUS 





¢ NO COST OPERATION 
¢ ERROR-FREE DICTATION 
¢ PUSH BUTTON REVIEW 


Sell the latest model 1958 2-way dictating-transcrib- 
ing machine that every business, every professional 
man cannot afford to be without. 


IMMEDIATE DELIVERY on ALL ACCESSORIES 
Write us for Territories still open. 


EXCLUSIVE SALES AGENTS for All 
Janrus Products 


LUMAL SALES CO., Inc. 


95 Madison Ave., New York 16, N.Y. 
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POSTO-E 


speeds up mail 
routine in the office 
a proven 


tested... 


electric 


LETTER 
OPENER 


priced within reach 
of even small offices . 











$9950 


plus Fed. Exc e Tax 


®© COMPACT — Occupies only 6"x8"' of desk top space 
e SAVES MONEY e SIMPLE TO 

SAVES TIME OPERATE 
ELIMINATES STRAIN © NO WASTE STRIPS 
PAYS FOR ITSELF e GUARANTEED FOR 
NO SORTING ONE YEAR 


GENERAL STATIONERS SUPPLY CO. 


1020 S. Wabash Ave. Chicago 5, Ill. 


TTITTITITIIIITLLILI LILLIE 


FOLDING TABLES 


* Easy Folding! 

* Compact 
Storage! 

* DuHoney 20 
Safety Lock! 

*® Beautiful Smooth 
Tops! 

* Double Bracing! 

A COMPLETE LINE OF 
FOLDING TABLES 


Wide range of styles and sizes 
—Choice of tops 


Midwest Folding Tables feature the 
exclusive Du-Honey 20 safety lock 
that secures the legs automatically 
in both the folded and the extended 
positions. Improved leg design gives 
added strength with greater comfort. 
All-welded construction. Extra strong 
under-bracing with tops laminated to 


5 year guarantee on 
all Midwest Legs 


= 
| ft ivi 
tears 


CHORAL & BAND STANDS 









| FOLDING 
i PLATFORMS 


frame by special hot press glue. proc- TABLE & 
ess. Reinforced recessed steel apron. CHAIR 
CADDIES 


Write for complete catalog, today! 


Me FOLDING PRODUCTS 22: 
Dept. 58C, ROSELLE, ILLINOIS 
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Parkers Get Assist From Trenton Firm . . . 


i 


motorists who have run out of change for the 
Clopp’s, Trenton N. J. stationery firm, has a 
arge sign in the window that reads: Need Parking Nickels? 


As a service t 
arking meter 
me Inside for The store reports that no fewer 
than a dozen persons a day come in for change and this af- 
them an excellent opportunity of seeing what is avail- 
for their 


Change.” 


Clarin’s New Commuter Chair 
Sales Program Is Announced 


A new marketing program in behalf of the Commuter chairs 
ncl Mas ‘h 15 at the first of two sales meetings 
i Cl Manufacturing Co.'s offices in Chicago 
Sal ntatives present included Ken Baker, Fred 
Haines, Ted Ryce, W. Francis and Ralph Segee 
[I t ramatized the letters “R.S.V.P wh ch are 


Reserve Seats Are Very Profitable 
in kit to be 


ontact work 


used by the Clarin sales repre 


5 f R.S.V.P vas featured as 
An pt in selling folding chairs 
An | I alers to increase their sales 
At t t t always succé ds 


ntation is contained in a six-page, colorful 
hich is a specific case history of how one 

seating problem and why it selected 

( ter The brochure is being offered to dealers as 
sales program which includes trade ad 


OFF APPLIANCES and consumer advertising 


3-M ee 12% Volume Increase 


Consol ’ sales of $370,106,838, an increase of 12% 


$ 330,807,692, were reported by Min- 

Minit & Manufacturing Co 
Earnit t mmon stock were $39,446,558, or $2.34 a 
sared with $38,437,684 or $2.30 a share, 
16.832.766 shares of common stock out- 
1957, compared with 16,715,722 a year 


In t report to stockholders, Herbert P. Buetow, 
t of 3M, and William L. McKnight, chairman of the 

that the slightly lower 1957 profit margin was 

ns in some tape lines hanging product 
in some subsidiaries. They declared 
acd 


1 dividends were higher than for any 


uppliers to most major industries we felt 


nomic downturn that became more marked 
s of the year. Thus our 1957 operations 
expectations oft a year ago 


New Firm Established i in ee 


Vicksburg | ting & Supply Co., featuring office furniture 
printing, is a new firm in Vicksburg, Miss 
( tor 1 Gs 
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Sell The 
Stationers’ TOP LINE 


.....Made for you EXCLUSIVELY! 





ASSORTMENT SD-12 





STATIONERS’ ASSORTMENT 


INCLUDING 


REE 


COUNTER DISPLAY CABINET 


This display is sturdily constructed of beautiful 
blond-finish oak and comes equipped with glass 
front. For convenience, display has storage space 
in back for reserve stock. 


SD-12 ASSORTMENT CONSISTS OF: 


e 2 Pair 3752, e 3 Pair 3218, 
12”Trimming Shears 8” Utility Shears 


@ 2 Pair 3760, e 3 Pair 3217, 
10” Office Shears 7” Utility Shears 


e@ 3 Pair 3769, e@ 3 Pair 3216, 
9” Office Shears 6” Utility Shears 


e 3 Pair 3768, @ 3 Pair 1718, 
8” Office Shears 8” Clipping Shears 


e 2 Pair 1719, 9” Clipping Shears 


TOTAL RETAIL VALUE $93.60 
DEALERS COST $56.16 


YOUR FULL 40% Profit 37.44 





CLAUSS CUTLERY COMPANY 
Fremont, Ohio 
New York Office, 1107 Broadway 





HOT HAMMER FORGED 
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puilt-IN SALES APPEAL 


CONSOLETT’s safety, utility and conveni- 
ence features are sure to produce customer 
inquiry. Rugged, stable construction safe- 
guards costly typewriters, calculators and 
other equipment. Large casters make it port- 
able . . . rolls easily, anchors at a toe-touch. 


Its modern, eye-pleasing design matches 
modern office decor. 





MATCHING 
CABINET 


Keeps machines 
and supplies 
handy anywhere 
in the office. A 
safe, compact, 
versatile work 
unit for dupli- 
cators, photo 
copiers, postage 
meters and similar 





equipment. 

Smooth, all-steel 

construction. 
Dealerships Roomy 28” x 
Available 19” top. 





~ STOLPER STEEL PRODUCTS CORP 


eee eae 





STOLPER STEEL PRODUCTS CORP. 
340 Pilgrim Road, Menomonee Falls, Wisconsin 


Send me Consolett prices and literature. 
I 
Name 


Address 


so ee Zone State 
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Waist-High Stands Help 
PBSW Machine Selling 


@ CONVENIENCE is a real asset in the merchandising of of- 
fice machines, according to PBSW, office machines dealership 
in downtown Phoenix, Ariz 

That was the purpose for the construction of these waist- 
high stands which flank the wall in the business machines shows 








ing out office machines. 


room, and provide for comfortable, easy machine operation 
without the necessity of sitting down at a table, or moving a 
machine from its display point to another position. 

The stands, built by a display company for PBSW, are light 
hardwood, trimmed in white, and stand an even four feet high, 
which, experience has proven, lends itself best to convenient 
operations of such business machines by people unused to the 
new models. Along with their height, the stands are likewise 
handy cabinets in that extra rolls of paper, carbon paper, and 
other supplies are kept on shelves within, and reached from a 
swinging door at the rear. 

Likewise, cut-out plywood letters glued vertically on the 
front of each stand identify the make of the machine shown, 
important for more than one reason, according to the PBSW 
management 

The lettering identifying the brand on the front of the stand 
impresses itself far more forcefully on the usual prospect than 
even the manufacturer's label on the machine itself, and this 
has led to profitable sales of such equipment over the telephone. 


Eastern NOMDA Group Plans Convention 

Third eastern regional division of National Office Machine 
Dealers Association has completed arrangements for the con- 
vention to be held at Grossinger Country Club in Grossinger, 
N.Y. on October 27-28 

Honored guests will be Charles Meyer, now vice-president 
of NOMDA, and Harold Mann, executive secretary of 
NOMDA 


Cole Steel Names Subsidiary Chief 

The appointment of Melvin E. Schnall as president of Cole 
Steel International, a subsidiary of the Cole Steel Equipment 
Co., Inc., has been announced by S. T. Scheinman, president of 
the parent company. 

Mr. Schnall will continue as vice-president of Cole Steel 
Equipment Co., Inc 
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Single 
door 
Safe 

1850-C 

Special 
Cabinet 
No. 14 








Today's Fire & Theft Risks call for 
Maximum Security . . . SELL SCHWAB PROTECTION 





HOME INDEX FILE 


SCHWAB SAFE CO. 








 1419-€ 120 


1316-C 120 1622-C 120 


SCHWAB SAFES — BURGLAR PROOF 
CHESTS — VAULT DOORS Carry Un- 
derwriter’s Class A, B, and C 720 La- 
bel and re-locking device label for 
that extra measure of protection. 
Our product insurance protects your 
customer. 


Write for information 


Lafayette, Indiana 











FROM DESK PADS and SETS TO CUSHIONS 
TO ‘‘MYLAR’”’ and ACETATE SHEETS 





From the president's office to the office boy's desk C-Line office 
accessories are preferred for quality, durability, utility and beauty! 





FREE! Illustrated descriptive catalog! Write today! 


CHICAGO DESK PAD CO., Inc. 


4640 NORTH OKETO AVE., 





CHICAGO 31, ILLINOIS 


OT 
CELLULOID PRODUCTS 


Loose-leaf envelopes, punched; card-cases, any size; 
menu covers; factory record protectors; tag holders: 
bill-fold envelopes: stamp containers, etc. Made of 
acetate (flame resistant) transparent cellulose. We 
build to fit your particular need. Write us details. 


Markilo 


902p S. Wabash Ave. 







Chicago 5, Ill. 
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_ ROLLING STORE ro 


ROLLING LADDERS—Made from 
Oak or Birch. 

SIDE and CEILING TYPES—with 
steel track for mounting on shelving, 
filing cabinets or ceiling. 

“A” and LIBRARY TYPES—require 
no track and are mounted on wheels 
with Automatic Safety Brakes. 
WELDED STEEL SAFETY LADDERS 
—Made from 1” diameter round 
furniture tubing, with expanded 
metal steps. Mounted on Swivel 
Brake Casters. Ladder can be rolled 
freely when no one is on it. When 
you step on the ladder the rubber 
tipped legs rest on the floor and 
prevent rolling. Made in 1 to 13 
step heights, and 4 widths. 


Send for Circulars 42-OA (Wood) & 56-OA (Steel) and Dealer Discount. 
Manufactured by 


I. D. COTTERMAN ** “atczso“ast 














THE VERY BEST VALUE 
IN COPYHOLDERS 


STAND-B 






@ Patented Knee-Action Grippers 
Hold All Copy Securely 













16°W 2 12°H ows. len 





| 
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BEACH'S new SUMMARY 


answers INCOME TAX need 


This Monthly form for CONDENSED reports of travel 
expenses can be filed with returns, and copies 


ra retained. Pads of 50 sheets. 
é 


Also — sell more BEACH Expense 
BOOKS now .. . handiest means of 
keeping complete on-the-spot daily 
records, that verify and give sure 
protection. Sell the LEADER! 











e «pens 


ibYere)." 


Write for Samples, Prices 


BEACH PUBLISHING CO. 
19829 W. McNichols Rd., Detroit 19, Mich. 








Watch for the Columbia-Hallowell V and 
panoramic dis- 


ANCES 


VII executive desks in 
play, June OFFICE APPLI Facts 
available now from your Columbia-Hallo- 


well representative. 





You can earn good 


Dout 


PASS UP THOSE 


commissions selling 
our complete line 
of passbooks, pocket 
check covers, coin 
savers, and other 


EXTRA 
COMMISSIONS 


forms to financial 
institutions. 


Write for Information 





AMERICAN PASSEOOK Co. 


ONTARIO BUILDING CLEVELAND 13, OHIO 





Write for Dealer 
Literature & Prices 


HARDBOARD FABRICATORS, INC. 


59 BRANCH ST . aa * 5' RG me we 
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] TAPE PRINTERS FOR THE TRADE SINCE 1937 





of LEN 
Scorcn TAPES ‘AY 








-. from 6 rolls up 


SERVICE GUMMED TAPE 


SMALL RUNS 
INVITED 














|S . from 10 rolls up 


Supplying Jobbers from week service. OPEN NEW 

coast tO coast since 1937. ACCOUNTS BY _ SELL- 

Specialist in short runs, 2 ING PRINTED TAPE. 
Sample folder and price lists on request. 


Ebol-Binder (Co. 


NEW POWER GLIDE ALL ALUMINUM 


FAIRGATE KNOB RULE 


iG 


1832 WESTWOOD AVE 
CINCINNATI 14, OHIO 





(¢ [ 


ai 
KY 
Site ® ™_—-=' 


‘‘The Knob does all the work’”’ 

















Fast Turn Over with FREE self-service counter unit 
12" retail 50c 15°—.85 18"—1.05 24"—1.25 


Dept. 80 The Fairgate Rule Co., Inc., Cold Spring, N.Y. 











NEW <ou- Cost 


, w, MODEL FH-SC 
q FOLD-0- wale 
Seetric Folding 
‘Machine 


FOLDS+ CONVEYS - STACKS ™ 
120 SHEETS PER MINUTE 


any stock... 


FULL 


any fold... - automatically! 


THE PRINT-O-MATIC CoO., INC. 


724 W. WASHINGTON BLVD. © CHICAGO 6, ILL 


WAU tytn 
SINGLE FLUID 


INK and STAIN REMOVER 


CARDINELL CORPORATION MONTCLAIR NEW IR 
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Your Imprint 





You can send along a salesman 
. with every business machine you sell! 


Keep k and business machit ers — black 

ibber, gray 1 uy _— tic oe your customers ‘‘Dealer- 
Conscious” with your and mes every cover. 
Write for price unts, etc. n w! 


KEEP KLEAN PRODUCTS CO., INC. 4077 PARK AVE., N.Y. 57, N.Y. 











Others promise .. . 


Site-Filing performs! 


Be sure to read every 
word in the Site-Filing 
advertisement, June 


OFFICE APPLIANCES. 

















Get Into the PROFIT 


It can be profitable! 
SPOTLIGHT! ‘iy 


OOSE LEAF 
BINDER SEC IONS 


PAPER prazes 
Arar RINGS 










LOOSE LEAF 
y i i S T 0 Il if ALUMINUM SCREW POSTS 
AND EXTENSIONS 





ACCESSORIES ey op quality, 


CHARLES LEONARD, Inc. Mfrs. of Stationery Specialties 


79-11 Cooper Avenue, Glendale 27, N.Y. 





SECURITY BRAND 


Complete Line of 
DELUXE ALL LEATHER 
or CANVAS & LEATHER 


Mail Bags For Your 
Select Clientele 


WRITE FOR CIRCULAR 


_CAN-PROG,.. 
, 





33 € MeWLLIAMS ST 
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YOU SAVE? 


HOW MUCH DID 





You're a hero if you guessed the prices could possibly be this low: 


Costa Mesa #1200 Series desk sells for | $650| $421 
acquer 


in walnut in 




















Costa Mesa #1000 Series desk sells for | $340] | $233 


For all the answers, write on your letterhead to 











SPECIFY 
Toys 


~ For Finest Quality 
0 Jor Lhe Broadest Line 
of Rubber Stamps 
and Marking Devices 


Write for your copy 
of our new catalog No. 80 


Fay DIV., Bankers & Merchants, Inc. 


3229 North Sheffield Avenue Chicago 13, Illinois 





THE LEADER 
IN PLATENS 


AND OFFICE MACHINE ROLLS 
Typewriter Tools—Parts—Supplies 


Ames Supply Company 





ATLANTA DETROIT 

156 Alexander, N.W. 6527 John C. Lodge Expwy. 
CHICAGO NEW YORK 

564 W. Randolph St. 37 Murray St. 

DALLAS SAN FRANCISCO 

1232 Crampton St. 545 Mission St. 


AGENTS IN ALL PRINCIPAL CITIES 











More and More Leading Draftsmen, 
Accountants and Artist 
are INSISTING on 


“/ra- Potut ) A 


LEAD POINTER 





For Perfect Lead Points — 
Blunt to Hairline. Two Models. 


Standard Model gives you points up 
to 4” long without breaking. Just 
insert lead and rotate lid. 





Variable Taper Model 
lets you dial the taper 
you wont, 


SHORT 
LONG = 


ORIN _. - 
BETWEEN 







—_ —- 










Write for Literature and Dealer Prices. 











ELWARD MANUFACTURING CO. 


Baker Street * oloma, Michigan 











Tidewater Oil Company stuffs 1,000,000 


invoices plus advertising pieces per month 
with the Phillipsburg Inserter! 


FLYING 


s 





Phillipsburg Inserter installation at Tidewater Oil Co., Los Angeles 


Phillipsburg Inserter simplifies, speeds cycle billing! 


Manned by one operator, the Phillipsburg Inserter—with exclusive vacuum 
feed—stuffs invoices, credit cards, advertisements and return material into envelopes, seals, 
prints indicia, counts and stacks—at rates up to 6,000 pieces per hour! Pieces come off the 
machine fully processed ... accurately stuffed... all ready for the Post Office. Tidewater 
is thus able to mail statements early, receive remittances promptly, audit on schedule and 


] ] time! 
close cycles on time N EV | Phillipsburg Inserter with Feed Table eliminates 
| * need for stapling bills. Send coupon for details. 


FINER PRODUCTS THROUGH IMAGINATION 


Bell & Howell 
Phillipsburg 


PHILLIPSBURG, NEW JERSEY 
Successor to Inserting and Mailing Machine Company 







Bell & Howell Phillipsburg Co., Phillipsburg, N. J. 4 


Please send () “Wider Horizons” brochure 
C) Information on New Feed Table 


Name — 





Firm —__ a 





Street —— 





All businesses can save with the Phillipsburg inserter! 
Mall coupon for "‘Wider Horizons" brochure... 


City OS ccm UE pntmicmmntie 
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New 








‘abinet depth for a new, slim silhouette 


Awkward, jutting files can be a thing 
of the past 

This new “Y & E” Pro0-Vile* cabi- 
net trims the depth of conventional files 
by 15 inches, presenting a slim, modern 
profile 

How does it do it? A unique design 
feature makes it a side-opening file sys- 
tem. Drawers “rock” open to expose all 
file material at once—and extend only 
6'2 inches when open. 


. _ 
Here you see how the ‘/Wx0-\tile 


fits into an ordinary office setup. See 


how clerks can work from either side 


and how little space it takes—'%3 less 
floor space than conventional files. 
(Pro-DFile comes in letter size—2, 3, 
or 4 compartments—or legal size in 2 
or 3 compartments. 

And colors—they’re different, too. 
Choose from three new, rich premium 
finishes—Heather Tan, Verde Green, 
Royal Maroon, or three standard deco- 
rator shades. 

The “Y&E” man in your area will 
show you how easy {~2x0-Vile is to 
work from, how good to look at. Call 


him today. *Patented 





Entire drawer is exposed at once in this new 
Pro-File cabinet. Exclusive guides are printed 
on both sides, makes it easy to work from 
either side. New, slim construction takes '/3 less 
room than conventional files. 


WawmMan & ERseE MFG. CO., INC. 1015 JAY STREET + ROCHESTER 3, N.Y. 





al 


AN EXCELLENT 
IMPULSE ITEM 
THAT EVERYONE 














CAN USE 

ae ~ COMPLETE WITH . 
© Prints in 1 to 5 Colors SUPPLIES 

© Prints 75-100 Clean Copies 

© Copies Cost Less than Ic Fach Anyone Can Quickly Print... 
e Speedily Changed Gelatin Films BULLETINS | ANNOUNCEMENTS 
© Simple to Operate PRICE LISTS INSTRUCTIONS 

e Feeds Fast and Accurately MENUS SALES LETTERS 

© Printing Area 81/4 x 13 In. POST CARDS ENVELOPE STUFFERS 

"Always Makes a Good Impression” 









THE HEVYVER CORPORATION e CHICAGQ 


Duplicators and Supplies for Fifty-Five Years 






Manufactured by 





